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New Irwin “hang-up” box 


sells on sight... boosts expansive bit sales 


Another Irwin first that keeps you in step with today’s 
modern and profitable trend to “sight selling.” Here now 
00 is a new and versatile “Hang-Up” Box that gives plenty of 
. extra “eye and buy” power to Irwin Micro-Dial and Lock- 
head Expansive Bits. Here now is the convenient display 
you have always wanted to move even more of these “best 
sellers.” Simply hang on peg board, nail or pin. 


Small, handy, easy-to-use at multiple traffic points in 
your store. Profitable to use because Irwin’s new “Hang-U p” 
Box catches the eye, creates the urge to buy, boosts self- 
serve expansive bit sales. Depend that this timely Irwin 
selling help for hardware and building supply dealers is sure 
to add many more dollars to your cash receipts — and at no 
extra cost to you. Order Micro-Dial and Lockhead Expan- 


IRWIN IRWIN sive bits in the brand new Irwin “Hang-Up” Box today. 
MICRO-DIAL LOCKHEAD / 


Neo. 22 No. 2 


Free! New Irwin Catalog. Ihe most 
Bores %" to 3 bores %” 19 3” oe ” ‘aan complete and easiest-to-use wood-boring 

F tool catalog ever. All Irwin bits and 
special features are illustrated. No 
searching for needed information. Saves 
ordering time, gives balanced stoc k rec- 
ommendations. Write Lrwin, Wilmington, 
Ohio, today. 


Order from your Irwin wholesaler today 
oGre; 3g sta _ : 
the /§ | The Irwin Auger Bit Company 


coe nes at Wilmington, Ohio, USA, since 1885 
Irwin Micro-Dial in new “Hang- Irwin Lockhead in new ‘“Hang-Up” 
Up’ Box. Two sizes: No. 21 bores 19 Box. Two sizes: No. 1 bores 15 
standard holes, 5% to 134"; No. 22 standard holes, 5% to 1%"; No. 2 
bores 35 standard holes, 7% to 3”. bores 35 standard holes, 7% to 3”. Typical store scenes show how Irwin's new and handy “Hang-Up” 
No. 21 retails at $3.60 each. No. 1 retails at $3.00 each; No. 2 Box displays Micro-Dial and Lockhead Expansive Bits on peg board, 
No. 22 retails at $4.09 each. retails at $3.60 each. nail or pin at multiple traffic points for more “‘sight sales.” 
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JET PILOT 


Keeping pace with young America 


And speeding up the sales pace in your store. The 1961 Jet Pilot has the 
styling that youngsters can’t resist and the quality features that make sales 
points with parents. [win-strip rear carrier. Jet-stream chain guard. Flight- 
tested coaster brake. Penetrating twin headlight. Missile-slim tank with 
built-in electric horn. Custom saddle. Dished star-cut chrome sprocket. 
Chrome fenders, truss rods, crank and rims. 1.75 middleweight whitewall 
tires. Shipped in extra-protective Roadmaster carton. Write for details or 
contact your AMF Roadmaster sales representative. 

Jet Pilot Model Numbers: Boy’s 26"— L 1653; Boy’s 

24”—L 1453; Girl’s 26”— L1663; Girl’s 24” — L1463. 


707 Jet Courtesy American Airlines 
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WHEEL GOODS DIVISION 


American Machine & Foundry Company 

Junior Toy Division, 215 Marble St., Hammond, Ind. 

AMF Cycle Division, W. 65th & Patterson, Little Rock, Ark. 
Hercules Division, 200 Fifth Ave., New York 10, N. Y. 





WHEN IT COMES TO LOCKS... 


YALE MAKES IT AN OPEN-AND-SHUT CASE! 


Yale locks and hardware offer a 
double benefit: A completely re- 
designed line, all new over the past 
six years, combined with the old- 
est, most reliable name in locks 
and hardware. 

In addition, Yale makes the broad- 
est line of locks and hardware any- 
where in the world. And its name 
(an aid to security in itself!) is 
known the world over. Millions of 
doors in homes, schools, factories, 


institutions and hotels have been 
secured by Yale locks ever since 
Linus Yale invented the pin- 
tumbler lock in 1868. Each year, 
Yale issues over fifty million keys, 
which secure full lines of door 
locksets, panic exit devices, pad- 
locks, locker locks, auxiliary locks 
and cabinet locks. Yale also manu- 
factures the most complete line of 
door closers in the world. 

For further information on the Yale 


line of locks and hardware, write 
us direct or see your Yale & Towne 
Distributor. Be sure to ask about 
the Yale Special listed below. 
Product of The Yale & Towne 
Manufacturing Company, Yale 
Lock & Hardware Division, White 
Plains, New York. 


YALE & TOWNE 


YALE —REG. U.S. PAT. OFF 


Replacement business is big busi- 
ness! Yale's complete line of 5200- 
Series Key-in-Knob Locksets brings a 
real chance for profitable replace- 
ment business for you. Do-it- 
yourselfers will be happy to rent your 
Yale® installation tools. Remember, the 
security and reliability of Yale lock- 


BR5285 Bath sets are their biggest selling points. 


BR5286 Closet 


Full line of Yale’ residential key-in-knob locksets 


rr? *, 
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U.S. Pat. No. 9 660,854 


TRIMS YARDS 





he 


wot 


7 


VF 
W 
a’ee’e NS \ 


OWS Wei 





ALONG SIDEWALKS UP AGAINST WALLS AROUND FLOWER ‘acai FOR sunaaee WEEDS 


You “Offer a ns Rooi 
More for their Money with Ames 


IA check the extra weight in the head for longer life and easier trimming. 


uP AGAINST FENCES 


Check the exclusive shift lever on #30 that adjusts cutting blade for 
maximum efficiency. 


Check the sharper blade for cutting. Turn the wheel of an Ames Roto- 
Edger and listen to the quality shearing sound. 


Check the fact that Ames Roto-Edgers are reversible — can be used 
in either direction. Saves steps and time. 


AND FOR YOU 66%% MARKUP-—FULL 40% PROFIT! 


Since J ite ‘ne? 
(AME S Why not stock AMES — the complete line? 
& 1774 


Yai 
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AROUND TREES 


ALL THREE MODELS 


No. 20 
Universal 


CASUAL FURNITURE 
METAL HOUSEWARES 
GARDEN TOOLS 
SHOVELS 


O. AMES CO. PARKERSBURG, WEST VIRGINIA 
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THE OLD RELIABLE 
CHAIN SALESMAKER 





Assortment No. 38 y 
F 


7 types and sizes 
of welded and 
weldiess chain 


THE NEW 
| CHAMPION 
' CHAIN SALESMAKER 


Assortment No. 46 


4 popular sizes of 
proof coil chain 


By Popular Demand-a NEW 
ACCO Proof Coil Chain Salesmaker 


You asked for it, now here it is—the new ACCO 
Proof Coil Chain Salesmaker. The perfect companion 
to the popular Welded and Weldless Chain Sales- 
maker, this new rack display lets you round out floor 
stock with the four sizes of proof coil chain that your 
customers most frequently ask for. Side by side, both 
self-service units consume less than 5 square feet of 
floor space. But best of all, they put chain out where 
customers can see it...feel it...and buy it! 


And when they buy it, you make money! Take the 
new Proof Coil Chain Salesmaker. You pay just 


ORDER FROM YOUR DISTRIBUTOR 


Contact your American Chain 
distributor for complete infor- 
mation about these items or write 
York, Pa., office for free litera- 
ture DH-377 and DH-79 


if? oc 


for four reels of chain (sizes —3%", 14", %", 


34") and 


‘get the display rack FREE! Sold at suggested retail 


prices, your investment produces a generous profit. 
You have three different assortments to choose from 
— (No. 46) Self-colored chain, (No. 46A) Extra-Bright 
Zinc-plated, (No. 46B) Hot Galvanized finish. 


Put new life into your chain sales by ordering an 
acco Proof Coil Chain Salesmaker from your Acco 
distributor now. And if you don’t already have an 
Acco Welded and Weldless Chain Salesmaker, order 
one at the same time. 


co AMERICAN CHAIN 


American Chain Division * American Chain & Cable Company, Inc. 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 


Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, *Houston 
*Los Angeles, New York, Philadelphia, Pittsburgh, *Portiand, Ore., *San Francisco 


*indicates Warehouse Stocks 
Want more facts? Circle 104, p. 65 
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Editorial 


by W. A. Phair 


The tide is changing . . . 


“There is a tide in the affairs of men, which taken at the flood, leads 
on to fortune...’ 


These lines by Shakespeare are especially appropriate to the problem 
faced by many businessmen today. I’m sure that many of you are 
asking, “Is the recession over? If it is, what is the next step?” These 
are very pertinent questions and the answers are of vital importance 
because they will shape your future. 


Those of you who have been through recessions before know that 
those businessmen who move first and aggressively, when the upturn 
arrives, are the ones who achieve the greatest success. Is this the 
time to move? Is the recession really over? 


None of us has the ability to say with complete assurance that the 
recession is over. But if you carefully weigh the meaning of the 
more important economic statistics, you will undoubtedly come to the 
conclusion, as I have, that the bottom has been reached and that a 
slow improvement is developing. 


There are still soft spots; these will persist for some time. We must 
remember that a recession does not start on a certain given day, nor 
does it end on a specific day. It is like a giant cloud that slowly covers 
the face of the sun and then slowly passes, and the sun comes out 
again. You cannot tell where the cloud begins or ends. Nor can you tell 
where a recession begins or ends. But each day the evidence grows 
stronger that we are beginning the upturn. 


We must recognize that improvement will come slowly and it will be 
spotty. This is the way we went down into the recession. Different 
areas of the country and different types of products will feel the 
improvement in different ways. So, how does this affect you? 


Well, you can be sure that a large number of hardwaremen are 
going to sit back, doing nothing, until they are positive that the reces- 
sion is over. Then they will move. But this may be too late to reap 
the advantages of leadership. 


There will be another group of men who will start planning now 
for the better business ahead. They will jell new promotion plans, new 
improvements and expansions. These men will have the jump on their 
competitors who sit around and wait until they’re sure things are 
better. 


Those who start their planning early get the first benefits. Those 
who wait, may find the pickings very slim. We can see in the action 
of some of our advertisers a reflection of this situation. Some of them 
are already revising their summer and fall promotion plans, stepping 
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Editorial 


continued 


up their merchandising activities. These factories want to be in a 
position to take the fullest advantage of the upswing. 


You can do this same thing in your store. First, stop thinking and 
talking about how bad business is. Start looking ahead to how good 
business will be. Then, lay your plans accordingly. We are not sug- 
gesting any sudden, wild increase in advertising, or store expansion. 
But we are urging that you start now making plans so that you’ll be 
in a position to fully supply consumers’ needs when better buying 
gets under way. With this head start, you can make your store first in 
their minds when they think of hardware and housewares. 


Frustration, unlimited... 


Some day, when things are dull in the store, try this: Open up a 
power tool carton and take out the owners’ manual (a manual from 
a lawn mower will also do) and read it. Then, using the manual, try 
and make an adjustment on the tool; try to change a belt, or repack 
a gear case. I don’t think you'll be able to do it. 


The generally poor quality of these manuals has always amazed me, 
especially when I realize that this booklet is the only continuing con- 
tact the manufacturer has with the consumer, after a tool is pur- 
chased 


A well-prepared manual can create an image of a manufacturer 
with pride in his product and a sincere interest in helping the con- 
sumer get the maximum usage from the tool. An atmosphere of this 
kind can lay the ground work for other purchases of this brand of 
equipment. 


But very few manuals establish this atmosphere. Most of them seem 
to have been thrown together hastily, with little regard for their use- 
fulness. The consumer apparently is assumed to have super vision to 
be able to read the small type and to understand the postage stamp 
illustratiors, 


On many occasions, an effort to understand these manuals has left 
me completely frustrated, a feeling shared by many of my home 
handyman neighbors. There are, I realize, service managers who take 
the position that you shouldn’t give the consumer too many details, 
because this just helps him do a better job of messing things up. 
This may be good theory, but it isn’t good practice. 


When a tool breaks down, the average consumer is going to try 
and repair it, no matter what the service manager says. If he can repair 
it, it means he gets more use from the tool. If he can’t, then he has 
to haul it out to a servicing dealer and loses the use of the equipment 
while it is being repaired. Since the consumer is going to try and 
make repairs anyway, why not make it easier for him ... and make 
a friend for yourself? 


The next time you, as a manufacturer, think about improving your 
packaging and display material, give a little thought to your manuals. 


It will be time well spent. 
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Model SC-7100BM 7” Power Saw 


Cuts 21/2” at 90°, 2 x 4 at 45°, bevels to 45°. 115 +A] 98 


volt AC motor, 7.0 amperes, 5000 rpm. Aluminum 
die-cast housing, mirror finish. Suggested Retail: 


Model SC71008B Silver Luster Finish, $39.98 


Feature these Special Coupon Festi-Values! 
Coupon worth $1.70 on the purchase of a SPECIAL 
CS-90 Combination Blade (retail value $3.20) $1470 
included with every SC7100BMorSC7100B 
Shopmate Power Saw! DISCOUNT 
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io Festi-Values:. 


To Build Summer Volume for You 


Want bigger volume, faster turnover, fatter profits? Look to 
Portable’s Spring and Summer Festi-Values to keep cash registers 
ringing! Check these Festi-Values now—remember that Portable’s 
complete promotion package keeps your customers coming back! 


Model SJ-581M Jig Saw 
Cuts delicate scroll work or a 
full 2 x 4! Air jet keeps blade 
area clear. Powerful Series 115 
volt AC motor, 2.1 amperes. 5” 
stroke, 2650 spm. Die-cast alu- 
minum housing, mirror finish. 


Suggested $ 98 
Retail: 2] 
Also in Silver Luster Finish 


Starflyte Model 1370 
Hedge Trimmer 
Cuts in either direction! 32 pre- 
cision ground teeth, 13” Swedish 
Biue Steel cutting bar. Auxiliary 
handle fits right, left, rear. 115 
volt AC motor, 850 spm. 


Suggested 
Retail: $2935 


The line for 
fast turnover 
... fat protrits 


Coupon worth $3.25 on purchase of 50’ 3- SPECIAL 
wire 16 ga. weatherproof extension cord, $325 
3-prong connector, ($6.50 value) with every 

Starflyte and Lawnmate Tool! DISCOUNT 


yr 


---- PORTABLE ELECTRIC TOOLS, INC.----- 


1200 East State Street, Geneva, IIlinois 
In Canada: 452 Birchmount Road, Scarborough, Ontario 


Please rush the following Festi-Values: Dealer Price 


Shopmate Model K-740CG Electric Drill... ....... 25.2 e ewe. 
Shopmate Model SD-2500 Electric Drill. ...... 2... 0.2 ee ene. 
Shopmate Model SC-7100BM 7” Power Saw ............6606. 
Shopmate Model SC-7100B8 7” Power Saw ............eeeees 
Shopmate Model SJ-581M Jig Saw... .. 2... ccc eee eee 
Shopmeate Model SF-GGR Fe GOW... ccc ccc ccc ccccsccccccces 
Shopmate Model K-5 Soldering Iron Kit.............600006. 
Starflyte Model 1370 Hedge Trimmer ..............0ee0005:. 
Starflyte Model E-65 Edger Trimmer...............020005- 
Starflyte Model K-10 Garden Tiller............. cc cece eee. 
Starflyte Display Stand—with 3 tools above................ 
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A SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


a 


. ae 
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Tax break on modernization... 


Hardware dealers planning to remodel, expand, or modernize could 
share the $1.7 billion tax break asked by President Kennedy— if 
Congress goes along. Kennedy proposed a credit plan based on 
investments for “New plant and equipment.” Plan would allow 
tax credits up to 15 percent of investments which run higher than 
current depreciation allowance; 6 percent if investments are be- 
tween 50 and 100 percent of depreciation allowance; a minimum 
of 10 percent of first $5,000 invested. Total deductions would be 
limited to 30 percent of yearly taxes. Credits would apply on in- 
vestments after Jan. 1, 1961. 


Kennedy proposes tax on co-ops... 


While proposing a new tax break, President Kennedy also called 
for plugging some existing loopholes. One of these is nontaxable 
status of cooperatives. Kennedy proposed a tax on co-op dividends 
paid to members, a 20 percent withholding rate so that tax could 
be paid whether dividends are in cash or scrip. Tax would be on 
dividends allocated to members so that funds left in the business 
“as a substitute for sale of securities” would “not be penalized.” 
Co-op taxation is an old issue. Former President Eisenhower 
pressed for it repeatly, with no success. 


Wage bill back in conference ... 


Dealers will have to wait a bit longer on the minimum wage issue. 
The senate approved a bill almost identical to President Kennedy’s 
proposal. The house version differs sharply. Final outcome will 
be resolved in conferences between members of both houses. Con- 
ferees must decide whether to jack wage to $1.15 per hour or $1.25 


and how far federal wage hour laws should be extended to cover 
retailing firms. 


For those who cross state lines... 


It may take a year or two, but help is definitely on the way for 
dealers who have to pay “use” taxes on sales made across state 
lines. President Kennedy has approved a bill for an enlarged 
study by the house judiciary committee and the senate finance 
committee covering “all matters relating to taxation by the states 
which affect business activity in interstate commerce.” Hope is for 
law to clarify limits of a state’s power to impose taxes on out-of- 
state firms sales in that state. 
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PROFITS COME BIG AND FAST WITH 
THE NEW CHAIN-DOOR-LOC .. . 


With incidents of housebreaking increasing, po- 
lice and insurance companies recommend extra. 
protection. Security's CHAIN-DOR-LOC is the best 
protection. Gold-plated and custom designed, yet 
functional in every respect... it is a sure formula 
for profit 


Packed in eye-catching 

blister packages, 

CHAIN-DOR-LOC retails for only... . $3.98. 

Also available is a package of two CHAIN-DOR. 
LOCS, using the same key, to safeguard both front 
and back doors. Retails for... $7.96. 


aia _. for limited time only... an attractive - 
point-of-sale display, with each order of 12, for 
faster sales. . 
Also’‘available FREE... one and two column 
newspaper. mats, designating graphically all the 
features of CHAIN-DOR-LOC. 














Order now from your Security Wholesaler. * 


 srke BIG PROFS wih 


Pat. Pending 








BURGLAR PROOF... LOCKS OR UNLOCKS WITH KEY FROM OUTSIDE 


' ee ¢ 





ae 


“PROTECT YOUR: non ef 
HOME with .£< a 
= FEATURES: 


You can let yourself into your home though the 
door has been chain locked from inside 

Janitor cannot gain access to an apartment when 
tenant IS away. — 

Children and baby sitters. are safe from 
prowlers. 

Interchangeable with ordinary door chain. 
Chain is hardened and cannot be-cut 
through 


Key does not have to be removed from key ring 
to’ unlock CHAIN-DOR-LOC 


Cannot be pried off... ends of plate are covered 
and attached with hidden screws 


A permanent safeguard... no other key can be 
- used in lock 


Modern and decorative in appearance 
SECURITYE | 


Security Storm Lock and Hardware Corp. 1515 Hart Place Brooklyn 24. New York 














World’s Largest Manufacturer of Storm and Screen Door Hardware 








HARDWARE BUSINESS 


outlook 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


Things are looking better. . . 


Continued improvement in business during March and early April 
bolstered the widely-held impression that the economy has seen 
worst of recent setback; that business in the months ahead will 
be better. Activity at manufacturing level continues to gain 
momentum, with durable goods getting more play; retail stores 
doing better; new car sales-pace quickening. Economists, however, 
still waiting for more evidence before predicting full strength 
of future business atmosphere. Plans should still allow for retail 
gains in the next half. 


Management in the spotlight .. . 


Better management in future handling of cooperative programs 
between manufacturer, wholesaler, dealer was in the spotlight 
at the recent Southern Convention. Young executives rising in 
the ranks of wholesalers pointed out the cooperative programs 
as a key means of moving merchandise from dealers’ shelves, but 
emphasized the need for more coordination and stricter manage- 
ment. One young executive pointed out that factory incentive 
plans produce best results when administration is put in hands 
of one man on the wholesale level. Expected outcome of this study 
is more effective promotional helps for dealers. 


Follow the leaders? ... 


Recent reports on how big chains manage to keep expanding their 
credit horizons brings interesting facts to light; suggest you take 
another look at your credit sources. Prime source of new credit 
trade used by chains is lists of good risks obtained from local 
credit bureaus. Credit cards or invitations to buy on credit 
mailed to these persons produce big response; bad debt losses 
are less than 1 percent. Another steady flow is kept up by offer- 
ing salesmen monetary incentives: 50¢ for each credit customer, 
plus $5 bonus if more than 10 are signed up in one day. Signifi- 


cance: If you issue credit, it pays to develop it to the fullest and 
enjoy its benefits. 


A leisure time market ... 


Look for stepped-up efforts by retailers this year to capture 
more swimming pool accessory sales. Growing trend among home- 
owners to build permanent “back yard” pools and increasing 
number of community swim clubs prompting many retailers to 
go after this market. Statistics show equipment such as filter 
systems, diving boards, ladders largely installed by pool builders. 
Best avenue of sales for retailers is in area of outdoor furniture, 
marine paints, pool safety items, and fencing. Barbecues, picnic 
tables, etc., will also be in demand by those who want to make 
the pool site a complete leisure area. 


... Turn to page 101 for more news on How’s the Hardware Business. 
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Nr. Dealer, We Offer YOU: 


UNSURPASSED QUALITY, DURABILITY, PERFORMANCE 
AND A COMPLETE, ACCEPTABLE, PROFITABLE LINE! 





NEW/ nee-rrim FRONT DISCHARGE NEW! vacu-mow set ere 


DeLuxe reel, self-propelled and push combination with 


superior maneuverability . .. Handle lifts to self-propel all grass, twigs, leaves, etc., with its exclusive baffled 
through positive clutch—no levers to push or pull—bal- 


jet stream tunrel design. Packs more grass solidly 
anced for effortless operation—trims to %” of walls and into the safety-engineered all steel grass catcher than 
fences. Has front discharge into a safer all-steel grass conventional mowers. Has remote handle controls and 
catcher. Rugged 3 H.P., 4-cycle, lightweight aluminum finger-tip height adjustment. Powerful, 3 H.P., light- 
engine with float feed carburetor and impulse starter... weight aluminum engine, with impulse starter and float 
Snap starts without engaging reel or transmission. Posi- feed carburetor, handles the toughest mowing jobs. 
tive clutched wheels assure smooth operation without 


side motion. Remote controls for start, run, stop on Available in 6 models, 20”, 22”, 24”—3 self- 


handle. Cutting heights from %” to 24%” easily selec- propelled. Also in 6 conventional models without 
ted. Heavy welded steel chassis. Available in 2 models. baskets or Vacu-Mow design. 


Does superb job of cutting . . . vacuum cleans lawn of 


—- MODEL P817-E, 17” Electric Rot 

MODEL P5521, 21”, DeLuxe self-propelled reel, MODEL P622-HS, 22” Deluxe Rotary, 3 H.P., Impulse Drive, 1% H.P., with Saeed edie 
2 H.P., Recoil or Impulse Starter... Also or Recoil Starter, Finger-Tip Height Adjustment. Avail- Heights. Also available in Model P817-EB 
available in 18” size. able also in 19” size. Belt Drive, 1 H.P. : 











@ “The finest mowing equipment ever built!”... power lawn mowers... Reel, Rotary, and Elec- 
that is what we say about the new 1961 Pincor tric models from 17” to 24” in self-propelled and 
Line. Dealer acceptance has been enthusiastic too. push types. 

When you discover the combination of their supe- Now is the time to plan for your best year in 
rior design, ultra precision, and unusual perform- mower sales—with New 1961 Pincors... there are 


ance features, we believe you will agree. none better! Write for complete details and Pincor 
Pincor offers you a complete 1961 Line of Profit-Making Prices. 


There’s A Nationwide Network of Pincor Authorized Service Stations 
Pincor-trained mechanics offer a complete mower and engine service throughout the United States and Canade 


Sar 


> 


\ 
: : va I> ELECTRIC PORTABLE POWER TOOLS 
s “ee ELECTRIC _ ( 
= -> GASOLINE ea), ; ; : i 
F, 1Fee ey | GENERATING “\s 
os. yp ENGINES fly PLANTts jf V, ¢ 
_ } a <4 | a SS r oa : " 
Saye SS . 


atin 
2 tg 
Manufactured by PIONEER GEN-E-MOTOR CORPORATION 5840 w. Dickens Ave., Chicago 39, III. +» Telephone BErkshire 7-4100 
Want more facts? Circle 107, p. 65 
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MERCHANDISING 


newsletter 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS , 





MORE MANUFACTURERS WILL BE OFFERING YOU DIRECT MAIL PROGRAMS. Idea is to 
expand local sales and help dealers cut into lush catalog house 
volume. Basic idea is not new, but more factories are testing it, 
largely in housewares. One large manufacturer now trying a plan in 
which dealers offer a $67 dinner set for about $50. Dealer is pro- 
vided with a special direct mail letter on his letterhead, a re- 
turn postcard, and gifts for consumers who try the sets. Deal is 
Shipped from factory, but the program is handled by wholesalers. A 


special design pattern is used, Dealers use best prospects for the 
mailing. Early results of this latest test are good. 
































THERE'S A NEW ANGLE IN CREDIT PLANS THAT YOU MAY HAVE TO MATCH. Both 
Sears and Montgomery Ward recently removed down payment require- 
ments from all credit sales. It's a move that is bound to hypo 
Sales volume. And this business stimulant should affect your 
thinking if credit is a factor in your store. Other big chain out- 
lets are bound to follow this new pattern. Could weaken you com- 
petitively if you hold firm to former down-payment requirements. 
You would do well to shop local chains and check the reaction of 
the trade to the lure of no down payment selling. 


























WHAT'S NEW IN SPRING MERCHANDISING? PLENTY. Many manufacturers are pull- 
ing out all the stops to kill off recession talk. A boost in sales 
has to result. For example: Long awaited cordless power tools now 
a reality in Black & Decker's new drill. Energy cells let home 
craftsmen drill 30,000 % in. holes in % in. fir before cells have 
to be changed. The color lilac, quietly introduced at Winter 
Housewares Show, is meeting success in test markets all over 



































country. Look for plenty of lilac in staple lines soon. Resin i 
coated fry pans (see HA, Jan. 26, p. 14) are booming. Several va- | 
rieties on market at various prices. All selling. Look for concept x 





to spread guickly to saucepans, other cookware. 








BETTER BEEF UP STOCKS OF SEED AND FERTILIZER. An early Spring spurt has 
boomed sales in both lines up to 20% nationally. Reasons? Two head 
the list: A generally mild, wet Spring; and a thumping revival of 
backyard gardening. Potential: An extra $120 million in fertilizer 
Sales this year, up 10%. Vegetable packet sales are 15-20% ahead 
of 1960 and going strong. With these indicators, it seems likely 


that sales of garden tools, chemicals, watering devices, etc., are 
headed for memorable year. 
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Complete gym swing RENEWAL KIT with 
BZMETAL SEAT 


all contents skin packed 
in metal seat 


renewal kit 


SHARE of this\)_> 


EIGHT MILLION DOLLAR 


MARKET 


EVERY year more than 2 million fam- 
ilies should purchase renewal parts for ? SALES PROVEN 
weathered and worn gym swings. Or BEARING 
adds up to more than eight million : , ; 

replacement dollars. It’s a high-profit Be first in your neighborhood with this 


business that YOU can share by {ea- profit maker. Over 20 million families REPLACEMENTS 


. o need the safety that WESSEL gym 
Big a gym swing RE- swing RENEWAL kits provide. You You SAS ALSO STOCK 


can buy this all-new complete gym 
swing renewal kit with confidence. 








WESSEL GYM SWING RENEWAL 
KITS contain: STURDY METAL ..Wiouat 
SEAT with rolled protective edges. W ESSEL gym swing renewal acces- 
2 ea. “S” hooks « 2 ea. bearings ¢ 2 ea sories are sales-tested, sales-PROVEN 
ft ch rae ore . Roneionde . and there’s nothing like this newest 
o- : \ ains re Ca. Seat Dracke addition to the WESSEL gym swing | - 
¢ washers and nuts. renewal line for “impulse” sales. cr aise 
COMPONENTS OB 'thsar 
ARE SECURELY, Call your jobber; order WESSEL gym y ny 
HA BRC AGED swing renewal sets to-day. 
SKIN-PA 
IN THE METAL 


SEAT. WESSEL HARDWARE CORPORATION 
919-931 North Fifth Street 
Philadelphia 23, Pa. 


CANADA: Geo. S. Hall Co., 25 Grenville St., 
TORONTO 1 


GYM SWING RENEWAL HITS 
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Why is the ROCKET at $54 











Striking face chamfered and Forged-steel head, heat-treated 
crowned to make it*more dur three ways — for strength at eye 
able. Drives the nail straighter, section; hardness of face, cor- 
more completely without mar- rect temper of claws. 
ring the wood. 

Patented, locked-on head will 
Full-polished, fancy octagon not loosen or fly off in use. With- 
ey-8 40-100 0e al-el at-) ale mm ele)immola-ti-laa-le stands 5-ton pull-out tests. 
by professional carpenters. Makes the Rocket much safer. 


and remember... 

The Rocket's quality is backed up by consistent advertis- 
ing to your customers. This advertisement appears in 
Saturday Evening Post, June 3, (27,000,000: readers) 
and Life, June 9, (37,000,000 readers). Be sure you're 


Stocked with Rockets. Call your True Temper wholesaler 


today. True Temper, 1623 Euclid Ave., Cleveland 15, Ohio. 


Want more iacts? Circle 109, p. 65 
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America’s best hammer value ? 


Place any hammer you stock in the white space below...compare 
point by point with the True Temper Rocket and youll see why 
the Rocket is your No. 1 profit Opportunity in high-grade hammers 












ROCKET 









Ba 
Inside edges of claws precisely Handle’s oval shape is scientifi CT dT + Mu i-wesil-1 +) - MOR Mal-l0]0]a-10l- mn tem a- 
tapered. They grip and hold so ally engineered Lona Ur-li var Leen. sist oil and grease, and it’s 
well, the Rocket will bite and pull come dal -mm 010)’ 1-1 amon an -T-Lolammciiol” pregnated with pulverized fiber 


out a headless nail. 







to keep grip from The) eltar: et 
Shock-absorbing cushion grip is or dry, or in gloved hand 
‘Tial*]a¢h 4-10 Genelell-las-30-1-1 mar-lalell-mr- ore]aan ie] ae-1e)i-me- fale mai A s-1 hse Lengel) 
strongest made. A result of True ly seems to grip back. Bonded t Steel end plate prevents hand 


Temper’s years of experience in 


hnhandie by vulcanizing process 
qURelelt-1a@s-3¢-1-1 m8 40) Recoil Ul ome-tal- Bi G-e 





from driving through grip in tar 


won't turn or loosen ping. Cushionend won't mar work 





Vo] Olan ele Om al~ 
your money line 


Want more facts? Circle 109, p. 65 
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SOUTHERN SCREW | | 
SPECIALIZES IN (— 
PACKAGED PROFIT | ~ 
2 ei re 


Profit-wise dealers stock the SOUTH- 
ERN line because Southern Screws 
move out fast. Here’s why: 


e They're pre-sold by hard-hitting 
national and trade advertising 


e They’re USA-made of USA materials 


e They're readily available thru wide- 
awake distributors in a wide range 
of sizes, head styles and finishes 


e They’re easily spotted and positively 
identified with the colorful “EZ to 
Co’ labels 


Learn what packaged profit in fasteners 
really means—get in touch with your 
Southern distributor now! 





SCREW COMPANY 
STATESVILLE ° NORTH CAROLINA 


* Tapping Screws «© Machine Screws & Nuts 
e Carriage Bolts e« Wood Drive Screws 


Manufacturing and Main Stock in Statesville, North Carolina Warehouses: New York ¢ Chicago « Dallas « Los Angeles 


Want more facts? Circle 110, p. 65 A 
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*. SUBMERSIBLE PUMPS. i 
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<? -5} | 6 
o_ \ The most dependable service record of any submersible pump ever built 4 ‘ 
Ne Z ; — that’s what dealers claim for Jacuzzi submersibles. Why? Superior design, quality s\\ 
construction, liberal use of bronze wherever wear may occur. Horsepower ratings 
from 2 to 5 hp. Heads to 800 feet. Capacities to 100 gpm. ‘ 
| KC 
\' 
For municipal water supply, for city in-line booster service, for irrigation or indus- | ( 
. trial applications, Jacuzzi submersible turbines for 6-inch, 8-inch or larger diameter } 
wells are very BIG on performance. Horsepower ratings from 3 to 40 hp. Heads : 
: & F 
|= to 1000 feet. Capacities to 400 gpm. , 
mes P gP ¢ 
TOP QUALITY MATERIALS | 1 
, , Jacuzzi uses only the finest materials available to make pumps — close grain ’ 
oe ; ; 
5 e cast iron, stainless steel and enduring bronze. Then, it's what Jacuzzi skilled ’ 
iN | craftsmen do to those materials that has built such a reputation for performance! - 
| iN 7” HIGHEST EFFICIENCY 
x4 | a At Jacuzzi,| special research and development laboratory facilities maintain con- 
; | stant check on every submersible pump. Automatic duplicating machines eliminate 


possibility of human error. Absolute uniformity of parts assures proper alignment, 
freedom from vibration, and long-life efficiency. 


¢ op * “Se a” ~ 4 oom P P “ig - —. ys a — 
‘STANDING SERVICE 


Factories and factory branch offices located throughout the United States provide 
the kind of service dealers want. Representatives are close at hand. Deliveries ' 
can frequently be made overnight. And, Jacuzzi Submersibles are backed by war- 








ranty plus a ten-year exchange plan. 




















DEEP WELL PUMP 


The Series JS is a Selective Stage pump, recog- 
nized for many years as the world’s finest for 
extra deep wells or for higher water pressures. 
Unlike conventional multi-stage pumps, the 
Selective Stage pump can discharge water into 
the tank at either high, moderate or low 
pressure as desired. No expensive special tank 
required. 


DEEP WELL PUMP 


The completely new Series JR is designed 
for folks desiring the advantages of a qual- 
ity multi-stage pump without having to 
pay a premium price. The Series JR is 
capable of providing increased capacities 
at greater-than-average pressures yet is 
comparable in price to ordinary single 
stage jet pumps. A wide range of horse- 
power ratings and capacities are available. 





Se/f-priming 


SHALLOW WELL PUMP 


The Series JX Multi-Prime is the high 
pressure, higher capacity pump for jet age 
living. As the name implies, the Series JX 
Multi-Prime is a self-priming, multi-stage 
pump. The Multi-Prime is a shallow well 
jet pump with the jet built into the pump 
case. The check valvey too, is built into the 
pump itself, at the surface, and nothing is 
required in the well but a length of suction 
pipe. 


SHALLOW WELL PUMP 


The STAR Line Series JY is a vertical cen- 
trifugal pump designed to boost the water 
pressure beyond that obtainable with or- 
dinary pumps. While the Series JY is a 
multi-stage pump, the price is comparable 
to that of many single stage pumps. It is 
easily installed on a shallow well, cistern, 
lake or used as a booster pump to increase 
+ cama from a storage or overhead 
tank. 
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the 
top-selling 
Series RP 





For the user desiring a modestly priced water 
system without sacrificing quality and dependa- 
bility, Jacuzzi has specially designed the Series 
RP — double duty units that are self-priming 

on shallow wells or performing with great 
efficiency on deep wells. 


Series RP pumps are the top selling pump in the 
nation today! The reasons are simple: top 

quality materials assure long service life; 

Series RP water systems are complete with all 
the needed parts (no costly extras to buy); and 
the name JACUZZI on it is a badge of superiority 
you can point out to customers with 

justifiable pride. 


SHALLOW WELL 
SYSTEMS 


PACKAGE WATER SYSTEM 
WATER SYSTEM COMPONENTS 


Jacuzzi Series RP units are available for installa- 
tion on shallow wells as either a package system, 
complete and ready to connect to the water source, 
or as various component parts to make up a water 
system. 


A shallow well kit is provided with units ordered 
for shallow well installation. 


Shallow well kit 3 
includes a 


threaded plug, 
horizontal check 
valve, and a 
Jacuzzi shallow 
well injector. 


DEEP WELL 
SYSTEMS 


Series RP double duty pumps may be ordered 
for installation on deep wells or easily 
converted from shallow well to deep well use 
by use of the proper kit. On deep well 
installations to 60 feet, the Series RP with 
exclusive Syncro-Flow design does not require 
a control valve and no hand adjustment is 
needed. A manually set control valve is used 
for greater lifts to 120 feet. Deep well kits are 
available for either two pipe or single pipe 
installations. 


Parallel pipe kit includes 
bronze injector-foot valve 


assembly and a by-pass 
plug. 





en 


Single pipe kit includes bronze injector 
with packer-foot vaive assembly, by-pass 
plug, adapter flange, and threaded coupling. 








plications or municipal water supply. 
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JACUZZI BROS. INC. 


- 


TURBINE PUMPS 


| | Package turbine pumps for low cost installation on 
| : 4 or 6 inch wells. Bigger deep well oil or water lubri- 


| cated lineshaft turbines for irrigation, industrial ap- 









Factories at 

RICHMOND, CALIFORNIA 
BERKELEY, CALIFORNIA 
ST. LOUIS, MISSOURI 


TORONTO, CANADA 
MONTERREY, N.L., MEXICO 
SAO PAULO, BRAZIL 
Branch Offices in all 
Principal Cities 


=e 
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FOR MORE 
INFORMATION 
ON 


PUMPS 


phone, write or visit the 
Jacuzzi Bros. Inc. factory 
branch office nearest you. 


ATLANTA, Ga. 
690 Murphy Ave., SW, Bidg. B-6 
Phone: PLaza 5-3589 


BINGHAMTON, N. Y. 
Upper Court Street 
Phone: RAymond 3-6359 


CHICAGO, Ill. 

1644 Ogden Ave. 
Downers Grove, Illinois 
Phone: WOodland 9-6610 


DALLAS, Tex. 
Hwy. 183 & Loop 12, Irving, Texas 
Phone: BLackburn 3-1167 


DENVER, Colo. 
5065 Colorado Bivd. 
Phone: DUdley 8-4107 


FRESNO, Cal. 
1949 So. Van Ness Ave. 
Phone: AMherst 8-6377 


HACKENSACK, N. J. 
301 Lodi Street 
Phone: HUbbard 9-0300 


HOUSTON, Tex. 
2515 Texas Ave. 
Phone: CApitol 2-9491 


KANSAS CITY, Mo. 
701 E. 12th Ave. 
Phone: Victor 2-6462 


LOS ANGELES, Cal. 
2202 S. Atlantic Bivd. 
Phone: ANgelus 1-8166 


LOUISVILLE, Ky. 
2114 So. 41st Street 
Phone: SPring 2-3656 


MINNEAPOLIS, Minn. 
6160 Wayzata Bivd. 
Phone: Liberty 5-5606 


ORLANDO, Fila. 
4732 So. Orange Blossom Tr. 
Phone: GArden 5-9059 


PHOENIX, Ariz. 
508 E. Buckeve Rd. 
Phone: 252-6175 


PORTLAND, Ore. 
9510 S. E. McLoughlin Bivd. 
Phone: OLive 4-5451 


RICHMOND, Cal. 
5327 Jacuzzi Ave. 
Phone: LAndscape 5-3400 


RICHMOND, Va. 
1506 Belleville St. 
Phone: Elgin 5-6529 


SACRAMENTO, Cal. 
1650 East El Camino Ave. 
Phone: WAbash 5-2785 


ST. LOUIS, Mo. 
4100 Bayless Ave. 
Phone: HUdson 1-4400 


STOCKTON, Cal. 
1136 N. Broadway 
Phone: HOward 4-9839 


Other Factories in 


BRAZIL: Sao Paulo 
Jacuzzi-Universal do Brasil 
Caixa Postal No. 400 
Estado de Sao Paulo, Brasil, S. A. 
Phone: 
Sao Bernardo do Campo 42-7073 


CANADA: Toronto, Ontario 
Jacuzzi Universal (Canada) Ltd. 
Rexdale, Ontario, Canada 
Phone: Cherry 6-7104 
(Branches in principal cities) 


MEXICO: Monterrey, N. L. 
Jacuzzi-Universal, S. A. 
Apartado Postal 1537 
Monterrey, N. L., Mexico 
Phone: 6-30-00 

(Branches in principal cities) 




















THEY SELL LIKE 


No. 157 Self-Seller DRILL DISPLAY 
—Sells drills fastest because it displays 
drills best. Requires only 14” x 14” 
counter space. Fractional sizes. No. 342 
for wire gauge sizes. Nos. 157W and 
342W have wall-type cabinets. 


No. 535 Self-Seller MASONRY 
DRILL DISPLAY—Can be used either 
as counter or wall display. Contains 
35 Carboloy® Tipped Masonry Drills 
in sizes from 3%," to %". Both drill 
size and suggested retail price are 
Plainly marked for each drill. 


No. 196 Self-Seller TAP AND DIE 
DISPLAY— Handsome cabinet stocks and 
displays all popular sizes of Taps, Dies, 
Screw Extractors and Wrenches in 18” 
x 13” counter space. By far America’s 
most popular Tap & Die Self-Seller. 


No. 157 





Like the proverbial hot cakes, Hanson High Speed Steel Drills... 
and Ace Taps & Dies... are America’s best sellers, 

because only Hanson provides the BEST of everything. 

BEST IN QUALITY— Hanson makes only No. 1 quality. 

Every tool is unconditionally guaranteed. 

BEST IN PRICE— You sell top quality at prices as low, 

often lower, than second or third grade lines. 

BEST IN MERCHANDISING— Hanson Self-Seller Displays are the 
finest in the field. They make it easy for the dealer to display 
and stock. They make it easy for the customer to select and buy. 
They are supplied at no extra cost to you. 

BEST IN PROFITS— The profit picture is always brightest 

for Hanson dealers. It’s hard to beat a long profit 

margin and still be able to sell at low consumer prices. 

Contact your Hanson Wholesaler or write to 


HENRY L. HANSON COMPANY 
25 Union Street, Worcester 8, Mass. 
Quality Tools at Popular Prices for Over Half a Century. 


\ 
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SAVE *414 Frac 


IN THE FIRST YEAR! 


ECONOLINE 








Now, you can save $312 to $433 in price* 
alone on a Ford Econoline Van compared 
to old-style half-ton panels. In addition, 
you can save over $100 every 16,000 miles 
you drive! 


These savings come with a man-size 
truck. The Econoline’s cab-forward design 
with welded ‘“‘body-frame”’ gives bridge- 
like strength and reduces dead weight to 
haul a full %-ton. Only 14 feet overall, 
Ford Econolines are nimble in traffic, easy 
to park, need less garage space. Big 4-ft. 
door opening (both curbside and rear) and 
level cargo floor provide new loading ease 
. . . new load workability. 


Special Note To Pickup Owners: Now, you 
can protect your loads from weather and 
theft with an Econoline Van... yet, pay 
less* than for most conventional %-ton 
pickups. And you can get the same $102 


Savings on operating expenses as shown at 
the right. 


*Based on acomparison of latest available manufacturers’ suggested retail prices 


Want more facts? Circle 113, p. 65 
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HERES HOW YOU SAVE 


SAVINGS ON OPERATING EXPENSES EVERY YEAR! 


GAS Econoline trucks can give 30% better gas 
mileage than conventional ‘'%-tonners. Figuring 
16,000 miles per year at prevailing gas prices, $70 











OlL—Crankcase capacity is only 3% quarts instead 

of 5 quarts, and the recommended oil change in- 

terval is 4,000 miles versus 2,000 miles. In 16,000 $13 
miles you save 











TIRES—Econoline tires last longer, cost less to 


replace. Prorated saving for 16,000 miles as high $16 
as $53. Typical saving 





LICENSE—In many states (not all) the license for an 


Econoline costs appreciably less—up to $30.40 per $93 
year. Average for all states is 


NO REAR ENGINE HUMP! 


$102 ' The Econoline’s ‘up front” engine leaves a level, knee-high 
SAVING ON PRICE —You can save $312 compared ' floor almost 9 ft. long. There’s no awkward rear-engine-housing 
to even the lowest-priced conventional %4-ton panel— $312 | hump to shrink the back entrance or hinder loading. And the 
and up to $433 against others! Saving at least Econoline Van provides over 204 cu. ft. of loadspace ... up to 


TOTAL anst SAV 6 S A14 57 cu. ft. more than conventional %-ton panels. - 
heen eeeslbae FORD TRUCKS COST LESS (i) 
3 ] () P, EV . RY VE A RQ | DI. SEE YOUR FORD DEALER'S “CERTIFIED ECONOMY BOOK” FOR PROOF! ss 


FORD DIVISION, Tord Melor Company, 





Want more facts? Circle 113, p. 65 
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ROYAL “POWR-KORD” 


Heavy Duty Extensions are a cinch to sell. They’re available in one 
quality (the very best) . . . two types (rubber and vinyl) .. . three 
colors (black, red, yellow) . . . four wire sizes (12, 14, 16,18) ... and 
over five handy cord lengths (10 to 100 ft.). Satisfy every customer 
with the complete line of Royal “POWR-KORDS.” 

Order from your wholesaler, or write for new 

Catalog No. 3-59, giving wholesaler’s name. 


oss OR associate of 


ROYAL ELECTRIC CORPORATION 
PAWTUCKET, RHODE ISLAND 


In Canada: 
Royal Electric Company (Quebec) Ltd., Pointe Claire, Quebec 
Want more facts? Circle 114, p. 65 
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A SELL-OUT THE PAST 8 YEARS 
ORDER YOUR No. 300 TRADE-IN DEALS NOW! 
Cat. No. Contains Retail Each Total Retail 
300 3—No. 607W White $2.98 $17.88 


2—No. 607Y Yellow 2.98 
1—No. 607S Sandalwood 2.98 


Shipping: 3 No. 300 Deals to Shipper . . . Weight 27 Ibs. 


9th ANNUAL SWING-A-WAY TRADE-IN SALE! 


It’s here again—the Oth annual SWING-} 
A-WAY money-saving TRADE-IN 
promotion. YOU GIVE $1.00 TRADE- 
IN ALLOWANCE for any old can opener 
toward the purchase of a regular $3.98 
Swing-A-Way Magnetic Can Opener. 
Best of all, you can make your full 
Swing-A-Way mark-up! It’s another 
outstanding promotion by the stand-out 
promotion leader. Order the No. SOO 
TRADE-IN deal now... offer is limited! 
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F canaries by» 
Good Housekeeping 
wr as ADVERTISED wees 


$3.98 model only $2.98 
and any old can opener 


YOU CAN SELL MORE, MAKE MORE WITH 


SWING-A-WAY MANUFACTURING COMPANY e 4100 BECK AVENUE e ST. LOUIS 16, MISSOURI 
Want more facts? Circle 115, p. 65 


HARDWARE AGE, May 4, 1961 @ 27 





NEXTTOPAINT 
| : ALL AROUND 


CON-TACT is an Impulse Item . . .It’s been proven time and again that CON-TACT 


Dealers can Tie-In their paint sales by suggesting to their customers the many &# 


decorating uses that CON-TACT has... The next paint sale you make — generate 
decorating ideas into sales action by suggesting CON-TACT . ..a CON-TACT Rack 
turns over every 60 days with a Retail Value of $183.75. 

CON-TACT IS PRE-SOLD ... Year after year, more than 63,000,000 home- 
makers have been exposed to CON-TACT’s continuous Advertising and Publicity Pro- 
gram in newspapers, magazines — radio and T.V. ... When you set up a CON-TACT 
Rack and Display you associate your store witha Trade-Mark that consumers know 
and look for. ..Only CON-TACT is Germ-Resistant! Every yard of CON-TACT has 
the SANITIZED* label — and this label appears on many of the CON-TACT Displays. 
REMEMBER! More People Cover More Surfaces With CON-TACT ... 














This 
“STOCK'N 
SELL” 
CON-TACT 


| RACK 


turns 
over 
EVERY 


60 DAYS... 


brings in 
$183.75 
at retail. 


oa 


Is your CON-TACT showing? = = 
For further information ask your CON-TACT Salesman or write COHN-HALL-MARX CO., COMARK® PLASTICS DIV., Dept. 18, 1407 Broadway, N. Y. 18, N. Y. 


Want more facts? Circle 116, p. 65 
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Whether your customers come in for workshop tools, 
gardening implements or paint sprays for around the 
house— you can sell them the all-new Davol Resp-R-Aid 
Filter Mask to go along with the purchase! It’s a practical, 
easy-to-wear filter mask that protects the wearer 

from non-toxic dusts, sprays, fumes, insecticides or 
pollen indoors and outdoors — makes “doing it 

yourself” a job to be tackled with enthusiasm, 

instead of something to be sneezed at. 


RESP-R-AID INTRODUCTORY DEAL 
(+3575 assortment) 40% PROFIT 
FREE COUNTER DISPLAY! 


6 -Resp-R-Aid Masks @ $1.98 $11.88 
2 Resp-R-Aid Replacement Filters @ 98¢.... 1.96 
YOU SELL FOR....$13.84 

YOUR COST ONLY... 8.30 


YOU MAKE...$ 5.54 


* Special $1.00 Introductory Display Allowance 
on your first order. 


For full details, see “‘Request for Sales Information” 
form —packed in each #3575 assortment. 


Made from soft, microporous urethane 
that conforms to facial contours. 


Light—weighs a little more than an 
ounce. Adjustable strap. 





Easy to clean—washable and 
usable indefinitely. 


Sanitized against germs. 


* Won't absorb moisture, odors; resists fungus, mildew. 


* \deal for the housewife for protection against dusts and sprays. 


ane ao oe me ee om ee oe 9 ee ee 9 a 


* A blessing for hay fever and other allergy sufferers. a> 


L 





| 


Self-service counter display 
means the all-new Davol 


RESP-R-AID Filter Mask will 
sell on sight. Appreciative users will Order from your local 


be coming back for replacement filters (Ure hardware wholesaler. 
and masks for the rest of the family. ore 


Backed by national advertising in: : - — cy. 
Better Homes and Garden, me coer 
Flower and Garden, Suburbia Today, ot 


Family Weekly, Popular Mechanics, Ce RUBBER COMPANY 


Home Craftsman and many others! PROVIDENCE 2. R.1. | 


Want more facts? Circle 117, p. 65 
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If you sold only one each 
products, 


. PUTTY 


RR OER 
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AUTO-MARINE SOLVENT PORCELAIN GLAZE 
i" FILLER 3 oz. bottle 1 oz. bottle 
. Can 


Now multiply that profit by all the pre-sold customers 
sent to your store by DURATITE national advertising ! 


Think big when you stock and sell Duratite. Big Duratite national advertising 
programs pre-sell millions through the pages of POST, POPULAR SCIENCE, 
POPULAR MECHANICS, SUNSET and other leading magazines. You make 
good money because Duratite gives you a full profit on every sale...and 
you sell 12 fine products needed by do-it-yourselfers and professionals. You get 
big repeat business for Duratite Wood Dough, Surfacing Putty, Water Putty, 
Household and Contact Cements, White Glue and specialty products used for 
countless everyday home, hobby and shop jobs. Call your DAP or DURATITE 
wholesaler now. Send coupon if you want his name and a complete catalog. 


Call your DURATITE or DAP wholesaler 
for details. Send coupon for his name and 
DAP-DURATITE CATALOG 


Want more facts? Circle 118, p. 65 
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~ DURATIT! 


AUTOMOTIVE © 


s0DY FILLER =u 


BODY FILLER i WHITE GLUE CONTACT CEMENT bee sy CEMENT oe CEMENT —_- SOLDER 
1 at. can 16 oz. plastic bottle 1 at. can 6 fl. oz. tube . tube 6 oz. tube 


FLOOR MODEL 
WOOD FILLER 
MERCHANDISER 


Displays and sells 


Wood Dough, Penn Vig : COUNTER 
Water Putty,” mi COUNTER WOOD FILLER 
Tub-n-Tile Cement GLUE MERCHANDISER MERCHANDISER 
Dealer Cost a. Displays and sells White Glue, includes Wood Dough, 
Dealer Profit Household Cement, Contact Cement, Surfacing Putty, Water 
(with FREE GOODS Bonus) Porcelain Glaze, Liquid Solder Putty, Tub-n-Tile Cement 

Dealer Cost Dealer Cost 

Dealer Profit Dealer Profit 

(with FREE GOODS Bonus) (with FREE GOODS Bonus) 


Extra-Profit Way to Sell More DURATITE? 


Get these floor and counter merchandisers and get a big bonus in FREE GOODS! 








DAP inc., Duratite Division, Dept. HA 


ae | 

General Offices, Dayton 31, Ohio | 

Please send me the names of my nearest Duratite Whole- 

salers, and a catalog of DURATITE and DAP products. | 

NAME I 

FIRM NAME I 

® 








ADDRESS 





makes a full line of nationally advertised 
Caulking-Glazing-Sealing-Spackling products CITY ZONE STATE 
you can sell at full profit, too. 








Want more facts? Circle 118, p. 65 
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New Skil “Profit Center” sells 


GIVES YOU FAST TURNOVER ON THE ONLY SHORT, COMPLETE LINE 


Here's the smart way to merchandise power 
tools—a permanent, self-service display that holds a 


complete line of tools, yet needs only 3 feet of floor area. 
What a display it is! 


And what a line of power tools—Skil’s famous ‘*500 


Line”. Short but complete, it includes only those basic 
tools determined by research to be in top demand. 


They sell on sight because they’re priced for fast 
turnover, yet built to the highest quality standards in the 
industry. Powerful ads in Look, Saturday Evening Post, 


This Week, American Weekly, Popular Mechanics and 
other national publications have given them top brand 
name acceptance with your customers. And they’re 
backed by a network of Factory Service Centers and 
authorized service stations in all principal cities. 


Don't miss this money-making opportunity! 
Get in touch with your Skil wholesaler today about Skil 
**500 Line” tools and the sensational new 3-Foot Profit 
Center. Or write: Skil Corporation, Dept. 503E, 5033 
Elston Avenue, Chicago 30, Illinois. 


Want more facts? Circle 119, p. 65 
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2 ways to get this 
profit-making display 


WITH BASIC ASSORTMENT 
of Skil Power Tools 
(order as No. 23222). 


Description Retail 
¥,” Drill & Power Unit $18.95 


Y%” Deluxe Drill & | 
Power Unit | 29.95 
4%.” Deluxe Drill | 32.95 
541 | %” Compact Drill | 34.95 
542 | %” Deluxe Drill 49.95 
507 |%" Drill Kit | | 32.95 
514 |DeluxeJigSaw | 42.95 


524 Jig Saw 32.95 


405 | 4” Belt Sander 89.95 


 §92 | Deluxe Orbital Sander | 32.95 
536 |6%" DeluxeSaw | 49.95 
| 174" Deluxe Saw | 59.95 
552 | 6%” Heavy Duty Saw | 69.95 
553 | 71%” Heavy Duty Saw | 84.95 
554 8" Heavy Duty Saw 99.95 
23223 | Profit Center Display — 
Total $763.25 $517.73 
Regular Cost—tools and display : 
Special Cost (over 32% Discount) . . . $517.73 


Your Profit (over 47% Markup) .. . $245.52 


Plus $62.00 Display 





eee: aoe 


WITH ANY $500 
ASSORTMENT of 
Skil ‘‘500’’ Line Tools. 


8 
10 () S () | S 9 ht If you order any assortment of 500 Line 


Tools and/or accessories with $500 or 
more dealer cost, you are entitled to order 

IN JUST 3 FEET OF FLOOR SPACE one Skil 3-Foot Profit Center for the spe- 
cial cost of $62.00. Then you also auto- 
matically get one Model 554 Saw FREE 
(dealer cost $69.97, retail $99.95) to 
“wash” your cost of the display. 


Want more facts? Circle 119, p. 65 
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cre available 


in 3 Rust Proof 


romano \ A IN LIFETIME ALUMINUM 
LIFETIME | \g a ™ 
FINISHES -/{/¢ — 3 


* ALACROME 
* ALBRAS and 
* ALBRIGHT 


MACKLANBURG-DUNCAN CO. 














M-D PUSH GRILLENO.11 
Made especially for storm doors. 
Available for 32” or 36” door. 


- % 
7 
, 


LU 


ae 
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M-D PUSH GRILLE NO. 15* 
Graceful addition to any combination door; 
wood or metal. 16” high for either 32” 

36” of 42” doors. *Initial Optional 


nme — 


M-D PUSH GRILLE NO. 12 
Handsome grilie made especially 
for storm doors. Available for 32” 
or 36” doors. Approx. 12” high 


ee 
(CS yr M-D PUSH GRILLE 
\ p, “4 sim — 

—i, <C cr té 


NO. 6 
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M-D PUSH GRILLE NO. 23 
Made especially for 32°. or 36” combina- 
tion doors. Approximately 23” high. 


M-D PUSH GRILLE 
NO. 4 
Graceful and very 
inexpensive push 
grille. 4” high for 
32” or 36” doors. 


6” high for 21”, 
23” and 27” insert 
“me panels and for 32” 
or 36” doors. 


M-D PUSH GRILLE NO. 18 
Made especially for combination doors, 
16%" high, for regular 32” or 36” doors 








ell, 
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M-D PUSH GRILLE M-D PUSH GRILLE M-D Nu-WAY SCREEN 


NO. 414 


M-D PUSH GRILLE M-D PUSH BARS M-D MESH 


Diagonal bars adjust 
to door width. In 2, 3 
or 4 bar styles for 32” 
or 36” doors 


M-D FITS-ALL 


NO. 5 


Fully adjust- 
able for nearly 
all standard 
size screen or 
metal combi- 
nation doors. 


NO. 16 
15” high for 21”, 23” 
and 27” insert panels 
and for 32” or 36” 
doors 


M-D FITS-ALL 
NO. 8 
Features M-D's 
patented 
flower-pot 
holder; 
for most stand- 
ard size doors. 


style 


NO. 1 
Accordian-like action 
of this grille permits 
expansion to fit all 
doors. 


M-D FITS-ALL 


As shown or in 2-bar 
style for regular or 
jalousie doors for 32”, 
36", 42” & 48” widths. 


NO. 9 


A distinctive 
grille designed 
to fit all stand- 
ord doors and 
adjustable to 
many others 


ed 


GRILLE 
Interlaced ribs form 
strong protection. For 
32” and 36” doors. 


M-D FITS-ALL 
NO. FS 
Can be adjust- 
to fit all 
doors from 22” 
to 30” 
and from 75” 

to 55” high 


wide, 


_ Manufacturers of Quality Building Products 


ss 3 » 
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* 
2 


N CO. 


DOOR GRILLE 
For doors or window 
guards. Fits 30”, 32” 
36” and 42” doors. 


ORDER TODAY! 


Your order shipped promptly. 
Freight prepaid and allowed. 
All M-D products are fast 
sellers, nationally advertised. 


BOX 1197 
OKLAHOMA CITY 1, OKLAHOMA 





Boost Spring Sales - . - i 


WITH THIS 


SMASHING PROMOTION! — 
SPECIAL LOW PRICE i 


SUN-PROOF he 
= yaa 

















e Big news of this special SUN-PROOF offer and 
superior fume-resistance will soon be seen and read 
by many homeowners in your neighborhood. 





@ National TV—On two popu- 
lar, hour-long NBC-T'V shows, 
each reaching over twenty 
million viewers. LARAMIE— 
Tuesday evenings; MICHAEL 
SHAYNE— Friday evenings. 

e@ National Magazines— In publi- 
cations read by many millions 
of homeowning families in big 
cities and rural communities. 


e Leading Newspapers— In dail- 
ies with a combined circulation 
of nearly thirty millions in 
major markets. 

@ Point-of-Sale Material— Color- 
ful jumbo-size handbills, at- 
tractive store and window dis- 
plays for you to use to bring 
more SUN-PROOF customers in- 
to your store. 


Fer oe PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
Want more facts? Circle 121, p. 65 A 
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If you are not now a 
Pittsburgh Paint Dealer 
—send this coupon! 


elif you wish to use this 
hard-hitting SUN-PROOF 
promotion to increase your 
spring sales, get in touch with 
your nearest Pittsburgh 
Plate Glass Company 
branch. Or mail this coupon. 











Pittsburgh Plate Glass Company 
Paint Division, Dept. HA-51, Pittsburgh 22, Pa. 


Please send me details of your special SuN-PRooF 
spring promotion. 


NAME 





ADDRESS 








CITY COUNTY 
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NOTHING 
SELLS LIKE 
SOMETHING 


—and REMINGTON pioneers 
the way with these 
advanced-design products 


NEW REMINGTON 
“SP” SHOTGUN SHELLS 


OFFER EXTRA KNOCKDOWN... 
AND NOW AT A REDUCED PRICE! 


Now you can sell fast-moving steel and polyethylene 
‘*‘SP’'s in all 12 gauge high-base loads, including mag- 
nums, buckshot and rifled slugs, for just pennies more 
per box. The tight seal of the polyethylene H Wad against 
the shell body means more powerful game-getting pat- 
terns. Slick shells feed faster, won't scuff, swell or jam. 


Customers are going big for this ultra-accurate 22 
autoloading rifle with the super-strong, structural- 


REMINGTON NYLON 66 pr a ae rt oi gece re- 
; volutionary design gives | e most trouble-free 
\ EW IS WORLD S MOST eae i ty at Handsome Mohawk 
EXCITING 29 RIFLE Brown or Seneca Green stocks with inlays and 
checkering send up sales still more. 


Want more facts? Circle 122, p. 65 
36 © HARDWARE ACE, May 4, 1961 




















Kemington 


REG. U.S. PAT. OFF. 


*"Targetmaster,”’ ‘“Speedmaster’’ Reg. U.S. Pat. Off. "“Hi-Speed’’ is a trademark of Remington Arms, Company, Inc., Bridgeport 2, Conn. 


CARBINE 

VERSION OF 

3 ALL-TIME 
REMINGTON 22 RIFLE 
FAVORITES 


Responding to increasing shooter demand, 
Remington now offers three popular 22 rifles 
with 21-inch carbine barrels. Short, weli-bal- 
anced, fast-swinging carbines are the answer 
for quickly sighted field shots or steady accu- 
rate target work . . . versatile is the word. 
And they open up a whole new sales area 
that’s growing bigger every day. 


Autoloading Model 552 “Speedmaster” Car- 
bine shoots all three sizes of 22’s without 
adjustment. The gun can easily be single- 
loaded for shooter instruction. Holds 20 
short, 17 long or 15 long rifle cartridges. 


Model 510 “Targetmaster’” Bolt Action Car- 
bine. The perfect single-shot 22 rifle for 
teen-age shooter or veteran. Automatic safety 
is a great selling feature. Automatic ejector. 
Shoots short, !ong or long rifle cartridges. 


Model 514 “Boys’ Carbine” is specially built 
for the big market of young shooters. Stock 
as well as barrel is shorter to permit a safe, 
Sure and comfortable grip. Single shot. 
Length over all: 354”, 


REMINGTON 
“HI-SPEED”’ 
22’s OFFER 
CLEAN, EYE- 
APPEALING 
“GOLDEN” 
BULLETS 


You sell bonus power and accuracy when you 
stock new Remington ‘‘Hi-Speed’’ 22 car- 
tridges. Handsome ‘‘golden’’ bullets are 
extra-clean and offer extra sales appeal. 
When shooters ask for the gleaming car- 
tridges that put more punch intheir shooting, 
make sure you have shorts, longs and long 
rifles in both solid and hollow-point ‘‘golden”’ 
bullet types. 


Want more facts? Circle 122, p. 65 
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wUor OFF THE PRES... 


. THE MOST COMPLETE AND COMPREHENSIVE 


mes CATALOG OF PLUMBING & HEATING SUPPLIES EVER 
PUBLISHED — AND IT IS YOURS FOR THE ASKING. 











ee 


just a few of the 180 Dages of this all 

elanlelizies Ss Of: Heating Supplies, 
Mielas Plumbing Spec lalties. 

ly and waiting for you... just drop us a line or 

... but do it NOW! 


Le 
t) 


Dligatio ' 


HiT 
Sn WwW S 


str ited here 


IS fi 


There ts 


ELITE-SALES CORPORATION 
e HYacinth 7-2200 


1051 Irving Avenue, Brooklyn 27, N. Y. 
Nelaliaelastiag Tame lire Oli tia) el iiela: 
Plumbing & Heating Supplies, Brass Goods and Specialties 





” pradnsranst tes eeenee caet 
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Starting May 16th, anyone who doesn't see Melnor sprinklers 


on my show should have his set examined. 


P.S. Flip page for details on 


the first network TV campaign 


for any lawn sprinkler. 


NBC TELEVISION, RCA BUILDING, RADIO CbTY, NEW YORK 20, N.Y. 





Day after day, week after week... 
Jack Paar will deliver 10,000,000 sales 
impressions every week for 


ELNOR SPRINKLER 


64 stations, covering 89% of the nation... 
look for your NBC channel and city! 


WTEN 
WLW-A 
WBAL-TV 
WHDH-TV 
WGR-TV 
WSOC-TV 
WNBQ 
WLW-T 
WEWS 
WLW-C 
WOC-TV 
WLW-D 
KRNT-TV 
WWJ-TV 
WDSM-TV 
KMJ-TV 
WBAP-TV 
WOOD-TV 
WFBC-TV 
WHNB-TV 
KPRC-TV 
WSAZ-TV 
WFBM-TV 
WFGA-TV 
WDAF-TV 
WGAL-TV 
KRCA 
WAVE-TV 
WMCT 
WCKT 
WTMJ-TV 
KSTP-TV 
WSM-TV 
WNBC-TV 


Albany-Schenectady 
Atlanta 
Baltimore 
Boston 

Buffalo 
Charlotte, N. C. 
Chicago 
Cincinnati 
Cleveland 
Columbus, Ohio 
Davenport 
Dayton 

Des Moines 
Detroit 


Duluth, Minn.-Superior, Wisc. 


Fresno 

Ft. Worth-Dallas 
Grand Rapids 
Greenville-Spartanburg 
Hartford-New Britain 
Houston-Galveston 
Huntington-Charleston 
Indianapolis 
Jacksonville 

Kansas City 
Lancaster-Harrisburg- York 
Los Angeles 

Louisville 

Memphis 

Miami 

Milwaukee 

Minn.-St. Paul 
Nashville 

New York 


WAVY-TV 
WKY-TV 
KMTV 
WEEK-TV 


WRCV-TV 
WIIC 
WCSH-TV 
KOW-TV 
WJAR-TV 
WXEX-TV 
WSLS-TV 
WROC-TV 
WNEM-TV 
WOAI-TV 
KFSD-TV 
KRON-TV 
KING-TV 
KTBS-TV 
WWLP 


KSD-TV 
WSYR-TV 


WFLA-TV 
KVOO-TV 
WKTV 
WRC-TV 
WTRF-TV 
KARD-TV 
WBRE-TV 
WSJS-TV 
WFMJ-TV 


Norfolk 

Oklahoma City 
Omaha 

Peoria 

La Salle (WEEQ-1'V) 
Philadelphia 
Pittsburgh 

Portland, Me. 
Portland, Oregon 
Providence 

Richmond 

Roanoke 

Rochester, N. Y. 
Saginaw-Bay City 
San Antonio, Texas 
San Diego 

San Francisco 

Seattle 

Shreveport 
Springfield-Holyoke 
Greenfield (WRLP) 
St. Louis 

Syracuse 

Elmira (WSYE-TV) 
Tampa-St. Petersburg 
Tulsa 

Utica 

Washington, D. C. 
Wheeling 

Wichita 
Wilkes-Barre-Scranton 
Winston-Salem-Greensboro 
Youngstown 
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June outlook: 


Doldrums 
or dollars? 


The key to a profitable June: promote giftwares. 
June brides, graduates and fathers come together in 
June to offer you gift potential second only to 


Christmas. Here’s how to turn June doldrums to dollars. 


In some hardware stores June is considered the beginning of the Summer 
doldrums. Some dealers feel that little can be done to counterbalance the coming 
of slow Summer days. So, they resign themselves to accepting what business 
floats in through the front door, and do not try to improve sales. 

But does that have to be the case? Are there sales opportunities in June? 
Actually, there is potential in June. The key to a profitable month is giftwares. 
In fact, June ranks next to Christmas as the biggest gift-selling season. 

For example, some 51 million fathers will be gift candidates on June 18. 
Further, some 14 percent of the 1.5 million marriages this year will take place 
in June. About 1.6 million youths will graduate from high schools. Some 400,000 
bachelor’s degrees will be conferred by the nation’s colleges. 

Minimum June gift potential: 53.7 million occasions. 

Gifts from a hardware store stock are most acceptable for many of these 
occasions. If the gift-giver is thinking of a toaster, a transistor radio, or a 
power tool, for example, the natural place to buy such gifts is the hardware store. 

Historically, June accounts for 9 te 10 percent of a dealer’s total annual busi- 
ness. With displays pinpointed to the market and with promotion effort, the 
giftwares market might lift this percentage. 

The question, then, is how to promote for giftwares in the June market? 
Here is a 5-point program: 

Buy and promote with a purpose. 

List specific gift suggestions in your advertisements. Appropriateness counts 
more than the price. 

Put up special signs in windows, in the store, calling attention to gifts for 
Father’s Day, brides and graduates. 

Build displays that group gifts for these different occasions. 

Assign an upfront gondola to the June giftwares promotion. 

Details on how to plan specific promotions follow. 


TURN PAGE FOR DETAILS ON JUNE GIFTWARES MARKET 
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Doldrums or dollars? 


(Continued ) 


No. 1 Market 


FATHER'S DAY |... une 18 


Number business (selling) days—15. 
Unit potential—51 million fathers. 
Dollar potential—$1 billion. 

Average number gifts per father—=3. 
Average unit sale—$7-$8. 





No. 2 Market 


BRIDES .... Entire month plus late May 


Number business (selling) days—26 (June). 
Unit potential—205,000 weddings. 

Dollar potential—$250,000,000. 

Average number gifts per bride—75 to 300%. 
Average unit sale—$13-$15. 





No. 3 Market 


GRADUATES .... Through June 24, plus late May 


Number business (selling) days—21 (June). 


Unit potential—1.9 million graduates (high school 
and college). 


Dollar potential—$80,000,000. 
Average number gifts per graduate—2. 
Average unit sale—$20. 


“Estimate of a leading consumer magazine. 
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KEY ITEMS TO PROMOTE FOR FATHER’S DAY: 


Electric razors PROMOTION TIMETABLE: 
Clocks-watches 


Auto accessories ey d adios 
Fans-coolers an ads and displays now. 


Shelf hardware Run ads starting June 1. 
Hand, power tools Have inside disp’ ys built and signed, June 1. 


Lawn mowers, tools — Build window displays, June 5 at latest. 
Barbecues, cooking aids 


Pick key items, order now. 


Radios-HiFi’s-TV’s Reorder best sellers by June 7. 
Gift Certificates Sales peak: Saturday, June 17. 


Aids available: Promotion kit, Father’s Day Council, 50 E. 42 St., New York 17. 
Many manufacturers have counter cards, etc., available through wholesalers. 





KEY ITEMS TO PROMOTE FOR BRIDES 


Appliances-other electrics PROMOTION TIMETABLE: 


Pots 'n pans Pick key items, order now. 
Flatware-cutlery 


Dinnerware-glassware Plan ads and ene now. 

Cook ’n serve gadgets Run ads starting in mid-May. 

Woodenware Have inside displays built and signed, May 15. 
enthalpic Build window displays, May 25 latest. 
Bathroom supplies 
Fireplace accessories Reorder best sellers by June 5. 


Gift certificates Sales peak: June 1-17. 


Aids available: Manufacturers’ display kits available through wholesalers. Cut ads from bride and 
home magazines; paste on board for effective counter cards. 





KEY ITEMS TO PROMOTE FOR GRADUATES 


Gift certificates PROMOTION TIMETABLE: 
ne MiFi’c- TY’ Pick key items, order now. 
reguaen wianistctain Plan ads and displays now. 
Sporting goods Run ads starting in late May. 
Clocks-watches Have inside displays built and signed, June 1 


latest. 
Luggage-travel goods Build window displays, June 1 latest. 


Reorder best sellers by June 5. 
Wheel goods Sales peak: June 15. 


Auto accessories 


Aids available: Manufacturers’ display aids available through wholesalers. Clip ads from magazines 
such as Seventeen, make your own counter cards by pasting them on boards. 
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Hardware Age 
RENTAL GUIDE 
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RENTALS 


can be a year ’round profit source 


An active tool rental section can be the source of year ’round 


income, extra sales and added traffic, as more and more dealers 


are learning. You can organize a rental department by following 


the simple steps outlined in this Guide. 


Rental Guide Contents 


This is the first of three articles on how to operate a tool 
rental department. The articles will be published in con- 
secutive issues and will cover @ selecting the tools © 
setting fees @ insurance @ where to locate @ how to 
promote @ how to increase related sales @ how to handle 
bookkeeping @ how to avoid tool losses @ how to use a 
rental agreement 


Are you overlooking rentals as a source of profit 
and traffic? 

Experience of thousands of dealers shows that a 
well run tool rental department can be a year ’round 
source of income, in addition to encouraging related 
sales and increasing traffic. About half the hardware 
stores of the country now handle rentals to some ex- 
tent. 

A properly run rental department will return from 
25 to 50 percent on investment. It also develops addi- 
tional profits from the sale of merchandise required 
by the renting customer. An annual volume of $1000 
to $5000 from rentals alone can be realized from 
very small space. 

In the past year Hardware Age received many 
requests from readers asking for detailed informa- 
tion on setting up and operating a rental department. 
A number of articles has been published in Hard- 


44 « HARDWARE ACE, May 4, 1961 


ware Age on this subject. However, in view of the 
interest in this subject, it was felt that it would be 
useful to present in one series of articles a summary 
of all the information contained in the individual 
articles. 

This information is presented in this Rental Guide, 
to provide, in one place, a complete outline of the 
operation of a successful and profitable rental de- 
partment. In addition to summarizing information 
that appeared in other articles, this Guide also con- 
tains facts obtained from special field interviews 
and other surveys. 

Let’s consider some of the reasons why a tool rental 
department may be worthwhile to you. 

The first fact in your favor, and perhaps the most 
important, is that you are a hardware dealer. A rental! 
department is a natural hardware department. You 
as a hardware dealer are best qualified to give the 
type of technical advice most often needed by cus- 
tomers when they rent tools and equipment. 

This is also why you'll have very little competition 
from the large chains and discount houses, who don’t 
go in for rentals because they require this technical 
knowledge. 

Rental customers also knew that you as a hardware 
dealer, will have in stock all of the materials and sup- 
plies they will need to complete a project. 





TABLE 1 @ A GUIDE FOR SELECTING TOOLS TO RENT 


Here are three lists of tools to guide you in setting up and expanding a 
rental department. ‘‘List A’’ is a basic starter list containing the tools 
rented most often. ‘‘Lists B’’ and ‘‘C’”’ are for first and second expansions 
of a rental department. These lists should be modified to meet local con- 


ditions. 


LIST A LIST B 


Floor sander 1/f,-in. portable electric drill 
8-in. portable electric saw 
Lawn spreader 


Floor polisher, waxer 
1f4,-in. portable electric drill 
Floor edger 

Orbital sander 

Disc sander 

Belt sander 

6-in. portable electric saw 
Wallpaper steamer 

Lawn trimmer 

Post hole digger 

Rug shampooing machine 
Plumbing tools 

Hedge trimmer 


Paint sprayer 
Chain saw 
Ladders 


Tank sprayers 
Wheelbarrow 
Caulking gun 


Jig saw 
Drop cloth 


Power lawn mower 
Paint compressors 


Electric paint peeler 


LIST C 


Lawn sweeper 

Concrete mixer 

Power post hole digger 
Jacks 

Sump pump 

Linoleum roller 

Power sprayer 

Blow torch 

Shovels, picks, rakes, etc. 
Garden tiller 

Pipe cutter 

Garden tractor-roller 
Long handle tree trimmer 
Concrete breaker 





Another reason why rentals can be profitable for 
you is that they increase store traffic. Each time a 
customer rents something from you, it means that 
that customer will visit your store at least twice; 
once to rent the item, and again to return it. 

Few of these customers ever leave the store with 
just the rented tool. They usually buy, on an average, 
between $3 to $5 in related merchandise. For alert 
dealers who take advantage of the opportunity to 
build tie-in sales, the dollar volume in related sales 
can go much higher. 

A further reason why rentals can be profitable 
for you is that renting a tool very often results in 
the sale of a new tool. 

Many customers considering the purchase of a new 
tool will often first rent a tool to test it. Many cus- 
tomers who rent tools off and on, later are in need 
of a tool for full-time use. In both cases, the good 
will established between yourself and these customers 
by first renting them tools, often means you’ll make 
the sale of the new tool. 

These are some of the reasons why rentals can be 
profitable for you—a hardware dealer. 

Now, what does it take to make a rental department 
a profitable department? 

The primary requirement is good management. 


Good management ... in selecting the right tools 
to rent... in setting up adequate rental fees... 
in adopting a suitable rental agreement .. . in obtain- 
ing adequate insurance coverage ... in setting up an 
efficient bookkeeping system ... and in locating and 
promoting a rental department. 

Each of these subjects will be discussed in this 
Guide. 


How to determine what tools to rent 


Your rental department should be stocked to sup- 
ply the particular demands of your community. 


Example: A middle income community with many 
home owners, is a prime rental market. Home owners 
are the foundation of the do-it-yourself market, and 
your primary rental customers. 


These people are constantly expanding or improv- 
ing their homes, and have need for a wide variety 
of rental tools and equipment. 

In suburban areas, home owners usually create a 
big demand for heavy equipment such as concrete 
mixers for buildng patios, walks and driveways; post 
hole diggers for fencing; lawn rollers and paint 
sprayers. 

These communities also create a big demand for 
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RENTALS . .. 26. continued) 


all kinds of lawn and garden equipment during the 
Spring and Summer months. 

Apartment dwellers won’t rent as many tools, or 
equipment, as the home owner. But, they are potential 
rental customers for various maintenance, painting 
and decorating tools. 

Tools and equipment won’t rent as well in a com- 
munity of upper incomes because these people usually 
hire someone to handle a project. But, many dealers 
have found renting to repairmen and contractors in 
these areas is profitable. 

You can get a good idea of the type of tools and 
equipment that are most in demand in your area by 
checking competition, should there be any. Find out 
what kinds of tools they rent, and what they charge. 
A suggested list of basic rental tools is given in 
Table 1. 


How to select the best tools to rent 


Your selection of rental inventory is one of the 
most important phases of setting up a rental depart- 
ment. Two of the uppermost requirements are: An 
adequate inventory, and an inventory that will hold up 
under hard usage. 

First, to make your rental department a year ’round 
profit department, you have to have a variety of tools 
and equipment available for customers’ seasonal de- 
mands. 

These should range from lawn and garden items 
for the Spring and Summer months, to floor sanders, 
wallpaper steamers, etc., for the Fall and Winter 
months. Many other items such as electric drills, 
hand sanders, plumbing tools, paint sprayers, etc., 
are in demand all year. 

Second, you'll have to accept the fact that rental 
customers abuse tools. You must expect it. But, you 
can protect yourself by using heavy-duty equipment 
wherever possible. 

Heavy-duty equipment stands up better under abuse. 
It requires less repairing, stays in circulation longer 
between repair jobs, and produces greater profits. 
Heavy-duty equipment will also have greater value 
for resale when you replace your rental stock. 

Several manufacturers offer special heavy-duty tools 
designed especially for the rental business. Check 
your suppliers on this. 

As a guide to starting your rental department, 
Table 1 shows a list of the tools and equipment that 
are most frequently rented. 

The group of tools in “List A,” the basic starter 
list, are tools for which demand is highest, according 
to a HARDWARE AGE study. These are the minimum 
tools you should have on hand when starting a rental 
department. 

As your rental business grows, and you’re ready 
to add new items to your inventory, “List B” will 
show the best items to include in your first expansion. 
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“List C’’ contains a further listing of good, rentable 
tools for the bigger rental operation. 

The experience of each hardware dealer in renting 
tools varies from most all others, so there is no exact 
pattern or system you can follow in selecting a start- 
ing inventory. 

The items in “List A” will give you a good guide 
to starting a department. Then as you get experience 
you'll learn what items should be added or dropped 
from the department. Use this list strictly as a guide, 
and adjust it to meet your own particular market 
needs. 

You can also get a great deal of guidance from 
manufacturers of rental tools. They can be especially 
helpful in suggesting suitable models and sizes. 


How to set up a rental fee schedule 

Charging the right rental fee is another very im- 
portant step to profits in rentals. A high fee will 
discourage customers. If the fee is too low, there 
won’t be enough income to pay off the original invest- 
ment, cover operating costs, and replace tools. It will 
be a drain on profits too. 

There are two approaches to working out a schedule 
of rental fees, before checking against what your 
competition is charging. They are: 

(1) The 10-rental formula. 

(2) The six-month formula. 

The 10-rental formula is used mostly for the small- 
er, less durable tools. Under this formula, the rental 
fee for one-day is one-tenth the dealer’s cost of the 
item. This approach, in effect, recovers the original 
cost of the item in the first 10 rentals. All rentals 
thereafter bring in fees to pay operating costs, and 
the profit. 

The second approach is to recover the original cost 
of the item in six-months, based on the expected fre- 
quency of rental. The net effect is similar to that of 
the 10-rental formula. 

Another factor sometimes considered in setting 
rental fees is the resale value of the item as a used 
tool. By selling used tools before they are worn out, 
profits can be increased because the tools are replaced 
with new ones before the period of high maintenance 
costs sets in. 

A guide for establishing rental fees is shown in 
Table 2. These are typical fees being charged by 
hardware dealers. Actual fees charged by each dealer, 
however, have to be based on factors in his own de- 
partment, checked with fees generally charged in his 
community. 

Warning: Don’t set your fees too low. Keep a good 
record of fees and costs as a guide to checking fees. 
Dealers who fail to keep records, often set fees too 
low and lose money. There appears to be very little 
checking of rental fees by consumers. 





Part 2 of this Rental Guide will appear in the next 
issue and will explain how to : Adopt a suitable rental 
agreement; obtain adequate insurance coverage; set 
up an efficient bookkeeping system. 








TABLE 2—A GUIDE FOR SETTING UP RENTAL FEES 


Here are the typical fees charged by hardware dealers for rentals. They 
show what other dealers are charging. The fees listed here are for one 
day. However, some dealers post hourly, weekly, and week-end rates. 


TOOL: FEE PER DAY: TOOL: FEE PER DAY: 


Auger, 50-ft sewer 
Auger, 100-ft sewer 
Bender, conduit 
Breaker, concrete 
Burner, weed ... 
Cleaner, vacuum .... 
Cloth, drop 

Cord, 50-ft extension 
Cutter, pipe 

Cutter, soil pipe 

Dies, under 1-in. 


Pe Ge Baa i 
Digger, hand post hole . 


Digger, power post hole 
Drill, 14-in. electric 
Drill, 4/4-in. electric 
Driver, power stud 
Edger, floor 

Edger and sander 
Fan, 12-in. 

Fan, 16-in. 
Freezer, ice cream 
Gun, caulking 
Hammer, electric 
Hoist, chain . 
Jack, roof 

Jacks, ladder, pair 


Ladder, 25-ft extension _.. 


Ladder, 40-ft extension 
Ladder, step 

Mixer, concrete 

Mower, power, electric 
Mower, power, gasoline 
Peeler, electric, paint 
Pipe vise, tripod . 
Plank, extension 


$1-$3.50 
75¢-$1.00 
35¢-50¢ 


eR 6 en $1-$2.40 


50¢-75¢ 


$4-$8.50 


..$1.25-$1.50 


75¢-$1.00 
50¢-$1.00 


. .$1.50-$2.00 


.. . $2-$4.00 
50¢-$1.50 


.. .$3.50-$10 


.. .$2-$2.50 
$4-$7.50 


Polisher, car 
Polisher, floor 

Pots, fire 

Pump, sump 
Reamer, pipe 
Roller, lawn 

Roller, linoleum 
Sander, floor 
Sander, belt 
Sander, disc or orbital 
Saw, 

Saw, chain, electric 
Saw, chain, gasoline 


Saw, 6-in. portable electric . 


Saw, 7-in. portable electric 


Saw, 8-in. portable electric . 


Shampooer, rug-carpet 
Sprayer, large garden 
Sprayer, small garden .. 
Sprayer, power paint 
Spreader, lawn 
Steamer, wallpaper 
Stretcher, curtain 
Stretcher, fence 
Sweeper, lawn 

Tacker 

Tamper, dirt 

Tools, misc. hand 
Torch, blow 

Tractor & roller, garden .. 
Tractor, garden 


Trimmer, electric hedge ... 


Trimmer, long-handle tree 


Wheelbarrow 
Wrenches 


.. .90¢-$2.50 
.$1.50-$3.00 


. . $2-$4.00 

. .25¢-50¢ 
90¢-$1.50 
50¢-$2.00 
$3.75-$7.50 


. .$1.50-$4.00 


$1.00-$3.00 


. .$5-$12.00 
. .$12-$24.00 
. .$2.50-$3.50 
.$3.50-$4.50 


$3-$5.00 
$4-$6.00 


... .$6-$7.50 
$2.50-$5.00 
. .$3.50-$15 


50¢-$1.25 
$2-$5.00 
50¢-75¢ 


... .75¢-$1.00 


.. $6-$10.00 


$2.50-$5.00 


$1-$1.50 
25¢-$2.00 


NOTE: Some rental tools such as a portable electric drill can be rented out as a car polisher, grinding wheel, 
etc., by using attachments. When the power unit is rented for one of these purposes, and you supply the attach- 
ment, the rental fee can be based on the regular rental fee for the drill, plus an additional charge for the attach- 


ment. 
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Manager Ballenger (left) 
displays personal touch in 
booming basket section. 


The personal touch doubles sales 


The personal touch is the vanishing ingredient in modern 


merchandising. Many customers still long for the niceties of 


personal salesmanship. Here’s how a dealer applies this 


vanishing ingredient of merchandising and found that. . . 


Many customers long for the 
good old days when clerks were 
glad to see them, and eager to 
serve them. It used to be common. 
The store that didn’t have it lost 
out, and fast. 

How about merchandising in 
1961? 

How much difference can the 
smiling, interested, personal touch 
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make in terms of dollars and cents? 

“My gift department is a good 
example,” says owner Jack Mor- 
risey, Jack’s Hardware, Topeka, 
Kan. “Last year I hired Helen 
Ballenger to make a winner out of 
my housewares-giftware depart- 
ment. Mrs. Ballenger knows how 
to be efficient and courteous, and 
my sales volume in this section has 


shot up some 30 percent. 

“In fact, Mrs. Ballenger’s sec- 
tion now accounts for 20 percent 
of total store volume,” the owner 
says. 

Innovations 
Mrs. 
clude: 


under 
supervision in- 


introduced 
Ballenger’s 


(1) A complete 10-ft island dis- 





play devoted to a broad selection 
of baskets. Baskets have pivved 
excellent sales producers. In sell- 
ing baskets for gifts, Mrs. Ballen- 
ger emphasizes both functional and 
appearance qualities. 


(2) Installed a modern, kidney- 
shaped table at the extreme front 
where it has good visibility to win- 
dow viewers. This is used for show- 
ing new and unusual gifts in the 
$2 to $10 bracket. Featuring such 
items as $5 ceramic butter dishes, 
$8 wooden salad sets, $3 ceramic 
gourmet sets, etc., this table has 
become a popular hub for custom- 
ers seeking gifts for all kinds of 
occasions. 


(3) Use of tops of island dis- 
plays in traffic spots in the gift 
and housewares’ sections for show- 
ing more expensive gifts, with ap- 
peal to shoppers looking for some- 
thing for special occasions. When 
the shopper is unable to find items 
of interest in the main gift area, 


she is directed to island-top dis- 
plays where special gifts such as 
copper can openers for $13.95 and 
$19.95 copper ice crushers are 
shown. 


(4) The policy of combining 
gifts which make good companion 
pieces and showing them as a pack- 
age unit. Glassware and baskets 
which fit them are shown together 
and sold together. Baskets are also 
displayed with flower pots. 


“Seles are given impetus by our 
practice of always having some- 
thing unusual on display here,”’ the 
owner says. 

“Typical are the old-fashioned 
apothecary jars which are shown 
in seven different sizes and priced 
from 25¢ to 95¢. Mrs. Ballenger 
demonstrates to shoppers that these 
jars besides being decorative, have 
a number of practical uses. For 
instance, they make unique con- 
tainers for bath salts.” 


The 10-ft basket display is the 
boom spot of the entire gift layout. 

It is at the store front beside 
the check-out counter, where it gets 
good exposure. The store formerly 
stocked only six kinds of baskets. 
They moved out so rapidly that 
the new open table display show- 
ing some 40 different styles priced 
from 89¢ to $6, was added. 

Dog baskets, log baskets, waste- 
paper baskets and magazine bask- 
ets are fastest turnover items. 

The average woman shopper finds 
at least two types of baskets that 
interest her. If she doesn’t buy 
more than one on the first trip, 
there is a good chance she’ll return 
later and make additional pur- 
chases. 

“A chain reaction sets in with 
the woman who likes baskets,” 
says Mrs. Ballenger. 

“If she buys one, she’s certain 
to come in later and buy severai 
more if you have a varied display. 

‘Personalized service helps cul- 

(Continued on page 84) 


Modern display setup displays new, unusual items in bright light. 
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How to put sporting goods 
in the big-ticket bracket 


Who sells uniforms and equipment to the school and industrial teams in 


your area? Do you want to? Here are ideas on how to sell in this market. 


Window sign and display promote sporting goods lines for teams. 


COMPLETE 


BOWLING 
OUTFIT 
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The salesman paused in the 


Electronic 


lobby of the Ampere 
Co. He pursed his lips and smiled 
as he looked over the order before 
going back to the store: 

“Let’s see,” he thought to him- 
self, “15 softball uniforms, gloves, 


rulebooks 
Not a bad morn- 


balls, bases and 
total, $425. 
ing’s work.” 

A sale of this size could be rou- 
tine for a large sports shop. But 
this salesman represents a me- 
dium-sized Main St. hardware 
store. He regards such sales as 
routine. 

More hardware dealers are find- 
ing big unit volume and profits in 
outside sporting goods’ _ sales. 
A Southwestern dealer is a good 
case in point. 

Selling sporting goods to indus- 
try and school teams has provided 
a healthy growth in volume for the 
sports section of the 
(Texas) Hardware Co. 

Ten years ago Sterling Locmis, 
president of the store, was asked 
to outfit a Little League team 
coached by one of his customers. 
Pleased with the profit, Mr. Loomis 
decided to start calling on schools 


bats, 


Pasadena 


oe se eee P 


in Pasadena. 

When that operation was under- 
wav, Mr. Loomis looked around 
for other opportunities. He saw the 
many industries in Pasadena which 
had their own recreation centers 
fully equipped. 

“T began to see the wonderful 
opportunities for business,” says 
Mr. Loomis. “Uniforms and bats 
for one soft ball team brought me 
an $800 sale. And with some indus- 
tries having two teams, you can 
see how good the initial sales are.”’ 

At first, Mr. Loomis made all 
the calls. As business increased, 
he opened a second store, and asked 
Charles Vickers to take over the 
sporting goods department. Mr. 
Vickers is now secretary of Pasa- 
dena Hardware, and Pete Runnels 
vice president. 

Despite the fact that he is not a 
professional athlete, Mr. Vickers 
is an excellent sporting goods 
salesman, Mr. Loomis says. 

“If you can get some one who 
has been an outstanding athlete in 
some sport and he can sell too, then 
you have the ideal person for a 
sporting goods’ operation. How- 
ever, being a famous athlete is not 


Wide assortments are necessary 
to show team managers who 
come fo store to make selections. 


“You 
just can’t sell merchandise on past 
laurels. 

“Selecting the right personality 
to head your sporting goods de- 
partment is perhaps the most im- 
portant thing you have to remem- 
ber if you want to branch out in 
that field.” 

Mr. Loomis outlines other im- 
portant factors. They are: 

(1) Be prepared to be competi- 
tive. 

(2) Have 
needed. 

(3) Give first rate service. 

“School coaches will buy from 
you even if you are higher in 
price, if you have the merchandise 
and can give them good service,” 
says Mr. Loomis. “We stop every- 
thing we’re doing and deliver the 
50 pair of basketball shoes the 
high school coach wants right then 
and there. 

“We develop personal contacts 
among school coaches, recreation 
teachers, etc. This is awfully im- 
portant. 

“Advertising is merely a cour- 
tesy where school business is con- 
cerned,” says Mr. Loomis. “It is 


enough,” Mr. Loomis says. 


merchandise when 
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all personal contact. That’s why 
getting the right sales person is 
so important. 

“Also, it’s basic to have your 
seasonable merchandise in _ stock 
way ahead of time. 

“This past November I sold a 
big order to a baseball customer,” 
Mr. Loomis says. 

“Also basic: merchandise your 
store with good displays. 

“Arrange your displays so your 
customers can pick the merchan- 
dise up, feel it, try it on and be 
comfortable while they are doing 
it. 

“We use the local newspapers 
for limited promotions,” says Mr. 
Loomis. “In the special ‘advertis- 
ing’ that we do, we buy tickets for 
school picnics, barbecues, etc. We 
take ads in school programs and 
things like that.” 

If you would like to add indus- 
trial business to your present op- 
eration, here is some good advice 
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Trophies are 
goods 


given by Mr. Loomis: 

—Locate the industries in your 
area. 

—Find out who the recreational 
director is in each industry. 

—Make a personal call on him 
and let him know that you have the 
merchandise he needs. Keep him 
on your follow-up list, even if he’s 
not too interested on your first 
call. Perseverance pays off. 

“A good thing would be to find 
out first what the recreation rooms 
look like and what the recreational 
program includes before you call on 
the director,” Mr. Loomis says. 
“Most of the larger industries have 
recreation rooms fully equipped 
with a varied program for many 
employees. 

“Select a saleman with a warm, 
outgoing personality, a good mixer, 
with a liking for people and a 
knowledge of sporting merchan- 
dise. 

“And of course, first and fore- 





department 


important line for a 
outfitting 


sporting 


specializing in teams. 


most, the ability to sell,” says Mr. 
Loomis, who added that his sport- 
ing goods’ man who sold schools 
also did his selling to industry. 
“He just brought in an order for 
100 bowling shirts for one com- 
pany.” 

This coming year, Mr. Loomis 
looks for an increase in baseball 
and football equipment business. 
Because of the cost of outfitting a 
football player, the amount of the 
sale made is big and profitable. 

“Considering all needs, it costs 
from $150 to $200 to outfit a foot- 
ball player in high school teams. 
For a_ baseball player in high 
school, it costs up to $50 a player 
for an outfit. The Little League 
baseball player averages $20 an 
outfit.” 

“The margin of profit ranges 
from 25 percent to 35 percent,” 
says Mr. Loomis. “It is never less 
than 25 percent.” —End 





Auto supplies: 


Are they for you? 


**They are, indeed,”’ says dealer who has converted an 


experimental section into big $4000 fast-turn inventory. 


Ron Neeley needed something new to pull customers 
off of the street. He wanted a fast-turn line with no 
pricing problems for his Clairemont Square Hardware 
& Paint store, San Diego, Calif. 

“We felt that by letting customers know we had a 
needed line that couldn’t be found in most nearby 
competitive stores, we would boost traffic and sell a 
lot of our regular hardware in the bargain,” Mr. 
Neeley says. 

“We decided to test auto parts to fill this need. We’ve 
accomplished our objective. 

“We put a large and detailed sign in the window to 
announce the section. Passersby were immediately 
aware of the venture,” Mr. Neeley says. 

The auto parts section has paid off. “We carry a 
$4000 inventory now, turning up to three times a year. 
It’s hard to give more precise figures, because this 
phase of our business keeps growing.” 

This dealer carries the relatively simple repair parts 
such as points, coils, and thermostats. Trim items, 
polishes, spray paints, and the like carry a big share 
of the increased sales. 

“We don’t plan to get into the more technical items. 
We're after the man who is making minor repairs and 
tune-ups. This applies to most of us at some time or 
another. 

“After just a year in this line, we’re expanding. 
We’ve added things like bicycle parts,” Mr. Neeley 
says. 

From $0 to a $4000 stock turning about three times 
a year, and in a line that is not heavily competitive 
and therefore profitable; this is the auto parts’ experi- 
ence of Clairemont Hardware. 
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This big, detailed sign holds interest of all passersby. 
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Floor area by front 
window features 
baskets. 


Stores with open fronts have premium selling space upfront. 


Here’s how shopping center stores uses this area because... 


What's upfront counts 


The first few days of the sales floor, just inside the 
front door, make a valuable contribution to a store’s 
sales volume. This is especially the case in shopping 
center stores. What can be seen from the front win- 
dow may convert a passerby into store traffic. 

Some dealers use the rule-of-thumb estimate that the 
“first 10 feet up front pays the rent.” 
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Here is how a shopping center store in Shreveport, 
La., uses its upfront selling area to boost sales. This 
is King Hardware, in the Uptown Shopping Center. 

Currently baskets are featured. Also, several large 
clothes baskets are filled with artificial fruit. Women 
frequently buy a hand bag basket, then pick out the 





Key making machine located at head of main aisle. 


artificial items for decorations. Thus, the adu ..i sale 
boosts check averages. 
Bicycles were featured in the window space at one 
time, and a number of tandem models were sold. 
Another upfront big sales volume spot is given over 
to the key making machine. This is at the head of the 


Electrical section that owner King wishes was up front. 


main traffic aisle. This is an impulse item and the 
sales keep rolling in. 

There is one sleeper section, now at the rear of the 
store that owner King wishes he had placed up front. 
That is the electrical department. The benefit of bet- 
ter traffic, he feels, would make electrical supplies 
even a greater profit producer.—End 
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Buying Check List 


of new hardware items 


Keep up to date. Check these new items 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 65, and mail 


ltem 1 
Friction tape display 

Individual rolls of Biltrite Fric- 
tion tape are now packed on cards 
for rack display. The °4-in. x 30-ft 
roll is cellophane wrapped and la- 
belled on a bright red, white and 
black card. The Vinyl Plastic elec- 


trical tape is also available on rack 
display cards in two sizes: %-in. x 
12%-ft and %-in. x 20-ft Each 
pack is available prepriced or plain. 
American Biltrite Rubber Co.., 
Dept. HA, Box 1071, Boston 32, 
Mass. 


Item 2 
Metal kitchen accessories 


Here’s the Decoware line of metal 
kitchen accessories in Ivy pattern. 
Crisp green sprigs of ivy on a 
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sandalwood background of Mada- 
gascar straw decorate the gold 
trimmed set. Set includes two waste 
baskets, bread box, step-on can, 
dust pan, four canisters, and a cake 


safe. Suggested retail prices range 
from 49¢ to $1.98. Continental Can 


Co., Dept. HA, 100 E. 42 St., New 
York 17, N. Y. 


Item 3 
Power rake attachment 


Parker’s Tine-A-Matic rake at- 
tachment for the Homemaster 
power lawn sweeper loosens, rakes 
and gathers thatch and matted de- 
bris from lawns in one operation. It 
rakes as operator rides. The 136 
hardened steel tines will not dam- 
age grass, nor will they be damaged 
by cement curbing, tree roots or 


other obstacles. Tines are also self 
cleaning. Parker Sweeper Co., Dept. 
HA, 91 N. Bechtle Ave., Springfield, 
Oh 10. 


Item 4 
Double cylinder deadlock 


This double cylinder deadlock, 
No. 465, is the newest addition to 
the Kwikset 400 line of residential 





Here is a quick Check 
List of items described 
in the following pages 


locksets. The new unit can be 
keyed to any other lockset, and can 
be operated by key from either 
side. The bolt automatically dead- 
locks when fully thrown. Can be 
used on doors 1% to 1%-in. in 
thickness. Available in four fin- 
ishes. Kwikset Div. of American 
Hardware Corp., Dept. HA, 516 E. 
Santa Ana St., Anaheim, Calif. 


Item 5 
Merchandiser for moth killer 


A 6 x 16-in. heavy steel shelf ex- 
tender for displaying Expello Moth 
Blocks is free with the purchase of 
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No. 6 Moth Block deal. A display 
consists of twelve 16-0z Giant Moth 
and twenty-four 10-oz. Large Moth 
Blocks. Retail value is $28.32. 
Dealer cost is $16.99. Eaxpello, Div. 
of Odor-Aire, Inc., Dept. HA, 1007 
E. 2nd St., Box 487, Wichita, Kan. 





Quick Index to Buying Check List 





Friction tape display 

Metal kitchen accessories 
Power rake attachment .. 
Double cylinder deadlock 
Merchandiser for moth killer 
Adhesive asbestos tape 
Button-type latch mechanism 
Rust preventive paint rack 
Promotional fly swatters . 
Round cafe traverse rod 
Heavy-duty rental tiller 

Gym swing renewal kit 

Foam toilet tank liner 
Floorstand for auto polish. ... 
Economy-priced sweeper 
Decorative wall stencil 
Rug-carpet shampoo machine . 
Prime & finish metal paint 
Two woodworking benches 
Waterproof vinyl reel case 
Hammer and axe assortment . 
Paint selector chart .... 
Portable light, power source 
Adhesive for wood flooring 
School 


Prunner-trimmer display 


op tool grinder 


Lightweight protective mask 
Compact 100-watt bulbs 
Complete serving ensemble 
Household force cups display 
Compact single-hole switch. . 
Lightweight fishing lure .. 
Line of rotary lawn shears. . 
New style shower rods . 
b-sided barbecue basket 
New electric numeral clock 


NOOOOOOOOOOOOOOOOOOOOOOOOOOOOO0O00000 


a 


[] Flexible frame for mops 


Multi-purpose dish set 
Packaged water conditioners 
Newly designed glass cutter. ... 
22-cal magnum cartridge... 
Sliding door finger pull . 
Chemical lawn care line . 
Screwdriver drill attachment 
Polyethylene bags for cotton 
Gift-packed bar set 
Multi-purpose storage unit 

Vise with rotating base .. 
Display rack for menders 

Brass closet floor flange 
Aluminum dog run 

Self-serve roller display 

Plastic picture hangers 

Builders’ hardware items 

Three oil cloth patterns 
Firearms care accessories 
Inclined tack display unit 
Double-edge paint scraper 
16-in. hand lawn mower 
Colonial-styled planter 
Push-button shower head 

Running lights for boats 

Door hardware catalog | 
Plumbing-heating supplies catalog 
Paint tools broadside 

Tool catalog, price book .. 
Builders’ hardware catalog 
Bathroom accessories brochures. . 
Wheel goods catalog 

Hand tools catalog . 

Water cooler catalog sheets 
Automatic relief valve literature 
Power tools, accessories catalog 


NOOOOOOODOOOOOOODOOOOOOODOOOOOOOOOOOO0O0000 


Sales promotion guide 





Item 6 
Adhesive asbestos tape 


Besto-Tak asbestos tape has a 
pressure sensitive adhesive backing 
to hold tape in place while parts are 
positioned or covers applied. The 
tape comes in thicknesses of 0.022, 
1/32, 1/16 and ‘%% in., in widths 
from % to 6 in. Tapes under 1/16 
in. thick are in 50 ft rolls, others 


are in 25 ft rolls. Available for use 
up to 500F, commercial grade, to 
900F in other grades. Packings & 
Textile Div., Johns-Manville, Dept. 
HA, 22 E. 40th St., New York 16, 
N.Y. 


Item 7 
Button-type latch mechanism 


Life Latch, Model No. 414, has no 
connecting linkage to knob, permit- 
ting knob or pull to be placed any- 
where on door for decorative effect 
or convenience. A touch of the but- 
ton locks it; a second touch unlocks 
it. Conical ball latch, face and lock- 
ing button are made of solid brass 
forgings. Model No. 413, without 
locking device, fits same size bore 
as ordinary tubular lock. Life 
Latch is guaranteed for the life of 
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BUYING CHECK LIST 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


the home in which it is installed. 
Towne Hardware Div., Yale & 
Towne Mfg. Co., Dept. HA, 144 E. 
44th St., New York 17, N. Y. 


Item 8 


Rust preventive paint rack 

This point-of-sale display rack 
holds an assortment of Rustoil cans 
in quarts, pints, 4%4-pints, and 16 oz 
aerosol spray cans in a variety of 


colors. Each rack has a colorful 
metal sign which identifies the 
product and its uses. Woodhill 
Chemical Co., Dept. HA, 1390 E. 
34th St., Cleveland, Ohio. 


Item 9 
Promotional fly swatters 
Lustro-Ware’s Fly Swatter Pro- 
motional Pack, No. PS-25S, is an 
impulse sale item for warm weather 
shoppers. Twelve dozen 19¢ fly 
swatters, No. S-25S, are bulk 
packed in an 1l-qt polyethylene 


58 © HARDWARE AGE, May 4, 1961 


pail, No. X-81S, with special im- 
pulse label. Swatters are 18 in. 
long, in assorted colors, with 4 x 
5 in. polyethylene paddles. Pail is 
10 in. in diameter, 9% in. high. 
Total retail value of the package 


is $27.36. The offer is good through 
August. Columbus Plastic Prod- 
ucts, Dept. HA, Columbus 23, Ohio. 


Item 10 
Round cafe traverse rod 


Stanley’s Perma-Gold cafe trav- 
erse rod is made of anodized alumi- 
num with gold finish. Matching 
ends and rings are of styrene plas- 
tic. Rod or parts will not rust, tar- 
nish or corrode. All working parts 
are concealed. Matching brackets 
designed to hold heavier draperies. 
Available in extensions of 28-48 in.. 
48-86 in., 86-120 in. Brackets proj- 


ect 2-3 in. Packed individually with 
necessary installation hardware. 
Stanley-Judd, Div. of Stanley 
Works, Dept. HA, Wallingford, 
Conn. 


Item 11 
Heavy-duty rental tiller 


Here’s a heavy-duty rotary tiller 
designed for minimum upkeep for 
rental use. Unit can be used for 
soil preparation, lawn renovation, 
digging soil trenches, drainage 
ditches and shallow footings. Cast 
iron engine is shock-protected by a 
safety clutch that stops the un- 
breakable tines when hard objects 
are encountered. Other features 


are sealed chain and sprocket drive. 
Rototiller, Inc., subsidiary of Por- 
ter-Cable Machine Co., Dept. HA, 
Syracuse, N. Y. 


Item 12 
Gym swing renewal kit 

This complete gym swing renewal 
kit, No. 807, is the newest addition 
to the Wessel line of gym swing 
accessories. Comprised of sturdy 
metal seat with rolled protective 
edges, two seat brackets, two “S” 
hooks, two sections of 5-ft chain, 
and two bearings, washers and 
nuts. Wessell Hardware Corp., 
Dept. HA, 919 N. 5th St., Philadel- 
phia 23, Pa. 


Item 13 
Foam toilet tank liner 


This foam insulating toilet tank 
liner prevents against sweating 
and dripping tanks. Insulation is 
flexible to bend around corners, 
and will not absorb moisture, 





ITEM NUMBER ON FREE POSTCARD, P. 65 


crumble or break. A can of per- 
manent adhesive is included. Called 
Sweat-Stop, it is packaged in a 4- 
color display pack for wall board 
or self-standing display. An ad mat 
and $2 in free advertising coupons 
are included in each carton of three 
units. Wrap-On Co., Dept. HA, 353 
W. Superior St., Chicago 10, Ill. 


Item 14 
Floorstand for auto polish 


This floorstand display for Pres- 
tone car polish takes 214 sq ft of 
floor space and is to build impulse 








sales. Comes free with a suggested 
order of 48 16-0z cans of pvuiish 
offering dealers a profit of $35.04 
on a $58.56 investment. With a sug- 
gested order of 48 12-0z cans, the 
display assortment offers dealers a 
profit of $26.88 on a $44.64 invest- 
ment. Union Carbide Consumer 
Products Co., Div. of Union Carbide 
Corp., Dept. HA, 270 Park Ave., 
New York, N. Y. 


Item 15 

Economy-priced sweeper 
Wagner’s White House sweeper is 

designed after the Aladdin model. 

It features individual bottom-open- 

ing dust pans for easy emptying, 

automatic brush adjustment, sec- 


tional stand-up handle and pre- 
cision engineering. It comes in 
white only, and is priced at $7.95. 
BE. R. Wagner Mfg. Co., Dept. HA, 
4611 N. 32nd St., Milwaukee 9, Wis. 


Item 16 
Decorative wall stencil 


This Design Roller requires no 
skill or special paints to make an 
attractive patterned wall surface. 
Operator rolls stencil on just as he 
would paint. Rubber stamp is pro- 


vided with each design to fill-in 
areas which roller cannot reach. A 
selection of designs is available, 
retailing from $5.95. Stencil Spe- 
cialty Co., Dept. HA, 377 Ocean 
Ave., Jersey City 5, N. J. 


Item 17 


Rug-carpet shampoo machine 

This rug and carpet 
machine readily 
floor 


shampoo 
converts into a 
scrubbing - polishing - buffing 


machine, and is designed especially 
for rental use. The unit has a fin- 
gertip solution metering control; 
1 %4-gal solution tank; adjustable 
handle for desired height; cast alu- 
minum housing with polished fin- 
ish; and a %-hp, continuous-duty 
motor with lifetime lubricated ball 
bearings. Model FM-13R weighs 
45 lb. Caster base cradle and sham- 
poo brush easily removed as well 
as the solution tank. Clarke Floor 
Machine Co., Div. of Studebaker- 
Packard Corp., Dept. HA, 30 E. 
Clay Ave., Muskegon, Mich. 


Item 18 
Prime & finish metal paint 


Hanna’s White Galva-Sheen 
metal paint primes and finishes in 
one coat, or can be finished with 
any exterior paint. For use on gut- 
ters, downspouts, galvanized metal, 
aluminum, and other hard-to-keep 
painted surfaces. It’s easy to apply 
and needs no special treatment on 
new work. Hanna Paint Co., Ince., 
Dept. HA, Columbus 16, Ohio. 


Item 19 
Two woodworking benches 


Lyon’s two woodworking benches 
are both 3234 in. high, including 
laminated hard wood top, and are 
available in single or double face. 
Single face models are 60-in. wide, 
28-in. deep; double face models are 
64-in. wide, 50-in. deep. No. 2586, 
shown, is 36-in. wide, 21l-in. deep, 
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Want more details? Just circle item number on p. 65 


31-in. high base cabinet with dou- 
ble swing doors and center shelf. 
Finished in gray baked-on enamel. 
Lyon Metal Products, Inc., Dept. 
HA, 32 Plant Ave., Aurora, Ill. 


Item 20 

Waterproof vinyl reel case 
This Symonds reel case is made 

of durable, waterproof vinyl foam 

fabric. Top and bottom are padded 

with poly foam and are completely 

lined with the foam fabric for add- 


ed protection. Case has all-around 
zipper and all seams are welted. It 
can also be used as an electric 
razor carrying case. Simonsen 
Industries, Dept. HA, 1414 S. 
Michigan Ave., Chicago, Ill. 


Item 21 
Drill with angle device 


This economy % in. portable elec- 
tric drill, Model No. 13, has an op- 
tional SpeedSight device for accu- 
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rate angle drilling in 15-degree 
steps. The device uses a bubble 
glass, as on a carpenter’s level, to 
determine correct setting. Drill has 
2.5 amp rating, full load speed of 
1150 rpm, geared chuck and key, 


3-wire lead cord, silicone bonded 
finish, and is UL approved. Sug- 
gested retail price, with Speed- 
Sight, is $22.95. SpeedWay Div., 
Thor Power Tool Co., Dept. HA, 
LaGrange Park, Ill. 

Kut 


Item 22 
Paint selector charts 


Luminall’s Dial-A-Paint selector 
quickly tells the correct paint to 
use for 29 interior and exterior 
surfaces and metals. The personal- 
size selector requires only a turn 
of the dial to locate the proper 
paint for any job. Besides use as a 


sales aid for dealers, the selector 
can be used as part of a direct mail 
campaign or as a hand-out. Lu- 
minall Paints, a division of Nation- 
al Chemical & Mfg. Co., Dept. HA, 
3617 S. May St., Chicago 9, Ill. 


Item 23 
Portable light, power source 


Cordomatic’s Mobile-Lite Reel, 
Model No. 505, provides extra light 
or power to any part of the home, 


he 
( —_< 


garage or outdoors. Light recep- 
tacle is attached to reel by uni- 
versal swivel. Pistol-grip handle is 
made of impact-resistant phenolic, 
and contains a built-in electric out- 
let. Reel extends and locks up to 
20 ft. Retracts when not in use. 
Cordomatic, Dept. HA, 17th & In- 
diana Ave., Philadelphia 32, Pa. 


Item 24 
Adhesive for wood flooring 


Woodstix, non-inflammable, cream 
colored adhesive, gives a permanent 
bond between parquet wood blocks, 
laminated blocks and any floor sur- 
face. It trowels easily, and is water 
resistant when set. Applied with a 
serrated trowel, Woodstix has an 
open time of 20 minutes. Wood 
blocks can be tapped into place im- 
mediately. In dry weather, floor 
sanding can be done 24 hours after 
installation. Adhesive Products 
Corp., Dept. HA. 1660 Boone Ave., 
New York 60, N. Y. 


Item 25 
School shop tool grinders 


Wissota’s line of tool grinders 
for school shops feature large safe- 
ty eyeshields, spark breaker and 
wheel guards. Available in 43, % 
and 34 hp units from 1725 to 3450 
rpm. Small motor diameter permits 
easy access to front and sides of 
grinding wheels. Coarse and medi- 
um grit wheels are fully vitrified, 
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Housekeeping 


NEW ALL-STEEL Wall Can Opener 


Here are new volume profits for you with this beautiful budget- 
priced can opener. Whether you rack it... bin it... or counter-top 
it... you'll find it sells on sight thanks to its “see-the-value” trans- 


parent packaging! Adjustable, 3-position bracket holds the can 
opener rigid when in use. Has Rival’s famous cutting action that 
opens any size can! Boost your profits by 


featuring this big Rival Show Off now! 
WALL 


NEW Magnetic Model a CAN ores 


Gives your customers the same beautiful de- —<— 
sign and durable construction as described =< i 
nn ae above, plus Rival’s permanent magnet that 
Good Housekeeping ends “fishing” for can lids! Magnet removes 
Soe aoycanstn EZ easily for quick cleaning. Retails for $2.49. 


PRICES GOOD 
IN U.S.A. ONLY 


RETAIL 


ASK YOUR DISTRIBUTOR OR WRITE: 


RIVAL MANUFACTURING COMPANY—KANSAS CITY: 29, MISSOURI 
Rival Mfg. Co., of Canada, Ltd., Montreal 
Want more facts? Circle 125, p. 65 
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Want more details? Just circle item number on p. 65 


tested and balanced. Three-wire 
cord and 3-pronged plug are UL and 
CSA approved. Dual voltage, 115/ 
230 v. Wissota Mfg. Co., Dept. HA, 
1301 S. 3rd St., Minneapolis 4, 
Minn. 


Item 26 
Pruner-trimmer display 

Here’s a complete pruning and 
trimming department in less than 


1 sq ft of floor or counter space. 
Each merchandiser, No. 974, con- 


soley ‘egpnredi: ry Rade og 


tains one free No. 119 Snap-Cut 
Pruner, with a supply of free 
pruning guides for customers. Sey- 
mour Smith & Sons, Inc., Dept. 
HA, Oakville, Conn. 


Item 27 

Lightweight protective mask 
Resp-R-Aid is a lightweight, all- 

filter mask which protects against 

non-toxic dusts, sprays, fibers and 
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other respiratory irritants. It is 
made of soft polyurethane foam 
and fits comfortably to the contours 
of the face, held in place by an 
adjustable elastic neckband. Masks 
are sanitized and easy to keep clean. 
Display carton, shown, holds six 


Poa nesp 8 had 


on oe ee 


masks and two replacement filters 
and a counter card. Suggested retail 
price for mask is $1.98, for replace- 
ment filter 98¢. Davol Rubber Co., 
Dept. HA, Providence, R. I. 


Item 28 
Compact 100-watt bulb 
Westinghouse’s compact 100-watt 
light bulb is 20 percent smaller 
than its conventional bulb, but pro- 
duces 6 percent more light as the 
result of a newly designed vertical 
tungsten filament. The bulb is the 
same size as the present 60-watt 
type, providing greater flexibility 
and usefulness. Lamp Division, 
Westinghouse Electric Corp., Dept. 
HA, Bloomfield, N. J. 


Item 29 
Complete serving ensemble 
Aladdin’s serving ensemble is 
made up of the Beverage Butler 
vacuum pitcher with matching cus- 
tom-designed tray and two tum- 
blers. They are available in several 
color combinations. All items are 
made of high-impact, stain-resis- 
tant plastic. Suggested retail price 
for the set is $8.50. For the pitcher 


alone, $6.95. Aladdin Industries, 
Inc., Dept. HA, 703 Murfreesboro 
Rd., Nashville, Tenn. 


Item 30 

Household force cups display 
This colorful floor display con- 

tains 2-doz household force cups 

with 24-in. handles. The display is 


to build impulse sales... Franklin 
Metal & Rubber Co., Dept. HA, 
Jacksonville Rd., Hatboro, Pa. 


Item 31 

Compact single-pole switch 
This single-pole, compact slide 

switch with 2-hole mount is for use 

on instruments and small appli- 





NO POP-UPS. POP-OUTS Of POP-OFFS! We firmly believe in 


the importance of tradepaper advertising for telling our story to retailers. 
But we think you'll agree there’s never been a trade ad—no matter how 
elaborate—that sold a nickel’s worth of your merchandise to a consumer. 
That’s why Black & Decker concentrates most of its advertising dollars in 
consumer magazines like LIFE, THE POST and READER’S DIGEST—~’each- 
ing three out of four prospects in your neighborhood! 


Black & Decker: 


—best Known tool brand in the land 
Want more facts? Circle 126, p. 65 
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ances. Solid silver alloy contacts, 
silver plated rockers and mecha- 
nism are enclosed in high impact 
thermosetting plastic case. Steel 
mounting strap has zinc-plated fin- 
ish. AC ratings for 1940 and 1942 
series are 10A, 250V; 15A, 125V, 
4 hp, 120-240V. Ratings for 1960 
and 1962 series are 3A, 25V; 6A, 
125V, and \% hp, 120-240V. Special 
ratings are available, and _ all 
switches are UL approved. Circle F 
Mfg. Co., Dept. HA, Trenton 4, 
N. J. 


Item 32 
Lightweight fishing lure 


The Ultra Light Jitterbug, 
weighing % oz, is for casting for 
trout, bass or other fresh-water 





game fish. Lure has same features 
of regular Jitterbug, including 
double-lobed lip to create sound, 
and erratic fish-attracting action. 
A gold, double No. 8 hook is at- 
tached to the 144 in. plastic body. 
Available in eight colors. Fred Ai- 
bogast Co., Dept. HA, 313 W. North 
St., Akron 3, Ohio. 


Item 33 
Line of rotary lawn shears 


This Green Thumb Master tops 
a line of four rotary lawn shears. 


It is self sharpening with adjust-_ 


able blade tension, 3-position blade 
and wide dual rubber wheels for 
easy traction and handling. Two 
other patterns of Green Thumb 
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edgers and a Yard ’n Garden pro- 
motional model are also available. 
Union Fork & Hoe Co., Dept. HA, 
Columbus 15, Ohio. 


Item 34 
New style shower rods 


Grant’s shower rods have a new 
design featuring a gold anodized 
aluminum track with end flanges 
and black nylon carriers. The rod 
can easily be installed in existing 
or newly constructed bathrooms. 
Orders can be placed for individ- 
ually packaged rods or Econo-Paks. 
Grant Pulley & Hardware Corp., 
Dept. HA, High St., West Nyack, 
N.Y. 


Item 35 
6-sided barbecue basket 


This Androck Chicken Basket is 
6-sided to increase tumbling action 
when barbecuing. Basket comes 
apart in halves for easy serving, 





washing or storing. End clamps 
adjust to fit square shafts of 4, 
5/16 or %% in. It’s available in three 
sizes, each measuring 8 in. across. 
No. 2911, 11 in. wide, retails at 
$3.98; No. 2915, 15 in. wide, $4.98, 
and No. 2918, 18 in. wide, $5.98. 
The Washburn Co., Dept. HA, 28 
Union St., Worcester 8, Mass. 


Item 36 

New electric numeral clock 
No. 170 Essex is a direct reading 

numeral clock with large colored 

numerals. The face glows in the 

dark. Called the Tymeter electric 





clock, it has a precision timing unit 
which registers every second, min- 
ute, 10-minute and hour. Guaran- 
teed for one year. Pennwood Nume- 
chron Co., Dept. HA, 7249 Franks- 
town Ave., Pittsburgh 8, Pa. 


Item 37 
Flexible frame for mops 

A Flexi-Frame for Howard’s wet 
and dry mops makes it possible to 
twist and turn the unit around cor- 
ners and under furniture without 
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FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 


postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 
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Village Station 
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A quick, easy way to keep up to date 
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> Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


> You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 


for you to keep posted by using this Free Quick Check 
Postcard Service. 


> Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 
Be sure to also check with your wholesaler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 


— —— a ee ae 
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Take-it-off Increase 
Put-it-on \. _ Your Spring 
Paint Tools =~ Paint Sales 


Featuring: The New HYDE Spray Painter 
and the HYDElectric Paint Remover 


Plus the most complete line of self-serve 
packaged putty knives — paint & wall scrapers 


You'll increase your paint dollar sales and profits with Hyde fast selling, self-serve 
Fix-Up, Paint-Up Tools . .. and you're bound to sell more paint with the new No. 60G 
Hyde Spray Painter that retails for $12.95. Fastens to any paint manufacturer's quart 
paint can. Sprays all paints on all surfaces right from the quart can. Connects to 
ordinary canister or tank-type vacuum cleaner or No. 60B Hyde Air Blower, retail 
$49.50. No. 60RU Rental Unit available with Sprayer and Blower in steel carrying 
case. Sales List $73.40. Improved No. HE-100 HYDElectric Paint Remover features 
san: 00h Geet Geant Wee o> electric range heating element. Retails for $12.95. Tie in sales of these products with 
plays complete assortment of all HYDE Putty Knives, Scrapers of all kinds for walls, wood, windows, etc. Order 


It Off — Put It On maine 
—— si from your wholesaler or write HYDE for full color descriptive broadside. 


| HYDE, HYDE MANUFACTURING CO., SOUTHBRIDGE, MASSACHUSETTS, U. S. A. 
Want more facts? Circle 127, p. 65 
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(Continued from page 64) 
rotating rod. Plastic frame has 
built-in directional control, gets in- 
to tight corners with flick of a 
wrist. Frame and connector are 
molded into one unbreakable unit. 
Mops are packaged in a transparent 
plastic shell for neat, orderly dis- 
play. Retail for $1.95 to $3.95. 
Howard Housewares, division of 
LaPointe Industries, Dept. HA. 
Rockville, Conn. 


Item 38 
Multi-purpose dish set 


This Cinderella Bake-Serve-Store 
set consists of one-pint, 114-pint, 
and one-quart dishes, each with a 
clear Pyrex Ware cover. Each dish 


has carrying handles. Two dishes 
are in sandalwood with white ivy 
pattern, the third dish has the 
same pattern with colors reversed. 
Dishes can be used for casseroles, 
side dishes, and storage containers. 
Set retails at $3.95. Corning Glass 
Works, Dept. HA, Corning, N. Y. 


Item 39 


Packaged water conditioners 


Wantz Kleensteam water condi- 
tioner starter sets and refill cart- 
ridges come in red, white, and blue 
self-sell packages. Kleensteam tap 
water de-mineralizers are available 
in bubble pack display cards or 
hang-up boxes. Refill cartridges 
come in bubble pack cards or shelf 
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stacker boxes containing two 69¢ 
cartridges for 98¢. JIJllinois Water 
Treatment Co., Dept. HA, Rock- 
ford, Ill. 


Item 40 


Newly designed glass cutter 


The GC-101 glass cutter has a 
precision die-cast body with ma- 
chine faces. Hardened glass cut- 
ting wheel is mounted on a chrome 
alloy bearing to allow free wheel- 
ing. Tool has three notches with 
widths for breaking thin to thick 
glass. Individually packed in a 


plastic pouch, carded for self-ser- 
vice racks. Great Neck Saw Mfrs., 
Inc., Dept. HA, Mineola, N. Y. 


Item 41 
22 cal. magnum cartridge 

This 22 caliber Jet cartridge is 
for use in Smith & Wesson’s Mag- 
num frame 22 revolver and other 
handguns chambered for it. In 


both Remington and Peters brands, 
the cartridge uses the 357 Magnum 
case tapered and necked down to 22 
caliber, and a 40-grain jacketed, 
soft point bullet. Remington Arms 
Co., Inc., Dept., HA, Bridgeport, 
Conn. 


Item 42 
Sliding door finger pull 

This WP-37 solid brass finger 
pull for %4 in. sliding panel doors 
is installed by pressing into bore. 
Rim diameter is 1-13/16 in.; inner 


flange, 154 in.; and depth, 7/32 in. 
The pull is available in all popular 
finishes. Engineered Products Co., 
Dept. HA, Box 108, Flint, Mich. 


Item 43 
Chemical lawn care line 

Five lawn products giving a com- 
plete lawn care program are being 
offered by Du Pont. Turf Food 
fertilizer with Uramite, a long- 
feeding source of nitrogen, retails 
at $4.95 for 25 lb. Turf Food with 
Weed Killer feeds lawn and kills 
broadleaf weeds. Retail price is 
$5.95 for 25 lb. Oust Crabgrass 
Preventer with Chlordane controls 
pre-emergent crabgrass. It retails 





Sales 
methods 
get 
outdated, 
too! 


lf you want to “clean up” in '6l... 

vant to increase your water system 

volume...the place to start is with 

your sales methods. For instance, 

how do they compare with the hara- 

hitting, modern program of the FLINT 

AND WALLING Dealer? FLINT AND ae A, Qeerea ve >, 
WALLING DEALERS dco not waste time : . —— ee 
trying to grind out their own sales 7 | | 

promotion ideas. Instead, they are 


panded a neat, easy-o-use package Sell the@profit 


of them. 


This protessionally planned material packa LC Dy 


— plus a complete line of pumps, 
tanks, and water conditioners 
properly engineered and com- 3 

petitively priced —is backed WALLING 
by a penetrating national 3 , KENDALLVILLE, INDIANA 
advertising program that really gets 
results. The whole thing is known as 
the FLINT AND WALLING ‘PROFIT 


PACKAGE,"’ and wed like to tell you 
more about it soon. Write us today. = purpose 
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at $9.95 for 12 lb, $4.95 for 41% lb. 
Oust Lawn Insecticide, controlling 
a wide variety of insects, retails 
at $3.25 for 4% lb, $7.55 for 12 Ib. 
Oust Crabgrass Killer, safe for all 
lawn grasses, contains 3 percent 
DSMA. Retail price is $6.95 for 
13 lb, $3.95 for 614 Ib. A 24 in. lawn 
spreader is also available, retail 
price $19.95. E. I. Du Pont De 
Nemours & Co., Dept. HA, Wilming- 
ton, Del. 


Item 44 
Screwdriver drill attachment 


This Trustworthy screwdriver 
attachment can be used with any 
make % in. electric drill. Unit is 
packed on a blue and yellow card, 





FITS ANY 24 ELECTRIC POWER DRI 
Dewees Any Type of Scoww Gute Ary Meterial 


punched to hang on wall or rack 
display. Screwdriving attachment, 
universal bit-finder and standard 
and Phillips bits are enclosed in a 
clear plastic bubble. Instructions 
are on back of card. Liberty Dis- 
tributors, Box 95, Philadelphia 5, 
Pa. 


Item 45 
Polyethylene bags for cotton 
Union Wadding’s Handy House- 
hold Cotton is now available in a 
colorful polyethylene bag. The packs 
come in two sizes, prepriced at 29¢ 
and 59¢. Other poly-packs include 
a Golden Snow Flake design added 
to the Decor-Tex line, prepriced at 
$1.29; and a Shine-Maid silicone 
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treated disposable duster/polisher, 
prepriced eight for 49¢. Union Wad- 
ding Co., Dept. HA, Pawtucket, 
ae 8 


Item 46 
Gift-packed bar set 


The Irvin Ware No. 900 gift- 
packed bar set contains a strainer, 
self-pulling cork screw, bottle 
opener, double jigger, bar spoon 
and relish fork. The items are 
chromium plated and have precis- 


sion balanced, grained pregwood 


laminated handles. Packaged in 
Alligator-textured gift box. Retails 
for $12.98. Irvin Ware Co., Dept. 
HA, 43-30 38th St., Long Island 
City 1, N. Y. 


Item 47 
Multi-purpose storage unit 


Goody-Bin is an all-around steel 
storage unit that fits the needs of 
kitchen, playroom, or workroom. 
Five portable bins feature flip-back 
protective lids and carrying han- 


dles. Bins are turquoise, red, and 
yellow. Identifying decals are pro- 
vided separately. Goody-Bin is 9 
in. high, 16%4 in. wide, 7 in. deep. 
It comes gift packed. Retails for 
$9.98 in the East, $10.98 in the 
West. Lincoln Metal Products 
Corp., Dept. HA, 225 42nd St., 
Brooklyn, N. Y. 


Item 48 
Vise with rotating base 


Columbian’s Gyro-Vise, No. 73%, 
can be rotated on its base and 
locked at any angle. Jaw width is 
31% in.; depth, 2% in.; gripping 
area, 7%, in. Maximum jaw open- 


ing is 5 in., and capacity of re- 
moveable pipe jaws is % to 1% in. 
Vise can be removed from base for 
storage. Columbian Vise & Mfg. 
Co., Dept. HA, 9023 Bessemer Ave., 
Cleveland 4, Ohio. 


Item 49 
Display rack for menders 


No. 160 Magic Home Repair 
Center contains six bubble-packed 
carded tubes each of Magic Rubber, 
Magic Steel, Magic Plastic Alumi- 
num, and Magic Epoxy Glue. Dis- 
play can be used on counter of 





NO. SHCVB — NEW! all-in-one 
COMBINATION 8” SLIP JOINT PLIER 
AND HOSE CLAMP AND WIRE CUTTER. 


sa YS Has grooved facing to adapt CORBIN 


‘o> ’ and other type spring clamps in the 
automotive & home appliance field! 


LOW 
PRICED 


COMBINATION 


PLIERS 


FOR MASS MARKETS 


TO PROFITABLY RETAIL AT 


$8: 


OR LESS 


i SHCVB; An economical 8” plated-finish 
combination slip joint and hose clamp plier. 
Use as hose clamp, plier in the second position 
of the slip joint. DISPLAY PACKED — with 
individual pliers in red vinyl bag; six per box; 
one gross per shipping carton. Weight, 72 Ibs. 
per carton. Retail at 88c. 


8VB; An economy 8” plated-finish slip joint 

plier with wire cutter. DISPLAY PACKED 
with individual pliers in red vinyl bag; six per 
box; one gross per shipping carton. Weight, 75 
lbs. per carton. Retail at 88c. 


8VBCP; 8” polished durable chrome finish 

plier. DISPLAY PACKED with individual 
pliers in blue vinyl bag; six per box; one gross 
per shipping carton. Weight, 75 lbs. per carton. 
Retail at 99c. 


8VB SLIP JOINT PLIER 
WITH WIRE CUTTER. 


8VBCP CHROME FIN- 
ISH PLIER. 


“TR RI ye ; 
. EN 
OSSNESSSES 
ee a - fs Ze 
BPs 


: ag | get this 
FREE DISPLAY 


with your choice of these two assortments! 








Sales compelling display carton stimulates “impulse” sales, 
speeds turnover, increases profits. YOURS WITHOUT COST 
when you buy either of the 2 fast-turnover assortments below! 


ASSORTMENT +VB-X 18 each of 8HCVB and 18 each of 8VB 
pliers; 3 doz. pliers in all. 


ASSORTMENT +36AST contains six each of the following; 

6 — X8VB pliers 6 — #SP4P open end wrench set 

6 — #HCVB pliers 6 — #SP7K hex key wrench set 
12 — #180 18 pc. hex key sets 


BUY BOTH OF THESE 88¢ trade winning assortments today 
ALL UPLAND TOOLS ARE MADE IN AMERICA 


UPLAND INDUSTRIES, INC., UPLAND (Suburb of Chester), PA., U.S.A. 


HAE-Ut / 461 


Mfrs. of a full line of hex keys & hex key sets, metric keys & sets, 6”-8”-10” pliers, open end wrenches. 


Want more facts? Circle 129, p. 65 
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Naito HOME REPAIRD 
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perforated wall board. It is 22-in. 
wide and 12-in. high. Magic Iron 
Cement Co., Inc., Dept. HA, 14215 
Caine Ave., Cleveland 28, Ohio. 


Item 50 
Brass Closet floor flange 


This red brass closet floor flange 
for 4-in. DWV copper soil pipe has 
four bowl connection slots and four 
screw holes for solid floor fasten- 


ing. It is made with %-in. throat 
specially ground and polished for 
positive solder joint. Model 369. 
Mansfield Sanitary, Inc., Dept. HA, 
Perrysville, Ohio. 


Item 51 
Aluminum dog run 


Dog Trolley, a rust-free alumi- 
num dog run, consists of a strong 
cable with mounting fixtures and 
slip ring giving up to 500 sq ft of 
play space. Run can be mounted 
quickly between trees, posts, or 
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from house to fence. Comes packed 
one dozen 50 ft lengths to a con- 
tainer. Each length is display- 
packaged for self service. Break 
strength of aluminum cable exceeds 
500 Ib. Nichols Wire & Aluminum 
Co., Dept. HA, 1725 Rockingham 
Rd., Davenport, Iowa. 


Item 52 
Self serve roller display 


The Bestt Rollr display shows 
covers, rollers, trays, paint mitts 
and extension handles. The unit 


takes 17 x 23 in. of floor space. The 
front of the price card carries the 
sales message and the back con- 
tains pricing information for the 
dealer. Free with purchase of ap- 
proximately $79 in merchandise, 
dealer cost. Bestt Rollr, Inc., Dept. 
HA, 160 S. Brooke St., Fond du 
Lac, Wis. 


Item 53 
Plastic picture hangers 


Here’s a translucent plastic pic- 
ture hanger which cannot rust or 
stain the wall. Its large, flat sur- 
face provides ample area for grip- 
ping while hammering. A star-in- 
dicator on the face assures pinpoint 
positioning of nail and picture. 
Packed on self-service cards. Hang- 
ers that support up to 100 lb are 
packaged two per card; 50 lb three 
per card; 30 lb five per card; 15 lb 
six per card. There is also one card 


MEW. PLASFIC - weil ag? cust 


containing two 30 lb and three 15 
lb hangers. All are priced to retail 
at 25¢. Star Expansion, Dept. HA, 
Box 108, Mountainville, N. Y. 


Item 54 
Builders’ hardware items 


Amerock’s Catalina line has sev- 
eral new items to match the Cata- 
lina pull. Semiconcealed hinge, No. 
7675 (bottom right) is available in 
32 and 1% in. inset. Comes in pol- 
ished brass, dull bronze, satin cop- 
per and polished chromium, listing 
from 34¢ to 46¢ per pair. Each pair 
is in a plastic envelope with screws, 
25 pair to a carton. Surface hinge 


(bottom left) comes in flush and 


3, in. offset types. A knob (top 
right) and backplate (top left) 
complete the line. Amerock Corp., 
Dept. HA, Rockford, Ill. 


Item 55 
Three oil cloth patterns 


This Patio pattern is one of three 
spring oil cloth designs by Colum- 
bus Coated Fabrics. Patio is offered 
in two color styles. Other patterns 
include Glad, in four color styles, 
and R. F. D., in four color styles 
plus four matching shelf oil cloth 





GREAT NEWS for the Hardware Man! 


rol tl y momae) I>) 


What is Count-O-Cord? 

It is Coleman’s name for a new exclusive “built-in” footage indicator on 
electrical cordage. 

How is this done? 

The cordage is imprinted every 2 feet starting from “O” with ascending 
numbers (0 - 2 - 4 - 6 etc.) up to and including 250. 

What does this do for me? 

It gives you a fast, simple way of measuring a length of wire. There’s 
no guesswork or fumbling around with tape measures or yardsticks. 
Will you give me an example? 

Sure. Let’s say you have a full, 250 ft. spool and the customer wants 
50 feet. Just pull the cordage until you see the number “200” then cut! 
Can the customer do this for himself? 


Yes, and | see you are ahead of me. . . Count-O-Cord is a natural for 
“self-service”. Let the customer help himself and at the check-out counter 
you can see how much he has taken by merely subtracting the low 
number from the high number. In other words “250” minus “200” 
equals 50 ft. 


And then can / also tell how much is left on a spool? 


Yes! Just check the number at the free end of the cordage and you 
can see how many feet are remaining. 

| can see that this Count-O-Cord feature is going to save me a lot of 
time for other things and will help me sell more cordage; but, does it 
cost a lot more than ordinary cordage? 

Absolutely not! The Count-O-Cord feature is FREE. 

Where can f buy it? 

You can buy it from your favorite jobber. For a FREE SAMPLE 
just circle the proper INQUIRY CARD number. We'll do the rest! 


COUNT-O-CORD AVAILABLE IN THESE SIZES 








Size 
No. of 
Cond. 


AWG 


Nominal 


Current 


AWG 


~ 48/3 ww a 
18/3 


umber — Carrying 
ee Capacity) Stand. 
Strands | inek | Amperes| _ Pack 


16/30 [ 305 | 7 


Number 
f 


0 
Strands | 


) a3 i. 65/30 | | 
It 250 ft. 65/30 


Nominal 

Outside 
Dia. 
_Inch 


460 | 


Current 

Carrying 
Capacity 
| Amperes 





SAVES TIME! 


Stimulates “Self 
Service”. Customer 
or stockman can 
help self. 


2 


4 


SAVES TIME! © 


e) 


No need to measure = 


with straggly tapes 
or yardsticks. 


4&9) 


16/30 | .330 | 7 
16/2 | ] 
16/3 


14/3 3x | 416 | 15 Coils |__10/4 | 105/30 | .570| a 
aa 41/30 | a themed see ae SAVES TIME! 
Copper conductors, jute fillers, vinyl insulation, lh ° 
separator, vinyl outer jacket. oe 
‘A —_ Provides automatic 


instant inventory 
on each spool or 
coil. Footage 
numbers appear 
every two feet — 
indicates remaining 
footage. 








\ Spools , 12/ 22 65 30 x 
105/30 _| 






































COLEMAN 


CABLE & WIRE CO. 


1900 N. River Rd., River Grove, Ill. * Tel: (Chicago) NA 5-6215 


You can really 
COUNT on Coleman 


COR 
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numbers. All three patterns come 
in 46 and 54 in. widths. R. F. D. 
shelf to match items are in 12 and 
15 in. widths. Columbus Coated 
Fabrics Corp., Dept. HA, 7th at 
Grant Aves., Columbus 16, Ohio. 


Item 56 
Firearms care accessories 


Hoppe’s 19 accessories for clean- 
ing handguns, shotguns and rifles 
are now available individually 
mounted on 4 x 4-in., three color 
cards with complete vinyl cover. 
Cards are punched for perforated 





wall board display or self-service, 
and contain selling copy and sizes. 
Frank A. Hoppe, Dept. HA, 2314 
N. Eight St., Philadelphia, Pa. 


Item 57 
Inclined tack display unit 


Presto’s 3-tier display unit for 
tacks, brads and nails is con- 
structed on an incline so that when 
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the new tubular packs are removed, 
tube above fills empty space, keep- 
ing front row neatly stocked. Dis- 
player takes 114% in. counter space, 
and holds complete line of 27 items. 
Rows are labeled on front for con- 
sumer and on back for ease in re- 
filling. Unit is free with Deal No. 





ey mean oe nam 
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300 which includes 30 doz tubes of 
27 top sellers. Snell Jones Tacks, 
Inc., Dept. HA, 175 Fifth Ave., 
New York 10, N.Y. 


Item 58 
Double-edge paint scraper 


Allway’s double-edge paint 
scraper is designed for fine finish- 
ing. The straight edge blade is 
used for fine scraping and cabinet 
work. The serrated edge is used to 
get textured effects. Blades can 
easily be removed for replacement. 
The scraper is an unbreakable alu- 








minum die casting with a slip- 
proof grip. Allway Mfg. Co., Dept. 
HA, 1513 Olmstead Ave., Bronx 
62, N.Y. 


Item 59 
16-in. hand lawn mower 


The Yard-Man Model 1110 hand 
mower has seven austempered steel 
blades riveted to three steel spiders 





on the reel shaft. The frame is of 
il-gauge pressed steel side plates 
and a sturdy tubular steel tie bar. 
Wheel axle adjusts to allow full 
range of cutting heights. Has full 
16-in. cutting width. Yard-Man, 
Inc., Dept. HA, Jackson, Mich. 


Item 60 
Colonial-styled planter 

Alden Speare’s_ colonial-styled 
18th Century planter for flowers, 


vines and plants is fashioned of 
wrought iron and includes a pot 





and wall brackets. The brackets 
adjust to fit different size pots. An 
18 x 25 in. display sign which the 
planter can be attached to, is avail- 
able free with each 4 doz pur- 
chased. Alden Speare’s Sons Co., 
Dept. HA, Cambridge 42, Mass. 


Item 61 
Push-button shower head 


This shower head with push-but- 
ton flow control allows the user to 
turn water on or off or adjust spray 
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PLUMB % SHop >> 
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TOILET ¢. 
TANK VALVE 


LET NOISES 
















Complete with 
Brass Rod, 
Anti-Siphon Refill 
Tube and Clamp 
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SMM’ TOILET TANK VALVE 


24 Gauge Metal 


TANK VALVE _| wae 


NOW! PLUMB SHOP’S PROVED, 

MONEY-MAKING LINE IS EXPANDED MERCHANDISER PANEL 

TO INCLUDE A TOILET TANK VALVE em pe 
WHISPER QUIET—No Hiss . . . No Whistle. .. No Water Turbulence UR PLUMB SHOP MERCHAN. 
FAST FILLING—Full Open Flow .. . Refills Tank Quickly and Quietly | DISER FOR A PROFIT-MAKING COMBINATION 
DEPENDABLE-—Life-Long, Trouble-Free Service. . . yom Fo Parts SELF ATTACHING—Fasy, F erie» 
POSITIVE SHUT-OFF—Lifetime Nylon Seat . . . Will Not ou! raw ANK VALVES’ ast Hook-up to Either Side of Merchandiser 
BLISTER PACKAGE—Racks Directly to Plumb Shop Merchandiser —Frees Bin Areas and Shelf Space 
SHANDARD MODEL Stay asl Fis AN Ton AGE REQUIRED Py Nome oe Aaah 
STANDARD MODEL—Easy to Install... Fi —Pay Nothing f 
COMPLETE—Step-by-Step Directions FREE WITH Your INITI : pede 


AL ORDER 
DESIGNED AND PACKAGED FOR RETAIL PLUMBING SALES OF FOUR SILENT TANK VALVES ORDER PS300 









SPECIAL OFFER 
FOR DEALERS WHO a PS 300 INCLUDES: 




























Nistia li aeatay @ 4 Silent Toilet Tank Valves 
PLUMB SHOP @ Free Tank Valve Merchandiser Panel $9.36 
MERCHANDISER 














rps 200 A INCLUDES: 


FREE u 122 Pc. Assortm't of Tubes, Valves, Fittings 
MERCHANDISE Free Tank Valve Merchandiser Panel 

3 SILENT TOILET 1 Free Toilet Tank Valve Included 

VTA RTS: 2 Free Toilet Tank Valves on return 

$11.70 RETAIL VALUE of Free Merchandise Certificate $43.84 


[] FREE PLUMB SHOP CATALOG Wholesaler 
54 


































HA Do not send payment. Your Wholesaler will invoice you. 


© 
1 PLUMB%, SHOP DETROIT 1, MICHIGAN 


















take it from the men who know... 


LINE piastic PIPE 


® 
makes you money... 


keeps customers happy! 


“fastest moving pipe 
| ever handled,” 


says Oscar Rush, Van Camps 
Hardware and Supply Company, 
Indianapolis, Ind., about CresLINE- 
HD Flexible Plastic Pipe. “This 
pipe is a must on farm water sup- 
ply lines,” he says. 


You can be sure of customer satisfaction, too. More than 
five million feet of CresLINE-HD have been sold with- 
out a single failure in service reported. 


“in three years, 
never any trouble,” 


says E. G. Little, Evansville, Ind., 
well driller. Mr. Little started us- 
ing CresLINE-KL Semi-Rigid Pipe 
three years ago. In hundreds of in- 
stallations, he has never had the 
first bit of trouble. 


££. 
a 
i 

= oe 


8 
= ELAM. 
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STOCK THE PLASTIC PIPE YOU CAN 
i € f 


Take it from the ones who know — the men who sell plastic pipe 
and those who use it. CresLINE will make you money and give your 
customers years of trouble-free service. It’s the plastic pipe you can 
depend on! 


CALL YOUR WHOLESALER TODAY NSF 


approved 
NOTE TO WHOLESALERS: CresLINE is sold only cet 
through authorized wholesalers — never direct 


to dealers. Write for prices and full information. 


CRESCENT PLASTICS, INC. 


Dept. A-3 
955 Diamond Ave. * Evansville 7, Indiana 


PIONEER MEMBER OF 


ph ieee ge este es 
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NEW NEW EASY 


ERJOVMENT! ECONOMY! TO INSTALL: 
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without disturbing the pre-selected 
temperature setting. The unit, 
Model SC-600, is made of solid 
brass, heavily chrome-plated and 
will fit any standard shower head 
and arm. Packaged in bubble-pak 
display cards. Wrightway Engi- 
neering Co., Dept. HA, 339 W. 112th 
Pl., Chicago 28, Il. 


Item 62 
Running lights for boats 


Ray-O-Vac’s stern and bow run- 
ning lights meet Coast Guard speci- 
fications for lighting on pleasure 
boats under 26 feet. MS-2 stern 
light features knurled, corrosion 
resistant barrel, fool-proof turn- 
down switch and fluted, unbreak- 


able lens. Complete with mounting 
bracket and screws. MB-1 bow light 
is made to eliminate snagging and 
is made of Hi Impact polystyrene. 
Bow and stern lights retail at $2.98 
each. Extra CX-2 mounting brack- 
ets and PX-1 base plates are 59¢ 
each. Ray-O-Vac Co., Dept. HA, 
Madison 10, Wis. 





NEW AIDS TO HELP YOU SELL 


New catalogs, specification sheets, catalog sheets and other free 
literature to keep you posted. Circle number, p. 65 for your copy 


ITEM 71—D0OR HARDWARE CATALOG 
—Covers the Richards-Wilcox line 
of door hardware from lightweight 
sliding doors for barns and machin- 
ery sheds to large industrial sliding 
doors. Richards-Wilcox Mfg. Co., 
Dept. HA, 310 W. Third St., Au- 
rora, Ill. 


ITEM 72—PLUMBING-HEATING SUP- 
PLIES CATALOG—Illustrates and de- 
scribes complete lines of heating 
supplies, brass goods, enamelware 
and plumbing specialties. Elite 
Sales Corp., Dept. HA, 1051 Irving 
Ave., Brooklyn 27, N. Y. 


ITEM 73—PAINT TOOLS BROADSIDE 
—Describes the new Hyde Spray 
Painter and the Hydelectric Paint 
remover. Also shown is a complete 
line of self-serve packaged putty 
knives and paint and wall scrapers. 
Hyde Mfg. Co., Dept. HA, South- 
bridge, Mass. 


ITEM 74— TOOL CATALOG, PRICE 
BOOK — Called Illustrated Buyers’ 
Guide, it lists 216 individual num- 
bers of screwdrivers and nut driv- 
ers, plus over 250 other tool items 
and display units. Also has illus- 
trated coding which makes check- 
ing price and stock data easy. Vaco 
Products Co., Dept. HA, 317 E. On- 
tario St., Chicago 11, Ill. 


ITEM 75 — BUILDERS’ HARDWARE 
CATALOG—This 20-page catalog fea- 
tures Lustre Line’s line of builders’ 
hardware and aluminum specialty 
hardware. Lustre Line Products, 
Dept. HA, 53 N. Second St., Phila- 
delphia 6, Pa. 


ITEM 76—BATHROOM ACCESSORIES 
BROCHURES — Two brochures de- 
scribe the new Grant Shower Rod 
and Tub Enclosures. Contain com- 
plete data, including technical spec- 
ifications and ordering informa- 
tion. Grant Pulley & Hardware 
Corp., Dept HA, High St., Nyack, 
Nem 


ITEM 77—WHEEL GOODS CATALOG— 
Contains 16-pages which feature 


more than 50 new and redesigned 
juvenile vehicles. Also available is 
a 12-page bicycle catalog showing 
the features of Murray’s bicycles. 
Murray Ohio Mfg. Co., Dept. HA, 
635 Thompson Lane, Nashville 4, 
Tenn. 


ITEM 78—HAND TOOLS CATALOG — 
No. 361 shows the complete line of 
Channellock pliers as well as ham- 
mers and miscellaneous hand tools. 
Also available is catalog SA-1, con- 
taining a variety of displays and 
sales aids offered by the company. 
Champion DeArment Tool Co., 
Dept. HA, Meadville, Pa. 


ITEM 79—WATER COOLER CATALOG 
SHEETS—-Contains information on 
Igloo Corp.’s four new plastic-lined 
models of water coolers. Igloo Corp., 
Dept. HA, Box 7185, Memphis 18, 
Tenn. 


ITEM 80—AUTOMATIC RELIEF VALVE | 
LITERATURE—Describes Mansfield’s | 


new automatic relief valve, Model 
503, which assures temperature- 
pressure protection for hot water 
tanks and heaters. Mansfield Sani- 
tary, Inc., Dept. HA, Perrysville, 
Ohio. 


ITEM 81—POWER TOOLS & ACCES- 
SORIES CATALOG — Skil’s consumer 
line of power tools and accessories 
is fully described and illustrated in 
the new 500 Line catalog. Eleven 
new tools are listed. Skil Corp., 
Dept. HA, 5033 Elston Ave., Chi- 
cago 39, Ill. 


Item 82—SALES PROMOTION GUIDE— 
This 84-page sales promotion guide 
and catalog offers complete pro- 
grams for stepping-up sales of both 
emulsion and oil paints. Special 
emphasis is given to leading prod- 
ucts in Luminall’s line of finishes 
for home, institutional and indus- 
trial use. Luminall Paints, Div. of 
National Chemical & Mfg. Co., 
Dept. HA, 3617 S. May St., Chicago 
9, Ili. 








Stock...Display...Sell 


Magic 


America’s most complete 
line of 
quality repair products 


apveRTiseo in 


The saturday Evening 


as seen in 


Better Hom 


eS 
and Gardens 


Want a line that sells fast 12 months 
a year? Then, Magic Home Repair Prod- 
ucts are for you! Colorful bubble cards 
sell on sight to a market that expands 
at least 10% each year. 


THE ST 
RONGEST Gi ug TOU'VE Even 


Aas the 
o Eee 
20 men! 











agic pre-sells your customers with ads in 
SATURDAY EVENING POST 
BETTER HOMES & GARDENS 
HOUSE BEAUTIFUL, HOUSE & GARDEN 
MECHANIX ILLUSTRATEL 
POPULAR MECHANICS: and SUNSET 


FREE Magic 
Home Repair Center 
counter rack dis- 
plays complete stock 
of 12 different 
Magic bubble cards 
in less than 2 sq. ft. 


See your jobber today! 


PRT 
4 : 
CONEY Lt lron Cement Co., Inc. 
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STK TG TO ALL STORE MANAGERS ccccccccccccccccccesesseeSEr le 2Z6ecccececes 


THIS WEEK END WE ARE OFFERING A $1 VALUE PAINT PAN AND ROLLER WITH EACH 


GALLON OF TURNERS DELUXE VINYL NO. 8020 SOLD. 
ING A 14" PAINT BRUSH WITH RETAIL VALUE OF 50 CENTS WITH EACH QUART 

ADS WILL READ WITH EACH GALLON OR MORE 
SOLD AND / OR EACH QUART OR MORE SOLD. IN OTHER WORDS ONLY GONE OF THESE 
ITEMS WILL BE GIVEN WITH AN ORDER. 


8020 TO $4.95 PER GALLON BUT QUARTS REMAIN AT $1.75. 
UP TO NO, 


RETAIL OF $5.95 PER GALLON. 
TURNERS DELUXE PAINT PRODUCTS. 





Manager of the headquarters store, 
Dallas Barker, directs Mrs. Betty 
Herenick, advertising manager, in 
typing out a special for the day to 
a// stores. 


by T. W. Grenfell 
President 

Turner Hardware Co. 
Stockton, Calif. 


Our stores are spread over a dis- 
tance of 120 miles North to South 
and about 70 miles East to West. 
Early this year we created the new 
executive post of store coordinator. 
His duties were to call regularly on 
all stores to help in merchandising, 
pricing, advertising and other func- 
tions. The distances slowed his job 
considerably. 
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SOLD. eee eeCORRECTI ONecccece OUR 


IN ADDITION WE ARE OFFER- 


WE HAVE REDUCED THE RETAIL ON NO, 


PLEASE TRY TO SELL 


8010 AND YOU MAY OFFER SAME DEAL ON IT. ONLY AT THE REGULAR 
LETS MAKE THIS A BIG WEEK END FOR ALL 
STK TG ENDecccccccccecececeseeeeeseeseee® 


This is a typical special sale teletype message sent to all stores. The letters 
STK stand for Stockton and TG is the operator's initials. 


How to keep in touch 


with braneh stores 


Time and expense in personal contacts 


and good coordination between our I1 stores 


was sometimes a problem. Quick communication has 


helped us get better stock control, better follow through 


on promotions and a general speedup of operations. 


We felt that a means of constant 
communication with all stores could 
help us get better stock control, 
better follow through on promo- 
tions, and speed up our operations 
in general. 

Ever since April when we in- 
stalled teletype service in our 11 
stores this scene has become an 
important part of Turner Hard- 
ware Co. operations: 

A bell shatters the calm of Turn- 
er’s headquarters. The teletype 
hums to life with its familiar quiet 
click-click-click and our store co- 
ordinator rises from his desk to di- 


rect the operator. Quick steps are 
taken to fill the teletyped request. 
In a matter of minutes our busy 
executive has turned to other mat- 
ters. 


After six months of operation 
many advantages have cropped up 
in our teletype system that we 
hadn’t foreseen. Perhaps the most 
important is that any of our stores 
can type out a message to any 
other store, a selected group of 
stores, or all stores, without hav- 
ing anyone on duty at the machine 
that is being called. In the past, 
our merchandise manager and 








WITH HIGHER 


PRESSURES 
LESS hp 
LOWER COST 


9 NEW 


RED-HOT SUBS 
FROM GOULDS 


Want more facts? Circle 134, p. 


Now you can be more competitive in 
the sub market! 

The new Series UES makes your 
dollar go deeper with Goulds. For 
example, 4% hp UES pumps from 
300 feet at 40 pounds pressure...a 
rating that previously required 1, 
144 or higher hp ratings. 

Goulds UES subs give you higher 
service pressures at all rated depths 
... and with safe motor loads. 


LICKS LUBRICATION PROBLEMS. 
You never have to change the lubri- 
cant in a Goulds sub... motor is 
water-lubricated. Motor starts easier, 
lives longer because of Goulds per- 
fectly balanced, lightweight rotating 
element. Hex shaft provides surest, 
positive drive for proven Byrite 
impellers. 


TIMESAVING CABLE ARRANGE- 
MENT cuts installation time. One- 
piece motor lead drop cable (three 
leads in a single cable jacket) does 
away with splicing on the job and 
prevents wrong connections at the 
pump end. 


CONTROLS ABOVE GROUND. Com- 
pact pump control enclosed above 
ground for easy accessibility. Start- 
ing relay, capacitor, overload pro- 
tectors are all on the surface, easy 
to get at. 


SERVICE IT IN THE FIELD. Goulds 
subs are as easy to service as jets. 
You save time, money, and build 
customer good will because you 
don't have to send the pump to the 
factory for repairs. 


FREE RATING SHEET 
GOULDS @ PUMPS 


GOULDS PUMPS, INC. 
Dept. HA-61, Seneca Falls, New York 


Please send me literature, including 
complete ratings, on the new UES. 


Name 

Company 

Street 

Soe 
| RRR RIE ae 


Se ee Te Te 
et 
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ee McGILL 
TRAPS 


MOUSE 


“Snap up” unit sales with the “Can't 
Miss", attractive, self-service 2-PAC. This 
convenient, eye-appealing, buy-appealing, 
pre-priced two for nineteen cents, trens- 
parent package is a proven traffic stopper. 
Easy and dependable, four-way trigger 
action builds customer satisfaction. 


McGILL ALSTEEL 2-PAC 


These attractive, nickel- 
plated, Alsteel 2-PACS 
sell themselves. Easy 
and safe to set, sanitary 
ejection plus fast, de- 
pendable action fea- 
~ tures trap more sales. 


GEM TICKET PUNCHES 


A quality pressed steel 
nickel-plated punch with 
knurled handles at a 
popular low price. Avail- 
able with six assorted 
dies and three round 
dies. Pre-priced card 
attached. 


McGIL 


MARENGO ° 


METAL PRODUCTS 
COMPANY 
ILLINOIS 


Want more facts? Circle 135, p. 65 
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| How to keep in touch 


with branch stores 
(Continued ) 


other central office managers spent 


a great deal of time on the phone. 


_ Now, the PBX operator and others 


can go about their duties and an- 


'swer messages when convenient. 
_If an immediate answer is needed, 


the operator presses a certain key 


'and a bell sounds at a called sta- 
| tion. 
'can be sent through the use of 


Confidential messages also 
private signals. 

Our central office at Stockton can 
handle a great volume of details 
now without delay. Such things as 
customers’ requests, special orders, 
complaints, civic donations, and 
credit information are disposed of 
speedily and with a minimum of 
effort. 


“All-store broadcasts’ 


Enthusiasm during sales promo- 
tions and contests can be held at 
a high pitch through direct com- 
munications between stores. We 
can call all stores in the morning 
and put a spiff on a certain item, 
and then have the managers report 
back their sales that evening. On 
“all-store broadcasts” every store 
can read what others have to say 


_about their progress during the 


day and, in this way, they drum 


| up their own enthusiasm. 


"Good Morning" message 


In any case, it is regular pro- 


-eedure for Stockton to call all 
| stores with a 
_and also a “Good night” message 


“Good morning” 


each business day. 

Price bulletins, meetings, demon- 
strations and other such apparent- 
ly complicated procedures have all 
been handled easily by our stores 
through this system. 

Another important cost and time 
saver is this. We can locate whole- 
saler salesmen, manufacturers’ 
demonstrator salesmen, our own 
paint inspectors and other men 
on-the-move, when needed, without 
unnecessary traveling or phoning. 
We can give better customer ser- 
vice on shorts and equalize our 
inventories with the same ease. 

Our teletype cost for all stores is 
about $750 per month. We have a 
special “stunt box” circuit in each 





New Tiller Helps Beatnik 
Dig “The Most!” 


“T’li clue you, man,” 

says this blown-up beat, 

“when you’re caught with the coolie bit, just 
a little bread gets you the Model K-10 Star- 
fiyte Garden Tiller — makes a bad scene like 
a caper!” 

Or — gardening is fun with low-cost Model 
K-10! Cuts 64” swath 6” deep with 8 hard- 
ened steel tines. 115 volt AC 14 H.P. motor; 


breaks clods, aerates, pene- 
trates. Safety switch, hanger. $4495 
Suggested Retail Price 
SEE OTHER SPRING FESTI-VALUES FROM 
Portable Electric Tools, Inc. 
ON PAGE 9 
Want more facts? Circle 136, p. 65 











FOR THE FIRST TIME 


For the first time in hardware his- 
tory, customers are asking for a 
plunger by name, TOILAFLEX! 


Our huge advertising program plus 
satisfied and gratified users are 
broadcasting the name, and creat- 
inj an ever-growing demand for this 
plunger. 


A small stock of Toilaflex will enable 
you to profit from these ready and 
easy sales. , 


‘TOILAFLEX 
Toilet QUgtn Plunger 


The Plunger They 
Ask for By Name 


By the makers ot 
Water Master tank balls. 


Want more facts? Circle 137, p. 65 





MOTHER'S 
Mother's Day 


(May 14th) 


GIFT 10 YOU 


Mother dear would be here to give it to you personally (the gift This is 
that is) but she and Pa Kettle are now following my footsteps in Mrs. N. J. Freeman, 
Furope .. . making sure that | really did some work (and busi- Vic Gelb’s 
ness) when | was over there last year. | don’t know who we're _.coomag | ever-loving, 
going to get to check on them. ar grey-haired mother-in-law. 


Anyhow, Mother told me before she left to do a good turn for my fellow men. She said: “Vic (that’s my name), 
why don’t you run a free coupon in your Mother’s Day ad. Use the same coupon that was used in the Baker's 
Dozen special. Our dealer friends can clip it out... and redeem it along with the other coupons that they've 
accumulated in buying their BAKER’S DOZEN de als from their favorite jobbers.”’ 

Well, far be it from me to turn down one of the “‘grey-haired one’s’”’ suggestions. So, here’s the coupon... it’ 
valid... and redeemable by the dozen... just the way it reads. 





YOUR CHOICE } 




















| DURO-PLASTIC DURO-PLASTIC DURO-PLASTIC DURO-PLASTIC 


f 
these 4 ITEMS.. ; 


wrwye 
sss ®| MUCH IMITATED (almost too much) BUT NEVER DUPLICATED 
Order from your jobber or write to: 


THE WOOQDHILL cuHEmIcAL co. 


“The Nation’s Only Mother-in-Law Approved Line’ 


1390 E. 34th Street ° Cleveland 14, Ohio 





REMEMBER: “a Pave <e=BONUS CERTIFICATES 
Bonus coupons are, phy } —— 
redeemable by nits ‘ gl WOODHILL CHES EMICAL CO. < 
the dozen ONLY! 3 : . 


' k : ‘ : z 3 ' ee \ N O. 15 2 Ig 

CLIP and use ax GOOD FOR 1/12th Bw oe 

this coupon Ba WL OF A DOZEN TUBES , 2 az WHEN peg a 
, — —4 OF DURO-PLASTIC DARN, | #6) ) 120 

with those you ve Pa WN LOCK-IT, PLASTIC MENDER \ wt YOU GET YOUR 


received in the ayy S OR WHITE GLUE \ Ne |], ‘sonus pozen 
BAKER'S DOZEN (a i 
Specials ! 








No. 15 ) 4 28 





: no? 2 
- 7 In My Mother-in-Law You Can Prust ; 


oh ff. a: ‘ SS" LL | 
Hi Oe SD) | © 7OR 1/12th OF A DOZEN “HPe) iG 





Far 
icorrronereesl PULA DY) Oo cantliaaint a BY THE DOZEN ONLY o a hs 


o::* ty , 7 : nt ee 
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SYLVANIA LIGHTS YOUR WAY TO BIGGER PROFITS! 


Color Packs’ 


-¢ . -- 
. ~~ 
a Te = 


color-coded cartons 


LIFT PROFITS fe 


S FROM SHIPPING & 
PLATFORM 
10 OHELF 


The Color Pack boom is on! And the 
reasons start right in your warehouse. 
Color Pack shipping containers are 
color-coded by wattage. It’s easier to 
sort and stack them, and easier to spot 
the sizes you want. 


But that’s just the beginning. From 
warehouse to housewife, 
Sylvania gives you a 
complete color-coded 
system—the only one in 
the business today! 


Color Pack helps your 
stock boys. The neat 
stacks of color-coded 
packs help them spot 
which sizes are running 
low, and restock quickly. 





a ' 





e SYINANIA > 
oe ake Sep — ee ee 


2568 


I20¥V 
2568 


75 TT INSIDE ease BULBS 


And Color Pack really pays off with 
your customers. Those rainbow displays 
of rugged Color Packs 
remind them to buy 
bulbs, make it easy to 
find the size they want. 
As a result, light bulb 
sales are up as much as 
66% wherever Color 
Pack is on display—based 
on sales results across the nation in 
chains and independents. 


‘@80GGGeg 
e*eees 
_ ao. 


(@aaaa 
laaauae 
(G4Gaa@ 


| 


How’s this for sales support: Powerful 
Sylvania ads in The Saturday Evening 
Post. High-frequency commercials on 
Arthur Godfrey over CBS and on Don 
McNeill over ABC. 


Be ready for the demand. Just reach for 


the phone and call your Sylvania 
Distributor. Lighting Division, Sylvania 
Electric Products Inc., Dept. 89, 60 
Boston Street, Salem, Mass. In Canada: 
Sylvania Electric (Canada) Ltd., 
Montreal. 


2 MORE 
WAYS TO 
WIN SALES 





SYLVANTA 


Subsidiary of GENERAL TELEPHONE & ELECTRONICS Ges) 
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How to keep in touch 
with branch stores 
(Continued ) 


machine that permits any store to 
contact any or all stores. We also 
have a timing device that turns 
the machine on in the morning and 
off at night plus keeping them off 
on Sunday. These two extra items 
are included in the monthly rental 
charge. 

The telephone company installed 
the system in our stores at a 
charge of $25 per machine. The 
only other cost we incurred was 
the installation of a special ground- 
ed AC electrical outlet for each 
machine. 

Incidentally, we have realized a 
30 percent reduction in long dis- 
tance telephone bills since we have 
put in the system. —End 


Small service leads 
to low-cost goodwill 


gt 


Customers help themselves to pen- 
nies. 


To most customers, parking me- 
ters are unpopular and troublesome. 

When penny parking meters were 
installed in front of Shanck’s Hard- 
ware, Oceanside, Calif., this dealer 
decided to turn the liability into a 
public relations’ asset. 

On top of the cash register is a 
glass kept full of pennies. A small 
sign invites customers to help them- 
selves to keep parking meters tick- 
ing. The glass is firmly taped to 
the register. 

A seemingly small customer cour- 
tesy, Shanck’s penny jar is very 
popular, and credited with many 
dollars’ worth of goodwill. 




















YES, WE DO 
HAVE YOUR SIZE 


A giant 14” plier has now been added 
to Utica’s famous “Rib-Joint’’ line. 
This powerful tool with parallel jaw 
opening of 2134.6”, completes Utica’s 
full line of ‘‘Rib-Joints.’’ All are 
available from stock. We serve our 
customers by carrying the widest 
assortment of pliers—over 1,000 dif- 
ferent types. All are made to the high 
standards required by American in- 
dustry. If you sell pliers, send for the 
brand new Utica tool catalog. 


Utica Drop Forge & Tool Division, 
Kelsey-Hayes Company, Utica 4, N. Y. 


tools the experts use! 
Want more facts? Circle 140, p. 65 
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The personal touch 
(Continued from page 49) 


tivate the basket potential. We 
never ask ‘May I help you?’ of the 
shopper looking at a basket. In- 
stead, we tell her of the many 
uses the basket she has picked. We 
point out that it may be used as 
a mail basket, or for a table center- 
piece, and so on.” 

Stainless steel 


kitchen tools, 








Stretch Your Clothes Line Profits! 


priced from 75¢ to $3.50 apiece, 
have become top sales producers 
since a nationally-advertised line 
was positioned at the front end on 
an island display. A selection of 
seven different tools is displayed. 

Mrs. Ballenger frequently makes 
plus sales by showing how these 
tools go with other items. She 
shows a wooden cake plate and 
cover when she sells a _ stainless 
steel cake serving tool. When she 
sells a mixing bowl, she shows the 
shopper a steel mixing spoon. When 
she sells a wooden steak platter, 








FIBERGLAS 


va Pa 
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You'll make more money with Puritan “Stretch-Less” Fiberglas 
Center Sash Cord because you'll sell more of it! You'll have 
greater turnover — more total profit! Puritan “Stretch-Less” 

Sash Cord has 50% less stretch and 20% more strength — by 
actual scientific test — than similar quality cords because of its 
miracle FIBERGLAS CENTER! This is a quality solid braided 
cord that is non-kinking, and does not have the stiffness found in 
other cords containing non-stretch materials! Make your 
housewife-customers happy — make yourself happy with extra 
profits — and make us happy by placing your order today for new 
Puritan “Stretch-Less” Sash Cord with FIBERGLAS CENTER! 


PURITAN CORDAGE MILLS, INC. 


Louisville, Kentucky 
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she always tries to tie-in a set of 
steak knives. 

“T frequently sell a $6 set of 
steak knives when I sell a $9 steak 
platter. 

“Product-information is vital in 
selling the kitchen tools,” Mrs. 
Ballenger says. “I’ve made many 
tool sales by informing the shopper 
that this type of tool will go 
through automatic dishwashers 
without trouble. It’s a strong talk- 
ing point in this suburban area 
where electric dishwashers are 
commonplace.” 

Seemingly small touches play a 
key role in building goodwill among 
gift shoppers. 


One of the best sellers 

One of the best ceramic sellers 
is a decorative penny bank. It is 
priced at $1.19, ten cents above 
the regular price. The extra dime 
is then given as a “starter coin” 
to small fry whose mothers buy the 
banks. It’s a gesture that makes 
both mother and offspring happy, 
Mrs. Ballenger says. 

Gifts are periodically promoted 
in newspaper ads at special prices. 
The store uses a sensible plan when 
outs occur on advertised specials. 

After an item is sold out, the 
store passes out coupon-size “rain 
checks.” Made-in duplicate, the 
rain checks contain the customer’s 
name and address and telephone 
number. When the item is re- 
stocked, the customer is called. She 
uses her rain check in picking up 
the item. 


Goodwill is retained 

“The rain check eliminates the 
chance of damaged goodwill when 
we run out of specials,” says Mr. 
Morrisey. 

A case in point recently involved 
a decorated coffee pot. It was a 
$3.49 value advertised at a low 
price. The store stocked four dozen 
of the item but was swamped and 
soon ran out. Some 100 rain checks 
were passed out and used by cus- 
tomers to claim the item after it 
was re-stocked, at the special price. 

“With personal supervision our 
gift volume has doubled,” says Mr. 
Morrisey. “It is a department that 
flourishes under the direction of a 
person who knows the merchandise 
and displays, and sells with en- 
thusiasm.” 

“This can be true in any hard- 
ware store, anywhere,” —End 











One,s sold every 30 secon 1s! 


Si ngt $4.95. Staple Gung Rave 


more ‘of the selling fe 
your customers demand!" 


Kesubte : Swingline $4.95 Staple Guns outsell 


all others combined. 


*Exclusive push-button loading... built-in staple extractor... handle lock. 


FOR COMPLETE INFORMATION, CONTACT Swinglrenes.r. ISLAND CITY 1. NEW YORK 


in Canede: Saxon Office Equipment, Ltd., 156 Evans Avenue, Toronto 14, Canada 


Want more facts? Circle 142, p. 65 
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Tenite Polyethylene pipe-grade 
resins have been tested and 
approved by the National 
Sanitation Foundation for 
carrying drinking water. Pipe 
extruded from these resins has 
also passed and exceeded all 
tests specified in CS 197-60, a 
U.S. Government Standard 

for the over-all quality of 


polyethylene pipe. 

















THis 
LONG-LASTING, FLEXIBLE 
PIPE 1S MADE OF 


WEIN I es 


POLYETHYLENE 


an Eastman plastic 


Tenite Polyethylene is the brand name of a high quality 
polyethylene markete 
EASTMAN CHEMICAL PRODUCTS. INC., 
a subsidiary of EASTMAN KODAK COMPANY. 
its performance and resistance to all types 
of deterioration are outstanding. 








The pipe manufacturer's 
BRAND NAME 
displayed in this space 














carries the“Tenite”label =|“ 


The “Tenite” label is your customers’ assurance 


that the pipe is made of quality Tenite Polyethylene ; 


lumbers, farmers, builders, miners, and do-it- 

yourselfers, all are turning to polyethylene pipe 
to make their jobs a bit easier. Since all polyeth- 
ylene pipe looks the same, it’s wise to stock a brand 
that carries this “Tenite” label. 

The “‘Tenite” label attests that the pipe is made 
of Tenite Polyethylene, a carefully formulated, pipe- 
grade resin produced by Eastman, a company 
prominent in the plastics industry since 1932. This 
material is available to pipe manufacturers through- 
out the country. 

Pipe made with Tenite Polyethylene is tough, du- 
rable, yet light in weight; easy to handle and install. 
It offers outstanding resistance to weathering, stress 
cracking and electrolytic attack, and is undamaged 
by freezing and corrosive soils. This versatile pipe 
is ideal for lawn sprinkling systems, ice skating rink 
tubing, rural water distribution, coal mine drainage, 
farm irrigation, jet wells, conduit for underground 
wiring—the list of uses grows by the day. 
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Be certain the pipe you stock carries this ‘"Tenite” 
label. It is pipe that is easy to sell—pipe that stays 
sold. For the names of pipe manufacturers who use 
this material, plus a folder entitled ‘Some Questions 
and Answers about Polyethylene Pipe,’ write 
EASTMAN CHEMICAL Propucts, INc., subsidiary of 
Eastman Kodak Company, KINGSPORT, TENNESSEE. 
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POLYETHYLENE 


an Eastman plastic 
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NEW, LOW PRICES 
KLAM PON 


Re-usable Menders & Couplings for Plastic or Rubber Hose 








PATENT NO. 2,'725,246 


Revolutionary, new KLAMPONS are now in the same 
price range as old-fashioned menders and couplings 


@ KLAMPON MENDER-COUPLINGS mend plastic or rubber hose instantly, 
or couple two pieces of plain-end hose. Just insert hose ends and press 


the lever down. 


KLAMPON FEMALE COUPLINGS replace worn, bent female couplings. 
KLAMPON MALE COUPLINGS replace bent, leaky male couplings. 
Made in the popular hose sizes—7/16, 1/2 and 5/8”, and individually 


visual-packed for self-service. 


Made of solid, rust-resistant metal, with tempered steel spring. 
Ask your jobber or write us for name of nearest supplier 


WRITE FOR 1961 GARDEN CATALOG e 


FRANKLIN METAL & RUBBER €0., HATBORO, PA. 


Want more facts? Circle 144, p. 65 





new tips 
for more sales 
GARDNER Packaged 


WEATHERSTRIPS 


Gard-Strip The modern gasket type vinyl 
plastic weatherstrip for doors and 
double hung windows. 


Holdfast Treated felt on notched brass or 
white metal; also, burlap reinforced 
jute and hair felt. 


Firm-Flex (gasket type) Specially-treated 
vermin-proof felt with hemp core 
and covered with rubber-covered 
fabric. Reinforced tacking flange. 


Storm Seal (gasket type) Cotton filler 
with maroon color, rubber-coated 
sheeting. 


Spring Bronze Durable, tempered bronze 
weatherstrip for doors and double 
hung windows. Also, Door and 
Window Sets and Door Bottoms. 


Order from your jobber, or write us 


Also Stock Spring Assortments 
Clean-out Augers 
Pole Sockets 
ARDNER WIRE CO. 
1329 Se. Cicero Ave., Chicago 50, Ill. 
Want more facts? Circle 145, p. 65 
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LIQUID. 
WRENCH 


Loosens Rusted Bolts, 


nuts, 
Works screws, 
in 


seconds! 


Wy 


: te 
that 
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OVER 22 MILLION 
NATIONAL MONTHLY 
mae PREsSEGLL IT 
FOR YOU! 


At Wholesalers Everywhere! 
RADIATOR SPECIALTY CO. 
CHARLOTTE, NORTH CAROLINA 
Want more facts? Circle 146, p. 65 











The lighter moments 
in a running store 


Dealer Donald Rosenbaum thinks 
that there is a lot of humor in 
some of the happenings around his 
Rosenbaum Hardware Co., New- 
port News, Va. 

“Often, these humorous events 
are embarrassing. 

“Last Summer, for example, an 
angry customer came into my store 
with two items he had purchased 
earlier. He demanded a refund. I 
asked him why. 

“The customer told me that he 
planned on going crabbing, and 
wanted a crab net and line for a 
crab trap. He obviously was a 
novice who didn’t know what he 
wanted. Nor did the new sales- 
girl who waited on him. 

“Imagine the ribbing he must 
have taken on the boat when he 
pulled out a 100 ft hank of sash 
cord and a badminton net. I made 
the refund,” Mr. Rosenbaum says. 

“Then there was the owner of a 
Chinese restaurant, next door to 
me in the shopping center. He 
came in one day and asked to buy a 
glass cutter. I asked him to bring 
in the glass and I would cut it for 
him as a service. 

“The restaurateur said no, he 
wanted the glass cutter for 
‘around the house.’ At his puzzled 
look, I went over to the glass rack 
and showed him one of the cutters 
we use around the store. My Chi- 
nese neighbor kept repeating ‘glass 
cutter, glass cutter’ while demon- 
strating how he would use it. 

“Although I didn’t make the sale, 
I finally figured out that what my 
friend wanted was a grass cutter 
to use on the front lawn,” Mr. 
Rosenbaum says. 





HARDWARE HUMOR 


RSTO WARE] 


TRY IT! 





A Hardware Week 
Special! 


Interchangeable 
Genuine 

No. 2 Phillips 
Blade 


from a “Regular” 
into a 
"T” Handle 
Screw Driver [i ao ee 
IN SECONDS! j7) ““"** 


os 


A Truly Great "Handi-Angler’’ FREE BONUS Includes: 
Special Value with 


FREE BONUS 
To Step Up Impulse Sales 


Yes, here’s a buy that sells on sight. Everyone 
pane : VACO PRODUCTS CO. 
has wanted a high torque ““T”’ handle screw driver 317 E. Ontario St., Chicago 11, Ill. 


.. and VACO’s “Side Arm” design now gives Send me “Side Arm” screw driver carded sets @ $2.98 
them the ‘‘T’’ handle plus regular in ONE each (less my discount) ... packed 6 cards to standard carton 


unit. The FREE BONUS gives ’em a complete My Name 
fishing kit in addition . . . at no extra cost 





Bobber 








Street Address 





Jobber Inquiries Invited 





VACO PRODUCTS COMPANY, 317 E. Ontario St., Chicago 11, Illinois 


In Canada: Vaco-Lynn Products Co., Ltd.; Montreal 1, Quebec 


Want more facts? Circle 147, p. 65 
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NOW YOU CAN SELL MORE 
PFTFRS raemum ce SHELLS 
THAN A PENNY PER SHELL 





REVOLUTIONARY NEW S/P* SHELLS 
PETERS AMMO LINE FOR EVEN 


Now you can sell revolutionary new Peters premium-grade shotgun shells in all 12 
gauge high-base loads including magnums, buckshot and rifled slugs... and sell them 
for less than a penny per shell more. Just showing the new “‘SP”’ shell sells it. Cus- 
tomers see the careful internal construction... feel the slickness of the polyethylene 
that speeds up the second shots. And of course powerful local and national promo- 
tions help you tell them how the amazing new wad column gives perfect shot patterns 
every time ...and why they'll waste no more shells because of swelling or scuffing. 


“SP” sheils are a sure-selling addition to the sure-selling Peters line. Remember to 
order today! 


*Steel and polyethylene 


- 
PETERS ‘‘SP”’ 
PREMIUM GRADE 
SHOTGUN SHELLS 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN, ‘wicton is rec. u. s. par. ore, 
Want more facts? Circle 148, p. 65 
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POWER IK 
POR Les 
MORE 


EXPAND FAST-MOVING 
GREATER PROFITS! 


Faster, More Powerful Game-Getting Patterns 
because the exclusive polyethylene ‘Power 
Piston”’ wad gives better gas sealing... moves the 
shot out faster. 


Slick Feeding because the self-iubricating poly- 
ethylene shell bodies glide in and out of guns. 
ideal for pumps and autoloaders. 


No More Wasted Shells or jammed guns caused 
by scuffing or swelling. Tough ‘‘SP”’ shells are 
guaranteed to chamber in any gun regardless of 
weather or hunting conditions. 


packs the’; power! 


SELL STRAIGHT DUWN 
THE LINE Witt PETER 
COMPLETE LINE UF 
AMMUNITION! 


“HIGH VELOCITY” 
LONG RANGE 
SHELLS 


PETERS 
“VICTOR” FIELD 
LOADS 


PETERS 

“HIGH VELOCITY” 
CENTER-FIRE 

_ CARTRIDGES 


PETERS 
“HIGH VELOCITY”’ 
22 CARTRIDGES 
WITH 
“GOLDEN” BULLETS 


REG.U.S. PAT. OFF 


‘HIGH VELOCITY’’ IS A TRADEMARK OF PETERS CARTRIDGE DIVISION, REMINGTON ARMS COMPANY, IN€., BRIDGEPORT 2, CONN, 


Want more facts? Circle 148, p. 65 
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Rugged Design... 
Easy-to-Handle Balance ¢ 
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Five Sizes 
for y’’ to 6’’ 


poor ACKERMAN-JOHNS O New; 


TOGGLE BOLTS 
Spring-Wing Type 


ee Ss + ee ee 





The proven fasten- 
ing device . . . for 


use on Tile, Hollow 
or Thin Walls, Sheet 


Metal, etc. 


Wings spring to open 
position instantly—grip firm- 
ly when bolt is tightened. 


NOTHING 
HOLDS AS 
WELL AS 
ACKERMANS 


Established over the years 
as a most reliable fastener. 
Furnished in a variety of 
sizes, and with various types 
of screw heads, to take care 
of a wide range of applica- 

tions. Sturdily 
built to with- 
stand severest 
of strain. Easily 
installed. 


Write for new catalog covering 
Complete Line of Fastening De- 
vices. 


625 WEST JACKSON BLVD., CHICAGO + 55 PARK PLACE, NEW YORK 


ORIGINATORS OF THE EXPANSIVE SCREW ANCHOR 
Want more facts? 150, p. 65 


Here’s a terrific sales P-U-L-L... 


MAGNETS 


WITH THE AMAZING POWER THAT LASTS FOR YEARS 





When a customer picks up a RIZBAID Heavy-Duty Pipe 
Cutter, he’ll instantly know why it makes pipe and 
conduit cutting far easier. Perfectly balanced, it gives 
a feel of confidence no other cutter can match. Extra- 
long shank protects handle threads... . assures easy 
pressure application. Large, smooth handle gives a 
comfortable, powerful grip. Try it, and they’ll find 
a built-in cushion keeps the cutter wheel ‘‘on track’’ 
through hard or uneven spots. Rugged frame, guaran- 
teed not to break or warp, stays straight for clean cuts 
every time. 


For Work in Tight Places, 
Stock and Sell 
RI{IZAaiD 4-Wheel Pipe Cutters! 


For sure sales, stock and display the world’s most popular line of 
RILAiIm Work-Saver Pipe Tools... Call your wholesaler today! 


hs 
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Utility Horseshoe Magnet 


For every tool kit—for 
every home—an educa- 
tional toy of lasting amuse- 
ment and scientific 
interest. New more power- 
ful magnet will lift and 
hold 10 Ibs. of ferrous 
metals. 


H-7—Horseshoe Utility 
Magnet, on individual 
card. std. pkg. 1 doz. 


oe 


Power lasts indefinitely— 














we Bright Orange Color! 
ne hn ae Send for FREE CATALOG HA 5-2 


ULLMAN 


a 


2) a Al oj ee ote) ie). 7 Bale), 


Ridgetieid, Connecticut 
es 


—— 
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HENRY W. HOL- 
LANDS, owner of H. W. 
Hollands Hardware, Ca- 
nisteo, N. Y., has com- 
pleted 50 years in the re- 
tail hardware business. 
Mr. Hollands purchased 
the business from QO. O. 
Laine in 1924, and car- 
ries a complete line of 
general hardware, elec- 
trical appliances, plumb- 
ing and heating supplies. 
He began his career in 
hardware in 1910 as an errand boy with F. B. Peck 
Co., Hornell, N. Y. He worked for Peck until 1920, 
when he transferred to C. A. Burdett, also of 
Hornell. He later operated a retail hardware 
and auto accessories business. Mr. Hollands is a 
charter member of the Canisteo Rotary Club, and 
is a past president and secretary. He is also a 
member of Morning Star Lodge 65, F. & A. M. of 
Canisteo, the Corning Consistory, Corning, N. Y., 
and the Canisteo Chamber of Commerce. He is 
presently serving as a director of the Canisteo Sav- 
ings & Loan Assn., and the American Red Cross. 
Mr. Hollands’ hobbies are photography and oil 
painting. 





Plastic Coated Welded Wire 


Lawn and Flower Border 


° Needs No Stakes 
° Permanently Colorfut 
° Easily Rolled for Storage 


MADE TO LAST! 


DURABLE 
PLASTIC a4 


COATING ‘ Ny tinh iy Ye il 


at Pat ‘i 
it _ if ” 


x eee sa HH ll if) | 


tt th 


OolielenClit-laeMejil-le-Melel icli-melace 
tection! Customers get the rust- 
resistant qualities of galvanized 
wire combined with this tough, 
plastic outer surface. - 


Already a Proven Profit-Maker 


COLOR-GUARD was placed on the market only 
recently, and leading jobbers are already sending in 
substantial reorders for the “hottest”? new lawn and 
garden item offered this year. 

COLOR-GUARD js not just another flower border. It 
is made of tougher, stronger electric furnace steel ... 
wire is heavy duty galvanized after welding . . . and 
finally, it is thoroughly covered with a smooth, durable 
plastic coating in a choice of white, green or yellow. 


Write For Full Profit Story 


orthwestern 


STEEL AND WIRE COMPANY 
Since 1879 
STERLING, ILLINOIS 


Want more facts? Circle 152, p. 65 
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eS HolLDenw 
3 BUC KILLER 


LLS 
NIGHT FLYING 
INSECTS 
BEFORE THEY 
LAY EGGS 


ODOR FREE 


HARMLESS 
TO BIRDS, BEES 
AND CHILDREN 


WORKS 
4 HOURS 
FOR 1¢ 


i $39.05 | 


HoL-DeM 


electronic 


BUG KILLER 


Miracle BLACK-LIGHT Lamp draws in- 
sects from 100 yards in all directions 

. they can’t resist its mysterious 
fascination . .. then whoosh... they 
are trapped in a jet stream that leads 
straight to mass destruction in a con- 
veniently emptied bag. 


Kills flies, mosquitos, gnats, moths, 
fruit flies and many crop and livestock 
pests. WORKS INDOORS OR OUT 


No messy litter of bugs on the floor 














Shocks thru weeds 


THUNDERBIRD 


Electric Fencer 


Amazing new high-voltage electric 
fencer can’t be shorted out by weeds, 
even when dripping wet .. . keeps 
right on shocking as if the weeds 
weren't there. $39.95 


Holds stock in dry or rainy weather 
Excellent for all fence applications. 
Costs only 8¢ per month to operate 


Charges all the fence on a section of 
land 











Your HoL-DeM distributor has them. 
HoL-DEM Electric Fencer Co. 
1364 N.E. Quincy, Minneapolis 13, Minn. 
Want more facts? Circle 153, p. 65 A 
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Convention Calendar 





conventions 


shows 


conferences 








May 

23-25 Industrial Supply Convention, 
Atlantic City. 

June 

1-23 Bostwick-Braun Co., Annual Toy 
& Holiday Gift Merchandise 
Show, Toledo, Ohio. 

4-5 United Hardware Distributing 
Co., Annual Toy Show, St. Paul, 
Minn. 

5-16 Cotter & Co., Semi-annual Con- 
vention & Fall Toy & Gift Show, 
Chicago. 

6-8 Piedmont Hardware Co., An- 
nual Toy Show, Danville, Va. 

11-12 S & M Co., Dealer Show, Min- 
neapolis, Minn. 

11-13 Ace Hardware Corp., Summer 
Convention & Toy Show, Chi- 
cago. 

18-21 The Lawn Mower Institute, Inc., 
Annual Convention, Asheville, 


N. C. 


y 

9-13 National Retail Hardware 
Assn. Congress, Denver, Colo. 

10-14 National Housewares Exhibit, 
Chicago. 


Jul 





Convention Check List 


For complete details about the convention listed by dates below use 
the alphabetical listing following this quick check list. 





16-26 Geo. Worthington Co., Annual 
Toy & Gift Show, Cleveland, 
Ohio. 

23-25 Our Own Hardware Co., Sum- 
mer Convention, Minneapolis, 
Minn. 

28-30 Billings Hardware Co., Annual 
Housewares & Gift Show, Bill- 
ings, Mont. 

August 

7-10 Eastern Housewares Show, New 
York, N. Y. 

20-23 Fishing Tackle Trade Show, Chi- 


cago. 
29-31 Allison-Erwin Co., Fall Hard- 
ware-Housewares Show, Char- 
lotte, N. C. 
September 
19-20 North Dakota Retail Hardware 
Assn. Convention, Fargo, N. D. 
October 
2-6 National Hardware Show, Chi- 


cago. 
15-18 National Builders’ Hardware 
Convention, Miami Beach, Fla. 
20-22 Eastern Lawn, Garden & Allied 
Products Trade Show, New York, 
N. Y 








National Events 


Industrial Supply Convention, May 23- 
25, Hotel Traymore, Atlantic City. 
Sponsored by American Supply & 
Machinery Mfrs. Assn., W. B. 
Thomas, Thomas-Hunter Associates, 
2130 Keith Bldg., Cleveland 15, busi- 
ness manager; National Industrial 
Distributors’ Assn., 1900 Arch St., 
Philadelphia 3, Robert C. Fernley, 
executive secretary; Southern In- 
dustrial Distributors’ Assn., 712 
Volunteer Bldg., Atlanta, Ga., E. L. 
Pugh, secretary-treasurer. 


National Builders’ Hardware Conven- 
tion, Oct. 15-18, Miami Beach, Fla. 
Headquarters at Fountainbleau Ho- 
tel. Sponsored by National Build- 
ers’ Hardware Assn., William S. 
Haswell, managing director, 515 
Madison Ave., New York, and Amer- 
ican Society of Architectural Hard- 
ware Consultants, George P. Mer- 
rill, executive secretary, 220 “E” 
St., Santa Rosa, Calif. 


National Hardware Show, Oct. 2-6, at 
McCormick Place, Chicago. Spon- 
sored by National Hardware Show, 


Inc., 331 Madison Ave., New York 
17, N. Y. Frank Yeager, managing 
director. 


National Housewares Exhibit, July 10- 
14, at McCormick Place, Chicago. 
Sponsored by National Housewares 
Mfrs. Assn., 1130 Merchandise 
Mart, Chicago 54, Ill. Dolph Zapfel, 
secretary. 


National Retail Hardware Assn. Con- 
gress, July 9-13, at Denver Hilton 
Hotel, Denver, Colo. Sponsored by 
the National Retail Hardware 
Assn., 964 N. Pennsylvania St., In- 
dianapolis 4, Ind. 


Regional—State 


Ace Hardware Corp., Chicago, Sum- 
mer Convention & Toy Show, June 
11-13, at main exhibit hall of the 
Palmer House, Chicago. 


Allison - Erwin Co., Fall Hardware- 
Housewares Show, Aug. 29-31, at 
company offices, 2920 N. Tryon St., 
Charlotte, N. C. 


Billings Hardware Co., Billings, Mont., 
(Continued on page 97) 
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ANOTHER PRODUCT 
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\ POST 


the “five-times-better” 
SANDPAPER 








Sand it easy 
re t-lalomiar- tian 
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50 Canis 5 times better! 


rs 1 <a 
if For wood, metal or composition 


anorere paopect 








50 SHEETS | One of our regularly scheduled adverti mer oe 
in the Saturday Evening Post. For 5 OF a 
our new ADALOX merchandising program write to —— 
Dept. HA-5, BEHR-MANNING CO., Troy,N.Y., 

a division of Norton Company. 





ws 


ADALOX= the quality sandpaper 


backed by Saturday Evening Post 
advertising and merchandising 
plus powerful in-store Promotion aids! 4, ~~ 





M IKE presents a complete line of SISALS . 


packaged for convenient selling 


_ROPE unoiled 


All sizes 1/4’’ diameter to 1’’ diameter 
420 Ib. test — 6300 Ib. test. 
Put up in 100 ft. coils —banded. 
ee y 7 Put up in 52 Ib. cartons—center pull 
; _—— dispensing type. 


nner” 


TYING TWINE 


1 ply—160 Ib. test —22 lb. and 52 lb. cartons. 
2 ply —320 Ib. test—22 lb. cartons. 

Put up on coreless tubes in individual 
self-dispensing center pull cartons. 


SISAL 


FEE 
WRAPPING TWINE 
“ene w eax cd . . 


55 Ib. test. Put up on 1/2 lb. and 1 lb. coreless tube. 
Each tube labeled and wrapped in cellophane. 


_— - _ - od — — — — 


‘Put your confidence in 
the QUALITY LINE... 


Vinyl Weather Stripping Mop Heads 
Wood Glue Wrapping Twines 
Braided Nyion Line Kitchen Lines 
Seine Twines Express Twines 
Seine Cords Chalk Lines 


Trot Lines Parcel Post Twines 
Staging Polished India Twines Orders of $75.00 or more, freight 


Venetian Blind Cord Piastic Clothes Lines prepaid. Orders of less than $30.00 
Sash Cords Jute Twine 


 f. 0. b. Mill, Lawndale, N. C., Van Nuys, 
ton cies. > hi oe Calif., Marietta, Minnesota, Dallas, Texas, 
Fishing Lines Masking Tape or Waynetown, Ind. Orders of $30.00 to 
Starter Rope Freezer Tape $75.00, freight allowed to $1.00 per cwt. 
Polyethylene Ropes Freight prepaid does not include extra 
charges incurred outside carrier’s 
regular zone of delivery. 


pone 


Cleveland mill 
esrsusneo vers WICVEIANG Mills Company vonou-. ».« 


14346 Bessemer St., Van Nuys, Calif. e Marietta, Minn. 


a 


. 2644 Freewoed Drive, Dallas 20, Texas. e Waynetown, Ind. 
Want more facts? Circle 155, p. 65 
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Fifth Annual Housewares and Gift 
Show, July 28-30, at Shrine Audi- 
torium, Billings, Mont. 


Bostwick-Braun Co., Annual Toy and 
Holiday Gift Merchandise Show, 
June 1-23, at company offices, cor. 
Summit & Monroe Sts., Toledo, 
Ohio. 


Cotter & Co., Semi-Annual Conven- 
tion & Fall Toy & Gift Show, June 
5-16, at company offices, 2740 Cly- 
bourn Ave., Chicago 14, III. 


Eastern Housewares Show, Aug. 7-10, 
at Coliseum, New York, N. Y. Hall- 
Erickson, Inc., 28 E. Jackson Blvd., 
Chicago, show managers. 


Eastern Lawn, Garden, & Allied Prod- 
ucts Trade Show, Oct. 20-22, at Col- 
iseum, New York, N. Y. Frank 
Yeager, Suite 1103, 331 Madison 
Ave., New York, N. Y. 


Fishing Tackle Trade Show, Aug. 20- 
23, at Hotel Sherman, Chicago. 
Sponsored by Associated Fishing 
Tackle Mfrs., 20 N. Wacker Drive, 
Chicago. A. J. Boehm, executive 
secretary. 


The Lawn Mower Institute, Inc., 
Washington, D. C., Annual Conven- 
tion, June 18-21, at Grove Park Inn, 
Asheville, N. C. 


North Dakota Retail Hardware Assn. 
Convention, Sept. 19-20, Fargo, 
N. D. Sessions & Exhibits at New 
Civic Memorial Auditorium. John 
Haukedahl, 54% Broadway, Fargo, 
N. D. 


Our Own Hardware Co., Summer Con- 
vention, July 23-25, at company 
offices, 618 N. Third St., Minneap- 
olis 40, Minn. 


Piedmont Hardware Co., Annual Toy 
Show, June 6-8, at company offices, 
554 Craghead St., Danville, Va. 


S & M Co., Dealer Show, June 11-12, 
at company offices, Arthur & Ken- 
nedy Sts., N. E., Minneapolis, Minn. 


United Hardware Distributing Co., 
Minneapolis, Annual Toy Show, 
June 4-5, East Room of Grand- 
stand, State Fairgrounds, St. Paul, 
Minn. 


Geo. Worthington Co., Annual Toy & 
Gift Show, July 16-26, at company 
offices, 802 St. Clair St., Cleveland, 
Ohio. 





ONE DEPENDABLE SOURCE 


‘eeeeed Seeeid rand van 


i Ai 


for the right track and hanger 


From lightweight sliding doors for barns and machinery sheds to ex- 
tremely large industrial sliding doors R-W offers a track and hanger 
combination designed to meet your customers exact requirements. Each 
is “job-rated” to offer years of dependable service and trouble-free 
operation. Now is the time to check-through your R-W Catalog “ware- 
house” of “profit-plus” hardware specialties. Stock-up now with the 
many fast-moving standard items and keep in mind the many specialties 
that you will want to order on customer request. Remember your R-W 
Catalogs include everything from airplane hangar door hardware to 
vanishing door hardware . . . its your direct line to “extra profits.” 


Trucks on all 
R-W Hangers are 
cadmium plated 
ot no extra 
charge . . . pro- 
tects against rust 
ond corrosion... 


| Track available in wide 
Track and hanger aprons finished in Gray a on 
Enamel specifically formulated for R-W to pro- / se made P 
vide maximum resistance to rust and weather. | OD req . 


Heavy-duty construction used throughout R-W ——— ro He 
Hangers . . . available with roller or ball : esaiaihir ti di pi —. 
bearings . . . most offer both vertical and wae Guan woo 
lateral adjustments plus many other impor- ing over one fon. 

tant features. 


Write today for com- Richards-Wi icox 


plete information... 





request your free copy MANUFACTURING COMPANY 
of Catalog No. A-400. A HANGER FOR ANY DOOR THAT SLIDES 


310 W. THIRD ST. © AURORA, ILL. © Branches in all Principal Cities 
more facts? Circle 156, p. 65 
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PLASTIC HOUSEWARES 


“YZ TTI 


a Special 
[46 Table Pitcher. "$98 $88 
L-45 Refrig. Pitcher . So 88 
3-pc. Cov'd Bowl Set.. .45 39 
L-125S Lg. Drain Tray 1.98 1.79 
L-124S Std. Drain Tray 1.69 1.49 
L-126 Dish Drainer... 1.49 1.29 
L-72 Relish Tray.... .39 .29 
T-1$ Silverware Tray . .69 99 
T-2S Silverware Tray . .98 .88 
T-3 Silverware Tray... .79 .69 
T-4 Silverware Tray.. .98 .88 


2ND QUARTER 


mo 
‘ote, sol 


PROFIT MORE on these special offers by 
STOCKING UP for year-round selling ! Contact 
your supplier, or write: 


COLUMBUS PLASTIC PRODUCTS, INC. 


, Columbus 23, Ohio 


Guaranteed by THE WORLD’S LARGEST manufacturer of plastic housewares 
Want more facts? Circle 157, p. 65 





Balding Barber Picks 
New Edger-Trimmer 


"I like to clip close, and the anti-scalp guard 
convinced me,” says this feigned tonsorial 

artist, “‘that’s why I chose the new Starfiyte 
E-65 Edger-Trimmer to keep my prized lawn 
in perfect condition.” 

Starflyte E-65 Edger-Trimmer cuts full 6” 
swath, has precision setting 1” to 2” cut- 
ting height. Extra wide rubber wheels 
prevent rutting. Safety switch, $9 69 5 


115 volt AC motor, 8000 rpm. 
Suggested Retail Price 
SEE OTHER SPRING FESTI-VALUES FROM 


Portable Electric Tools, Inc. 


Want more facts? Circle 158, p. 65 
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il OW A Revolutionary 


Scientific Advancement 


offers a 


permanent 


DRY OUT 


CRACK OR 
CRUMBLE— 


COMPLETELY WATERPROOF 


@Compact chipboard carries complete 
instructions. 


®@ Fye catching point of purchase 
display. 


@ Public appealing merchandising aids. 


BLACK TECHNICAL INDUSTRIES, INC., 
115 NEW MONTGOMERY ST., SAN FRANCISCO 


Want more facts? Circle 159, p. 65 





Watching newspapers is 
dealer’s clue to sales 


Keeping a sharp eye on the news 
paid dividends in the form of 20 
full-list price electric water heater 
sales ina month for George 
Hunten, owner, Howard’s Hard- 
ware Co., Paonia, Colo. 

Leafing through the pages of the 
Paonia newspaper, Mr. Hunten 
came across an item which stated 
that some 35 homes, formerly 
owned by a coal mining agency, 
were being sold by the mining con- 
cern to its employees. The mine, 
one of the largest in western Colo- 
rado, formerly provided the hous- 
ing on a low-rent basis to its per- 
manent employees. 

Mr. Hunten knew that all of the 
homes were steam-heated and pro- 
vided with hot water from a cen- 
tral boiler operated by the mining 
organization. 

Since this service was to be 
dropped, Mr. Hunten knew that 
every purchaser of one of the com- 
pany houses would need reliable 
quick-recovery water heating. Elec- 
tric water heaters, because of the 
prevailing low rate in the area, 
would fit the situation admirably. 


Phone calls paid off 


Mr. Hunten consequently dropped 
all other interests for 10 days, 
making a personal call on every 
purchaser of a company house 
armed with the complete sales 
story on electric water heaters. 
By the end of the month he had 
sold 20 with no discount com- 
petition or any of the usual com- 
petitive worries. 

Along with the water heaters 
this shrewd dealer added a healthy 
quota of automatic washer and 
dryer sales plus half a dozen re- 
frigerators and as many TV sets. 

“Deals like this won’t wait for 
the customer to come in,” Mr. 
Hunten says. “If I hadn’t gone out 
and started ringing doorbells at 
once I probably would have sold 
only two or three of the water 
heaters.” 

The daily newspapers in any 
town often provide clues to pos- 
sible new sales. Old buildings be- 
ing modernized, new homes going 
up, businesses moving, etc. An 
alertness to such changes can pay 
off in sales if you are willing to 
make outside calls. 





Quality is a‘‘buyword’’ with today’s hand tool user. 


Now as never before, your customers want a wrench that looks 
and feels right. And this is why S-K/Lectrolite wrenches 
deliver such remarkable sales results. 


Properly displayed, S-K /Lectrolite wrenches literally sell 
themselves. Once a customer gets one of these fine tools in his 
hand, he can actually feel the difference in quality . . . the 
highly polished finish, the fist-fitting comfort, the perfect weight 
and balance. Result: his own judgment tells him, 

“This is the tool for me!”’ 


S-K /Lectrolite ... the quality wrench line. A complete 
selection of sockets, handles and wrenches .. . sold in sets to 
give you 4 to 6 time turnover. 


See reverse side for sales-proven S-K /Lectrolite Displays. 








That extra quality 7 
your customers 
can feel 


Me te Ny 






ws 


Adjustables...ratchets...sockets...open TSW TE: Spasever 


end wrenches... pliers. 


* | 4. SK-57 
muttifid. 7 .. opaSaver’* 
a: Display 


L-35-H 


.. pipe wrenches... 


speeders...extensions... combination wrenches... 


box end wrenches... flex sockets...deep sockets... 


universal joints... flex handles...spark plug sockets...adapters...tire tools 


»-K/Lectrolite has ’em all 





SpaSaver* 
Display 


_L-6 
SpaSaver* 
Display 


SK-5 


a K- 
SpaSaver’ 


Display 


...plus the finest array of point- 
of-purchase merchandisers available. 


S-K/Lectrolite SpaSaver* Displays invite 
your customers to stop, look, feel and buy 


You use a minimum of space and get 
maximum tool exposure 


Merchandisers are supplied FREE with 
purchase of tools displayed 


Nationally advertised in outstanding 
trade and consumer publications 


Yes, you get professional merchandising aid from 

S-K /Lectrolite. These displays stand head and shoulders 
above competition . . . in eye-catching appeal, proper tool 
exposure and space-saving economy. Remember, there’s a 
big, proven market for S-K/Lectrolite tools. Why not find out 
now how you, too, can cash in on this proven profit line! 


*Trademark 


diol CHICAGO 32; ILLINOIS 
- 
DEFIANCE, OHIO 


Designers and manufacturers of quality wrenches since 1923 


For more details, circle No. 101 on your Information Card 


Printed in U.S. A. 





How’s the Hardware Business? 





B&D unveils cordless electric drill- 
opens new fields for portable tools 


Cordless electric power tools, once 
a Buck Rogers dream, are now a 
reality. Culminating several years 
of intensive research, Black & 
Decker Mfg. Co. has unveiled a new 
cordless, %4-in. portable electric 
drill. 

Driven by a power cell in the 
handle, the new unit has all the 
characteristics of a regular electric 
drill in drilling wood and metal. The 
technical breakthrough represented 
by this tool opens new areas for 
drill uses. 

While the company declines to 
comment on the application of this 
new design to other portable tools, 
observers predict that, in time, it 
will most likely by applied to sev- 
eral other types of electric portable 
tools. 

The power cell in the new B&D 
unit is rechargeable by means of a 
unit that plugs into the drill and 
into a conventional electric outlet. 

Key factor in the technical break- 
through represented by this unit is 
the development of an entirely new 
type of electric motor that is totally 
enclosed and shockproof. 

The new unit weighs 4 lb, or 
about %4-lb more than the cord drill. 

Here are some questions and an- 
swers on this new cordless drill. 

What is the price? Will retail at 
about $50, including the power cell, 
but excluding the charging unit. 
Charger is handled separately so 
consumer doesn’t have to buy two 
chargers when buying a_ second 
drill. Prices on replacement power 
cells have not been set. 

How long will a charge last? Test 
indicate that you can drill 400 
14-in. holes in °%4-in. fir before re- 
charging will be necessary. 


Will the power cells lose their 


charge on a store shelf? A little, 
but it would take several months 
before power was too low to drill 
a hole. A quick charge would bring 


, . . this is the new cordless electric 
Y4-in. Black & Decker drill. The 
power cell in the handle is recharged 
by plugging into a receptacle lo- 
cated at the top righthand end of 
the handle casing. 


the unit back up to full efficiency. 

How is the power cell recharged? 
Charging unit is plugged into the 
tool and into a conventional wall 
outlet. At a “high” setting, re- 
charging takes five hours. On the 
“low” setting it takes overnight. 

When will the drill be available? 
Production is planned to start in 
August, to be in distribution begin- 
ning September, with the Fall and 
Christmas markets the big targets. 

Can you get a shock from it? No, 
it is completely shockproof. 

Do you need special drills? No, 
the chuck is the same as on present 
models, and any 1-in. shank drill 
can be used. 

How long will the power cells 
last? Tests indicate that cells can 
be re-charged 400 times before they 
need replacement. This is equal to 
drilling about 30,000 14-in. holes in 
34,-in. fir. 


Business failures rise 


A three-week decline in commer- 
cial and industrial business failures 
was reversed during the week ended 
April 13, reports Dun & Bradstreet. 
Failures jumped to 383, compared 
to 343 th preceding week and 308 
during the comparable week a year 
ago. 


> »® 
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Hardware buyers lead 
in show attendance 


The importance of hardware 
wholesalers and dealers in the mar- 
keting of housewares is seen in 
attendance figures for the 1961 
National Housewares Show in Chi- 
cago in January. 

The National Housewares Manu- 
facturers’ Assn. reports that more 
than 25 percent of the total regis- 
trations in the Hardware field. 
Hardware retailers numbered 822, 
or 16 percent of the retail total. De- 
partment stores were first with 
1547. Variety store registrations, 
third largest of the 13 categories, 
were 470. 

Among wholesalers, the house- 
wares and hardware distributor 
group accounted for 2332 registra- 
tions, or 33 percent of the whole- 
sale total. Second largest of the 
13 wholesale categories was electri- 
eal housewares distributors with 
835 registrations. 


Ward's summer prices 
average 4.5% less 


Prices on key items in Mont- 
gomery Ward’s Summer Catalog 
have been reduced about 4.5 per- 
cent. Largest price reductions were 
in clothing. Other reductions are 
in big ticket appliances and fur- 
niture. 

A 4-page insert in the front of 
the book describes several of 
Ward’s credit plans. 

The 352-page catalog has been..: 
distributed to more than 7 mil- 
lion customers. 


Manufacturers expand, 
move to new facilities 


Lancaster Pump & Mfg. Co., 
Lancaster, Pa.—vrecently broke 
ground for a two-story wing which 
will double the size of its present 
plant. 

Melnor Industries, Moonachie, 
N. J.—has added a 40,000 sq ft 
wing to the 75,000 sq ft facility 
opened last September. The new 
addition has five completely auto- 
matic loading docks. 

Rubbermaid, Inc., Wooster, Ohio 
—will begin construction of an ad- 
ditional office building and factory. 
The buildings will cover 124,000 sq 
ft. Cost is estimated at $13 mil- 
lion. 
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TIGHTWADS! 


(They know how to hang on to your delivery dollars) 


You'll find that any Chevy delivery panel is a tightwad to the core. A born nickel-nurser with 
famous 6-cylinder power that never stops nipping at fuel and maintenance expense; a tough 
pennypincher that stays on the job with fewer repairs. And Chevrolet gives you a lot of these 
thrifty panels to choose from—18 models in all, including Corvans, Step-Vans, Step-Van 7’s, 
conventional panels and Forward Control chassis models. Below are some of the details on each 
basic type. For the full story on the one model that best suits your job, see your Chevrolet dealer! 


NEW CHEVROLET STEP-VAN 7. It’s route-ready, roomy 
and rugged —just right to hold down costs on hustling 
door-to-door deliveries. With its ideal size, reserve of 
economical power, rugged build and velvet-smooth 
ride, the Step-Van 7 offers profit-producing efficiency 
that’s unmatched by any other truck of its type. You 
get 211 cubic feet of load space, astride an easy- 
handling 102-inch wheelbase, powered by the famous 
gas-saving 135-hp. Thriftmaster 6. And this ideal 
combination of working ability and thrift teams up 
with Chevrolet’s road-smoothing Independent Front 
Suspension—an advancement that saves truck wear, 
reduces maintenance, cargo damage and driver fatigue. 


CONVENTIONAL PANEL. Here’s big payload capacity 
plus tough-truck build—everything it takes to do a 
better day’s work more economically. These are king- 
sized panels, with up to 231 cubic feet of cargo space 
(and they’ll carry loads as heavy as 3,000 |bs.). Bodies 
go up to 1014 feet in length and G.V.W.’s go up to 
7,800 lbs. They’re easy-working panels, too. Low 
floor height makes loading a snap; high, wide rear 
doors, equipped with telescoping door checks, help 
you pile in roof-high loads with minimum effort. And 
there are all the benefits of Chevrolet truck Independ- 
ent Front Suspension, plus the work-proved economy 
of the famous 135-hp. Thriftmaster 6 engine. 
(Husky, power-packed Trademaster V8 is optional 
at extra cost.) 


CORVAIR 95 CORVAN. It’s Chevy’s new rear-engine 
wonder; a truck that puts a new kind of efficiency on 
any delivery job it tackles. The nimble 95-inch wheel- 
base makes maneuvering a breeze; and thanks to 
4-wheel independent suspension, bumps have never 


been less bothersome. There’s a big 1,800-lb. payload 
rating and a spacious 191-cubic-foot load area, double- 
walled for strength. Handling’s uniformly good loaded 
or empty —thanks to nearly 50-50 weight distribution. 
Extra loading ease stems from low loading heights, 
wide-opening rear and side doors (left-hand double 
side doors optional at extra cost). And the rear- 
mounted air-cooled Turbo-Air 6 keeps you ahead on 
fuel and maintenance costs. 


CHEVROLET STEP-VAN. Sure-fire savers on grueling 
stop-and-go grinds that call for big loads and walk-in 
convenience. Choose from six spacious models—each 
one ready for rugged routes with a durable body and 
tough Forward Control chassis, supplied by Chevrolet 
as one complete unit. Bodies come in 8-, 10- or 12-foot 
lengths. G.V.W.’s range from 5,600 lbs. all the way up 
to 10,000 lbs. Loading and unloading is quick and 
easy, thanks to big, wide doors and a load compart- 
ment that’s lined throughout with smooth steel panels. 
The roomy interior is fully protected by insulated, 
watertight body construction. 


CHEVROLET FORWARD CONTROL CHASSIS. With Chevy’s 
brand of power and durability, it’s a work-proved 
basis for bigger profits when combined with the 
special body of your choice. Chassis are available in 
seven different models with G.V.W.’s ranging from 
5,400 to 10,000 lbs. and wheelbases of 102, 104, 125 
and 137 inches. Fitted out with 7-, 8-, 10- or 12-foot 
bodies, these Chevies suit many multi-stop operations. 
It’s more evidence that your Chevrolet dealer has all 
the best answers to all of your delivery truck needs— 
so see him soon! . . . Chevrolet Division of General 
Motors, Detroit 2, Michigan. 


1961 CHEVROLET STURDI-BILT TRUCKS 42am? 


Want more facts? Circle 160, p. 65 
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Consumer Mailers —— 


New Wholesalers’ Aids for Dealers’ Use 


Belknap circular offers 
65 economy-priced items 


Belknap Hardware & Mfg. Co., 
Louisville wholesaler, is offering 
dealers a 4-page, 4-color tabloid 
size Red Tag Sale circular for use 
during the summer months. 

The circular features 65 econ- 
omy-priced items, including house- 


wares, tools, fix-up supplies and 
items for outdoor living. 

A coupon special on household 
sponges is offered to generate store 
traffic. 

Dealers also receive a complete 
store display kit, window stream- 
ers, price cards and price tags. 
Newspaper ad mats of featured 
items are available. 


Ace mailer has 32 pages 
plus 4-page farm insert 


Ace Hardware Corp., Chicago 
wholesaler, is using a 32-page 
mailer that has five coupon items 
plus a 4-page farm insert. 

The Spring Bargains Booklet 
has 12 pages of housewares, 6 
pages lawn and garden goods, 4 
pages paint and sundries, 4 pages 
hand and power tools, 3 pages 
sporting goods and 2 pages elect- 
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rical and plumbing needs plus a 
decorative cover. The 4-page insert 
consists of farm supplies and 
equipment. 

Coupon items on lawn and gar- 
den goods and housewares were 
designed to generate store traf- 
fic. A coupon special was also in- 
cluded in the insert. 

Each dealer received a complete 
point-of-sale kit containing a series 
of counter talking cards. 


Barnes Water Wizard plan 
helps sell water systems 


A Water Wizard promotion to 
increase dealer sales of rural and 
suburban water systems has been 
started by Barnes Mfg. Co., Mans- 
field, Ohio. 

The program is based on spe 
cialized training of dealers in 
water systems. 

Free pump and well inspection 
will be offered water systems 
owners to generate consumer in- 
terest. 

Dealers will also work closer 
with customers and health author- 
ities on water purity tests. 

Barnes details the plan in a bro- 
chure containing a variety of mer- 
chandising aids for wholesaler 
and dealer use. The program will 
be promoted by direct mail and 
point-of-purchase materials. 





SEND 
POR Ss 
ao 


DISPLAYS 


3 SELF-SELLING DISPLAYS TO 
ATTRACT ¢ Outdoor Cooking Cus- 
tomers e Paint-Buying Customers 
e Hunting or Fishing Customers 


MAIL COUPON TODAY 


Wear-Ever Aluminum, Inc. 
Housewares Foil Division 
New Kensington, Pa. 


Please send me free, your three self- 
selling Alcoa Wrap displays. 


Name 
Store ese 


Address___ 


City ST cial 
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WHEN YOU PUSH PAINTING NEEDS -don't forget the Alcoa* Wrap. 


Remind your do-it-yourself customers they can have the fun of painting without the bothersome cleanup. 


Tell them to line their roller trays with Alcoa Wrap. Tell them to seal up paint-soaked brushes and rollers 


in Alcoa Wrap. This way, rollers and paintbrushes will be ready to go again on a moment's notice. Suggest 


putting Alcoa Wrap under drippy paint cans. Suggest covering paint cans with Alcoa Wrap instead of 
bothering with messy lids. Build customer good will, build extra profits for yourself— 


PUSH ALCOA WRAP 


HOUSEHOLD: 12-in. width in 
25- or 75-ft.-long rolls. 


HEAVY DUTY: 12- and 
18-in. widths, 25-ft.- 
long rolls. 


INTERFOLDED: ‘‘pop-out’’ box 
dispenses 75 (12x10%4") sheets. 


Want more facts? Circle 161, p. 65 
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Red Jacket credit plan 


helps sell water systems 

A time payment plan to help 
dealers sell more water systems is 
being offered by Red Jacket Mfg. 
Co., Davenport, Iowa. The plan is 
to promote sales to customers who 
put off buying because of financial 
situations. 

The credit plan is being handled 
by Allied Building Credits, Los 
Angeles. Under the program, no 
down payment is required unless 


the dealer requests one. It pro- 
vides for repayment terms up to 
36 months, and in some larger 
transactions, up to 60 months. Pay- 
ments as low as $10 per month may 
be arranged. 

Repayments are made through 
the dealer’s store, thus the plan 
serves as a traffic builder. 

The finance company will accept 
customer’s note without recourse, 
and cash for the sale is immedi- 
ately sent to the dealer upon com- 
pletion of the transaction. 





Cash in on 
The GROWING 


CONSUMER 
PREFERENCE 





Whether your customer is a professional 
builder, home repair contractor or do- 
it-yourselfer . . . 
for ARROW by name when he’s in 
the market for tackers. These are the 
prime prospects who recognize and ap- 
preciate lasting quality and dependable 


performance in their tools. That’s why lt, 


they prefer to buy ARROW over other 
tacker brands. 


And ARROW brand name acceptance 
continues to grow through consistent 
National Advertising in leading con- 
sumer, industrial and specialty 
magazines. 


Good reasons why you should stock 
and sell ARROW TACKERS — the 
brand that will be in greater demand 
than ever, this season! 


SOLD ONLY THRU THE TRADE — 
NEVER DIRECT TO THE CONSUMER! 








aa 


ARROW FASTENER CO., INC. ™“ 
1 Junius Street ¢ Brooklyn 12, N. Y. 


~ 
_ 


Pioneers and Pacesetters for Over a Quarter Century 


chances are he'll ask , 








Gordon Lightstone 
1180 St. Antoine Street 
Montreal 3, Que. 


Beverly Hills, Calif. 


CANADIAN REP : WESTERN REP 
J. M. Da 


vis 
170 No. Roberston Bivd., 





No. T-50 
All-Purpose 
STAPLE GUN 
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* Geves time and labor 


on 1001 heavy duty 
staple-nailing jobs. 


Price: $12.50 


No. HT-50M 
Heavy Duty 
HAMMER TACKER 


Rapid nailing tool 
for roofers, insulators 
and other applicators. 


Price: $16.50 


No. JT-21 
Junior 


STAPLE GUN 


For light duty tacking jobs. 


ideal for housewife. 
Price: $4.95 


Want more facts? Circle 162, p. 65 
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Distributors can choose 
from 2 Delta promotions 


Delta Power Tool Div., Rockwell 
Mfg. Co., Pittsburgh, is offering 
distributors a choice of two spring 
special promotions. 

Big Deal No. 1 gives distributors 
opportunity to offer a 32-inch 
Radial Drill Press with steel stand 
at customer saving of $22.85. Big 
Deal No. 2 offers the same with the 
Super 900 9-inch Radial Saw. Cus- 
tomer saving is $30.50. 

Distributors ordering either unit 
at regular net price will receive 
the appropriate steel stand at no 
extra cost. Selling aids, full-color 
mailing pieces and newspaper ad 
mats are also available. The spe- 
cial offer will end at consumer level 
June 1. 


U. S. Rubber has aids 
to promote Bike Month 


U. S. Rubber Corp. has come up 
with a special display kit to help 
dealers promote May as_ Bike 
Month (see HA, Mar. 9, p. 150). 

The kit has more than 20 display 
pieces covering tires, tubes, horns, 
bells, carriers, lights and other ac- 
cessories. Material is broken down 
so dealers can promote as many of 
the items as they wish to. 

All materials have adhesive back- 
ing for application to windows, 
doors or areas inside the store. Kits 
are available from Cycle Tire Div., 
U. S. Rubber Corp., 549 E. Georgia 
St., Indianapolis 6, Ind. 


GE has price reductions 
on portable appliances 


Retail price reductions on three 
portable appliances has been an- 
nounced by General Electric Co., 
Bridgeport, Conn. Former and new 
suggested retail prices are: M-47 
portable mixer from $21.95 to 
$19.95; S-40 saucepan from $26.90 
to $16.95, and S-20 saucepan from 
$22.90 to $14.95. 


Progress Mfg. reduces 
lighting fixture prices 

Progress Mfg. Co., Philadelphia, 
has reduced prices of its automatic 
light controls up to 27 percent. 
Fluorescent circlines have been re- 
duced in price as high as 17 per- 
cent, and fluorescent strips on an 
average of 20 percent. 





HEX- 
HEAD 
CAP 
SCREWS 


Full size range 


From \ in. diameter by 1|4 in. 
long, to 1% in. diameter by 
12 in. long, and longer. Coarse 
and fine threads. 


Two basic types 


Low carbon, bright ... high 
carbon, heat-treated. 


Fast delivery 


Just call the nearest Bethlehem 
sales office for prompt shipment. 


Y 


for Strength... Economy 
... Versatility 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 
Export Sales: Bethlehem Steel Export Corporation 
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Oscillating Sander 
Soothes Dermatologist 
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“Removing surface blemishes and abrasions 
is part of my job,” says this apocryphal skin 
specialist. “I get professional results with my 
Shopmate Sander in my hobby of refinishing 
furniture.” 

Model 280CM Sander has exclusive 
knurled roller locking device, takes 14 
standard sheet of abrasive paper, has Uni- 
versal AC-DC 115 volt motor. 

Direct drive delivers 4000 opm. 39h 48 
Suggested Retail Price 


SEE OTHER SPRING FESTI-VALUES FROM 


Portable Electric Tools, Inc. 


ON PA 


GE 9? 
Want more facts? Circle 164, p. 65 | 








THIS IS THE 


DIFFERENCE! 
IT BONDS ON 


CONTACT! 


ayes) “TUE 


@ EXCELLENT 
MARKUP 


© TOP QUALITY 


© COMPLETELY 
WORRY FREE 


MATERIAL INSTANT-BOND 


@ A REAL ALL 
QUALITY AD- 
HESIVE 


BESTWOOD CORP. 


49 EMPIRE STREET 
NEWARK 12, N. J. 


DISTRIBUTOR INQUIRIES INVITED 





| Guaranty Seal. 
_ bulbs will be listed in Good House- 
_ keeping’s buyer’s guide this fall. 








Want more facts? Circle 165, p. 65 
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Illinois offers dealers 
water treatment specials 


Illinois Water Treatment Co., 
Rockford, Ill., offers dealers $4.13 
worth of free merchandise in its 
ll-plus-1 Kleen Out/Kleensteam 
assortment. 

Dealers buy 11 items and get one 
free. Items include FS-100B Kleen- 
steam starter kits, R-200B Kleen- 
steam refills, K-400 Kleen-Out 
steam iron cleaner, and KK-100B 
combination Kleensteam and Kleen- 
Out kit. 

Dealers will also receive a per- 
forated panel board rack for shelf 
or counter, two window banners 
and 25 envelope stuffers. 


Quickie plans expansion 
of home cleaning items 


More than 20 new home cleaning 
products will be introduced in the 
near future by Quickie Mfg. Co., 
Philadelphia, to help dealers sell 
more home cleaning items. The 
company is expanding its present 
lines so dealers will be able to mer- 
chandise cleaning products in a 
compact yet well stocked Quickie 
Cleaning Center. 

Emphasis will also be placed on 
the brand name. The firm’s trade 
signature has been altered to make 
it more prominent. The new signa- 
ture will be used on all advertising 
materials and Quickie products. 


Bridgeport has special 


on Rhino screwdrivers 


Dealers are offered savings up to 
10 percent on Rhino screwdriver 
assortments this month. The offer 
is being made by Bridgeport Hard- 
ware Mfg. Corp., Bridgeport, Conn. 

The 700 Master assortment, a 
balanced stock of 80 screwdrivers, 
has a retail value of $78.80. The 
No. 600 assortment has a retail 


| value of $18.61. Dispenser display 


boards for wall or counter are in- 


| cluded with each assortment. 


New Westinghouse bulbs 


awarded Guaranty Seal 


Westinghouse Corp. announces 
that its new cylinder-shaped Eye 
Saving light bulb has been granted 
the Good Housekeeping Institute’s 
The Eye Saving 








displays 
boost 
Sales... 
speed 
turnove 


18 new displays feature 152 
Vichek tools listed as essential in 
the NRHA Turnover Handbook. 

Grouped together these form 
the world’s finest and most com- 
plete hardware tool display. Or, 
they may be used singly, or in 
combinations, to meet individual 
store needs. Ask your wholesaler 
today for Vichek profit facts! 


Hammers, Chisels, Punches, Screw 


Drivers, Pliers, Adjustable 
Wrenches, Socket Wrenches 


Vichek Tool Co. 





HD100 display 
1] open end wrenches 
VY to 1” 














Cleveland 4, Ohio 
Want more facts? Circle 166, p. 65 








NEW 
SELLING 
DEAS 


How you can get a bigger share of 
the $500,000,000 housewares market 
is covered in this colorful, 32 p. 
Merchandising Guide reprint. Tells 
how to capitalize on color, best 
types of displays, how to merchan- 
dise a sale; also gives list of manu- 
facturers with co-op ad programs. 
25¢ a copy, postpaid. 


HARDWARE AGE 


Chestnut & 56th Sts., Philadelphia 39 








NEW—IMPROVED 


WOOD JOINERS 


Ask your jobber or write 








SUPERIOR FASTENER CORP. 


Want more facts? Circle 167, p. 65 
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A complete saw blade sales center, at a low dealer cost and a high 
dealer mark-up. Everything you need to take care of the hobbyist, 
do-it-yourselfer and professional. And this unit is only 114” deep, 
less than 15” wide and only 8” high. Easel back for standup 
counter merchandiser, eye punched for wall or peg board display. 


Blades are packaged in individual plastic sleeves, each sleeve-pak 
regardless of type of blade is priced the same...perfect for self- 
service. Wide assortment of blade types, sizes, ends and teeth 
insures youll have what your customers want. 


No. 50 Merchandiser contains 
5 packets each of the following 


PartNo. | Type | Style Length Teeth Width 


5110 Jig Pin 5” 10T 125” 














5015 | Jig =| Pin 5” 093 





6110 ee 6” 
6015 Jig | 6” 
6118 Jig | 6” 
6208 Sabre 6” 8T 
6016 Coping | 6” 16T .050 
6516 Coping | i 16T 125 
6506 Coping Pin 16T .093 
6502 Coping Pin 6%” 22T .093 7 


















































Since 1880 Better Hand Hack Saw Blades, Power Hack Saw 
Blades, Band Saw Blades, Jig and Coping Saw Blades. roe oo 
Want more facts? Circle 168, Pp. 65 
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Ward sets up department 
for contract sales 


Montgomery Ward & Co. has es- 
tablished a new department for 
contract sales of builders’ and in- 
dustrial hardware. 

The new program will be intro- 
duced initially through 57 of the 
company’s largest retail stores. 
Merchandise regularly carried in 
Ward’s retail stores and catalogs, 
and special type merchandise man- 


ufactured by the company’s regular 
sources of supply will be offered in 
quantity sales to contractors, build- 
ers, large business firms, public and 
private institutions and govern- 
ment agencies. 

Special financing plans will be 
available on negotiated contracts. 

C. W. Wagner, formerly sales 
manager of hard lines merchandis- 
ing division, was appointed man- 
ager of the new contract and com- 
mercial sales department. 





Pollution a Problem? 


all 


Many home owners need a home chlorinator 
system that destroys bacteria—and gives 
utmost water protection. The SURECLOR 
does this! With a capacity to 75,000 G.P.D., 
it purifies water, stops unsightly red stain 
and controls mineral content to reduce cor- 
rosion. Here’s a market which offers unusual 
selling opportunity. Write today for more 


information, 








CHLORINATOR 


MEANS 
SAFE WATER! 








“E-Z VIEW" 
PHOSPHATE FEEDER 
. . for eliminating red stain, 

lime scale and controlling 
corrosion, 











CLAYTON MARK 


1900 DEMPSTER STREET - EVANSTON, ILLINOIS - U.S.A. 


gi! e sail 


~ WATER WELL suPPLies™ Nag conout | is UNIONS 


TUBING 


Want more facts? Circle 169, p. 65 
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Bissell sweeper motors 
now have 4-yr. warranty 


Bissell, Inc., Grand Rapids, Mich. 
now adds a 4-year warranty on mo- 
tors in Bissellectric Sweep Master 
and Scrub Master electric appli- 
ances, in addition to the l-year re- 
placement guarantee on defective 
parts. 

The company will replace or re- 
pair, without charge, any parts of 
the appliances’ electric motors 
found defective in material or 
workmanship during a 4-year pe- 
riod following expiration of the in- 
itial l-year guarantee. 

Dealers are offered copies of the 
new guarantee certificate for use 
in point-of-purchase displays and 
as a merchandising tool. 


Mirro has six specials 
from May through August 


Mirro Aluminum Co., Manitowoc, 
Wis., has a special on six regular 
line housewares items from May 
through August. 

Featured items are: 2-qt whist- 
ling teakettle, regular $3.50, spe- 
cial $2.99; 164% x 10% in. broiler, 
regular $3.75, special $2.99; 5-cup 
percolator, regular $3.50, special 
$2.99; 7T-cup  percolator, regular 
$3.95, special $3.39; 3-qt colander, 
regular $2.45, special $1.99, and 2- 
qt covered saucepan with Easy-Over 
cover, regular $2.45, special $1.99. 


Chicago chain fo sell 
Gale outboard motors 


Polk Bros., a large Chicago dura- 
ble goods retail chain, has been 
given a franchise to sell and service 
outboard motors manufactured by 
Gale Products, Galesburg, III. 

Polk operates eight retail stores 
in the Chicago metropolitan area. 
To handle the outboard motors, 
Polk has established a Marine Sales 
Division, and marine centers fea- 
turing the full Gale line have been 
set up in all its stores. 


New packaging is used 
for LaBelle cut nails 


Wheeling Corrugating Co., Wheel- 
ing, W. Va., is now packaging La- 
Belle Cut Nails in 50-lb cartons in- 
stead of wooden kegs. Company offi- 
cials anticipate a popular reception 
of the new cartons, and have 
planned a promotion to increase 
sales. 





Southern 
Scores 


‘lown and 


The hottest, fastest-selling, most asked-for item 
of 1961. And, there is nothing else like it 
available! 


It’s proving once again that Southern is the 
leader in mailboxes...a leadership you have 
come to expect. 


TOWN AND COUNTRY... 


First change in the suburban mailbox in over 
50 years! Rugged, die-cast door, flag, frames 
and hood ... sturdy body stamped from steel. 
Baked-on acrylic finish won't. fade, crack or 
peel. Hood and flag base are chrome plated. 


COLORS SHIPPING WEIGHT 
Chrome Blue @ Turquoise 1 Box .o.....ccccccccccccceceeccecceees 9 lbs. 


Chocolate @ Surburban Pink Master Carton (6 boxes)... 63 Ibs. 
Thunderbird White Accessories (per set) 


SIZE 
201” long 812” wide 
8%” high 


MOUNTING POLE AND BRACKET ARE AVAILABLE AS ACCESSORIES, 


y . tease Lt 


i 
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ountry 
SUBURBAN MAILBOX 


SOUTHERN'S SURFACE-MOUNTED 
SCENE-STEALERS! 


M-42 — Handsome han- 
som adorns this tradi- 
tionally styled box. 
Brightens any entry. (Ver- 
tical or horizontal styles.) 


M-3—Colonially graceful, 
with ivy trim! A pleaser 
with personality. 


SP-12 — Gold-plated 
poodle, new stand-off 
magazine bracket make 
this a top favorite. (Ver- 
tical or horizontal styles.) 


BW-4 — Classic eagle ac- 
cent blends with modern 
or traditional. (Also in 
vertical style.) 


6110 
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“We have great success with 
it is one of our best items 


SOc, SURFACE EXTENSION WwiRINC 
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elaine ie 


GENERAL ELECTRIC SURFACE EXTENSION WIRING 
Inexpensive ... easy to install... permanent... neater and safer than cords... 


Customers can install new outlets anywhere with General (2) Extend flat G-E cable to nearest “built-in” outlet. (Add 

Electric Surface Extension Wiring—in three easy steps, other outlets along the way, if desired.) Attach cable by 

with the simplest tools... (1) Push stripped end of G-E tapping matching nails supplied, through pre-punched 

cable into single or double outlet. Attach outlet to wall or holes. (8) Push far end into G-E Attachment Plug, and 
plug in. Job completed! (Paint cable, if desired.) 


baseboard with screws provided. 
Want more facts? Circle 171, p. 65 
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G-E surface extension wiring; 
_ for extra sales and profits” 


... JEROME C. DOBIAS, MGR. 
ACE STORE #20, GLENVIEW, ILLINOIS 


“In our many years of experience with G-E Wiring Devices, 
we have been particularly pleased with the success of G-E 
Surface Extension Wiring. Displayed on our front counter 
as a complete group of related items, surface wiring has 
provided us with extra sales and profits. The present day 
demand for more and more, electrical appliances makes 
G-E Surface Extension Wiring a must, especially in inade- 
quately wired homes.” 


All G-E Surface Extension Wiring materials 
are Listed by Underwriters’ Laboratories, Inc. 


. : : G-E Surface Extension Wiring can be one 
two sales boosting displays , of your best profit-payers, too. Order now! 


Zon LU General Electric Company, Wiring Device 


“teres Department, Providence 7, Rhode Island. 


Progress /s Our Most Important Product 
GENERAL @@ ELECTRIC 


Two sales-tested merchandisers available—with 

free metal displays. GE7551-7P (right) dispenses 

bulk cable—measures 16” wide x 12” deep x 22” 

high. GE7550-7 (left) has pre-cut, pre-stripped, 

banded cable lengths—measures 16” x 22” x 25”, 
Want more facts? Circle 171, p. 65 
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News About Dealers: Peoples Hardware 
Revamps Operation, Boosts Sales 334% 


Washington, D. C.— PEo- 
PLES HARDWARE Co., which 
has complted a modernization 
program begun in 1958, re- 
ports a 33% percent sales 
increase in its 17 stores for 
1960. According to Samuel 
Del Vecchio, president, the 
firm started a “‘Move For- 
ward” program in 1958 that 
involved closing some stores 
and replacing them with 
modern stores elsewhere and, 
also, modernizing existing 
stores. When the job was 
done there were two stores 
less, but sales and profits 
have reached new records. 
Sales for 1959 were 48 per- 
cent higher than 1958. 


Cole Camp, Mo.— HINCK 
HARDWARE STORE has been 
purchased from Mr. & Mrs. 


R. J. Hinck by Mr. and Mrs. 
Raymond Schlesselman. The 
Hincks have owned and op- 
erated the business for 25 
years. Before that, Mr. Hinck 
worked in the store for his 
father, Herman Hinck, for 
16 years. 


Tuxedo Park, N. Y.—The 
name of TUXEDO HOME SER- 
VICE CorRP. has been changed 
to TUXEDO HARDWAR® STORE 
INC. 


Arlington, Ga. — D. J. 
Salter, owner of Salter 
Hardware Co., has retired 
from business after 40 years. 
H. E. Benson has purchased 
the store from Mr. Salter 
and has changed its name to 
Benson Hardware Co. Mr. 


(Continued on page 124) 





Rockwell Combines 
Marketing Operations 


Rockwell Mfg. Co., Pitts- 
burgh, has named E. L. 
Tabat vice-president of mar- 
keting for the Power Tool 
Division. He will be respon- 
sible for the newly combined 


E. L. TABAT 


marketing operations of 
Delta and Porter-Cable pow- 
er tools. Porter-Cable was ac- 
quired by Rockwell in De- 
cember (see HA, Dec. 15, p. 
62). 

Mr. Tabat, who will head- 


quarter in Pittsburgh, joined 
Porter-Cable in 1958 after 
executive experience with 
three other firms. 

Rockwell has named J. J. 
Diamond eastern manager, 
and B. E. Coon western man- 
ager for Porter-Cable and 
Delta sales. 

Mr. Diamond has been 
Delta sales manager since 
1956. Mr. Coon was a vice- 
president of Porter-Cable’s 
field sales and a member of 
that firm since 1946. 


NHMA Reelects Kubitz; 
Makes Exhibit Refund 


The National Housewares 
Manufacturers Assn. has re- 
elected G. C. Kubitz presi- 
dent and other officers for a 
one-year term. Dolph Zapfel 
was reappointed secretary. 

Exhibitors in the 34th 
NHMA National Houseware 
Exhibit were voted a 16 per- 
cent refund on exhibit fees 
by the directors. This con- 
tinues the association’s rec- 


(Continued on page 122) 
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EVAN J. PARKER 


Parker Will Retire; 
Franck On Board 


Evan J. Parker, chairman 
of the board of American 
Hardware Corp., New Brit- 
ain, Conn., has announced 
plans to retire Oct. 1. 

Mr. Parker was elected 
president of American in 
1951 and served as chief ex- 
ecutive until he became chair- 
man a year ago. 

Douglas W. Franck has 


been elected to the board. 
Mr. Franck is president of 
Safe Padlock & Hardware 
Co., Lancaster, Pa., subsidi- 
ary of American. He has 
headed this firm since 1933 
and became an American 
Hardware vice-president 
when his firm was acquired 
in 1959. 

American Hardware has 
elected Frank L. Mathes 
vice-president of manufac- 
turing. 


DOUGLAS W. FRANCK 





Two Speakers Are Scheduled For Convention 
Of Industrial Manufactarers, Distributors 


Two outstanding speakers 
have been announced for the 
opening and closing sessions 
of the Industrial Supply 
Convention May 22-25 at At- 
lantic City. 

Charles R. Sligh, Jr., ex- 
ecutive vice-president, Na- 
tional Assn. of Manufac- 
turers, will speak May 23 on 
“The Business Climate, 
1961.” 


Hanson Baldwin, Military 
editor, New York Times, will 
speak May 25 on “Where Do 
We Go From Here?” 

This is the annual meet- 
ing of the American Supply 
& Machinery Manufacturers’ 
Assn., and of the National 
and the Southern Industrial 
Distributors Assns. 

Advance registrations late 
last month were 1896. Reg- 
istration desks will be at 
the Dennis Hotel and Con- 
vention Hall. 


The meeting opens May 22 
with association committee 
and officers meetings. The 
opening reception will be 
from 5 to 6:30 p. m. at the 
Dennis. 

The opening meeting will 
be at 10 a. m. May 23 at 
Convention Hall. Distribu- 
tors will hold meetings dur- 
ing the afternoon. 

The conference booth pro- 
gram will be on May 24 
from 9 a. m. to 5 p. m. in 
Convention Hall. Lunch will 
be served in the hall. That 
evening there will be a cock- 
tail party at the Traymore 
from 6 to 7:30 p. m. 

Each association will hold 
its annual meeting at break- 
fast sessions May 25. The 
closing meeting will be at 11 
a. m. in the Traymore. 

The ladies’ luncheon and 
fashion show will be held 
at 12:30 p. m. May 24 at 
the Shelburne Hotel. 
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was executive vice-president. 
He is a past-president of the 
National Housewares Mfrs. 
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Dutton-Lainson Marks 75th Year By Starting 








Hamilton Cosco Elects 
Clarence O. Hamilton 


Clarence O. Hamilton has 
been elected president of 
Hamilton Cosco, Ine., Co- 
lumbus. Ind. He _ succeeds 


CLARENCE 0. HAMILTON 


Earl F. Hamilton who has 
moved up to vice chairman 
of the board. 

William S. Hamilton, sen- 
ior of the three Hamilton 
brothers, continues as chair- 
man of the board. 

Clarence Hamilton, who is 
one of the company founders, 


Assn. and member of the ex- 
ecutive committee of the 
American Hardware Manu- 
facturers Assn. 


JAMES N. RHOADES 


In another move, Hamil- 
ton-Cosco has elected James 
N. Rhoades vice-president of 
marketing for the household 
division. Also, Arthur F. 
Kimberley has been named 
vice-president of marketing 
for the commercial furniture 
division. 





Packaging Exposition Entry Forms Ready; 
Packaging Committee Will Meet on May 19 


Entry forms for the Pack- 
aging Exposition to be held 


during the National Hard- 
ware Show Oct. 2-6 are now 
available, N. Allan Pettit, 
chairman of the Hardware 
Packaging Committee, an- 
nounced. 

An announcement folder 
explaining details of the Ex- 
position has been mailed to 
all manufacturers. The an- 
nouncement explains that en- 
try forms may be obtained 
from the Packaging Insti- 
tute, 342 Madison Ave., New 
York 17, N. Y. 

The next meeting of the 
Hardware Packaging Com- 
mittee which is sponsoring 
the Exposition will be held 
May 19 at the Institute head- 
quarters in New York begin- 
ning at 9:30 a. m. 


The meeting is open to all 
manufacturers and those in- 
terested in packaging of 
hardware products. Those 
planning to attend can notify 
Mr. Pettit at Campbell Chain 
Co., York, Pa. Further de- 
tails and arrangements for 
the Exposition will be dis- 
cussed. 

The announcement of the 
Exposition points out that 
all manufacturers of prod- 
ucts distributed through re- 
tail outlets may enter the 
contest. Entry forms are to 
be submitted to the Hard- 
ware Packaging Committee, 
Mr. Pettit points out, by 
July 1 and samples for the 
Exposition are to be in the 
hands of the committee by 
Aug. 15. 


Construction of Large Addition To Plant 


An old company’ with 
young ideas and faith in the 
future, this is the outlook 
at Dutton-Lainson Co., Has- 
tings, Neb., wholesaler. 


The firm recently cele- 
brated 75 years in hardware. 
The anniversary was sparked 
by president and_ general 
manager Hal Lainson’s an- 
nouncement that a large ex- 
pansion project was under- 
way. 

The addition will be a two- 
story wing, adjoining the 
present plant. The two floors 
will add 15,000 sq ft of stor- 
age, display, and dock space. 

The first floor will extend 
present shipping facilities, 
and give the company a total 
of 175 ft of dock space. Four 
new loading docks will be 
added, with allowance for 
docking semi-trucks. 


The second floor will con- 
tain large displays devoted 
to plumbing. New offices will 
be installed here, as well as 
the advertising and catalog 
departments, a conference 


HAL LAINSON 


room, and a coffee shop for 
employees. 

Marking the anniversary, 
the firm published a 64-page 
anniversary tabloid. It was 
circulated in the March 16 
Hastings Daily Tribune. In 
it, president Lainson reaf- 
firmed his faith in the future 
of the hardware industry, 
both as manufacturer and 
wholesaler. He also empha- 
sized the firm’s glowing opin- 
ion of Hastings as “a good 
place in which to live and 
build a business enterprise.” 





Oklahoma Double-H 
Council Meets 


The Double-H retailer ad- 
visory board held its first 
meeting in Oklahoma City in 
April. Double-H is a dealer 
program of Oklahoma Hard- 
ware Co., Oklahoma City, 
wholesaler (see HA, Mar. 9, 
p. 157). 

Directors of the dealer 
program are serving as the 
first advisory committee. 

The chairman is Harry Wil- 
cox, Gilkey Hardware, Chick- 
asha, Okla. Other members 
are Josh Billings, Billings 
Hardware, Cushing; Les 
Bowling, El Reno Hardware, 
El Reno; Tom Dye, Tom 
Dye’s Home & Auto, Okla- 
homa City; and Pete Morri- 
son, Morrison Hardware, Ni- 


coma Park. All are in Okla- 
homa. 

Selection of items for a 
Summer broadside was made 
during the first meeting. Fall 
and holiday broadside selec- 
tions will be made at the 
council’s May meeting. 


Transfer of Exhibits 


The Pennsylvania  Rail- 
road will piggyback exhibits 
from the National Hardware 
Show, Oct. 2-6 at McCormick 
Place, Chicago, to the East- 
ern Lawn, Garden & Allied 
Products Trade Show Oct. 
20-22 at New York’s Coli- 
seum. Announcement of ar- 
rangements was made by 
Frank Yeager, managing di- 
rector of the National Hard- 
ware Show. 
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Portell 
No} )Rp TAPE 


Right in your neighborhood, thousands of homes have 
this common problem—sweating, dripping, cold water 
pipes. But the solution is fast and easy—it’s NoDrip 
Tape! Winds spirally around any size pipe—tees, 
unions, angles, valves. No overwraps, no bands, brads 
or fasteners needed. Every customer is a prospect. 


Don’t sell your customers inferior, absorbent 
pipe wrapping that gives only temporary pro- 
tection. 


Sell permanent NoDrip Tape, the only pipe in- 
sulation that’s 100°, vapor and moisture proof. 


Pays off in customer satisfaction—faster turn- 
over—surer profit. 


PACKED 12 ROLLS TO 
THE CARTON. DEALER 
DISCOUNT 333%. 


489 mo 


nem 


LIST PRICE 


GET THE COMMERCIAL AND 
INDUSTRIAL TRADE, TOO, 
WITH NoDrip PLASTIC COATING 


For tanks, ducts, suction lines, walls, ceilings —any 
job, big or small. Applies like plaster with trowel, 
brush or spray. Adheres to metal, concrete, brick, plas- 
ter. Prevents condensation, rust, corrosion. List: 1 gal. 
$1.90; 5 gal. can $8.75; 55 gal. drum $90. 


LY lortell COMPANY 
KANKAKEE, ILL. 


Want more facts? Circle 172, p. 65 
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cals News of the Trade 
brief reports of 


MANUFACTURERS SALESMEN 


@ Ilona Mfg. Co., Manchester, Conn.—Western Pennsylva- 
nia to Ralph I. McBath Co., Pittsburgh; Indiana, Kentucky 
and southern Ohio to Locke & Carter Co., Cincinnati; 
Maryland, District of Columbia and soutnern Delaware to 
H. W. Golsan Co., Norfolk; Wisconsin, except Racine and 
Milwaukee, to F. G. Coleman Co., Minneapolis; Arizona to 
Jack Firestone & Associates. Robert Price has been named 
to handle new territory for the agency. 





@ Burgess Vibrocrafters, Inc., Grayslake, Ill—Fred Leher 
has rejoined the firm to cover Los Angeles to replace Frank 
de Neveu who has transferred to San Francisco; Joe Witek 
to parts of Chicago and surrounding areas. Jack Ward to 
a four state area around Kansas City. Both men were pro- 
moted from the BVI order desk. 


@ Bommer Spring Hinge Co., Landrum, S. C.—George A. 
Bromstad, Jr., to cover Illinois, except Chicago, and south- 
ern Wisconsin; Dana Crosby to cover Missouri and Kansas. 
Both territories formerly covered by Donald E. Foster who 
has resigned. 


@ Household Div., Hamilton Cosco, Inc., Columbus, Ind.— 
Jack D. Bennett, formerly with Rockford Screw Products, 
to northern Indiana and Illinois; Bernard Mandel, formerly 
with Ekco Products Co., to New York City replacing Marcy 
Cronin who has transferred to upper New York state. 


@ Felton, Sibley & Co., Inc., Philadelphia—Sylvester J. 
Gorman, long time representative for Patterson-Sargent 
Co., subsidiary of H. K. Porter Co., to cover the Philadel- 
phia area. 


@ Clemson Bros., Inc., Middletown, N. Y.—L. Ben Powers 
to district sales manager for Alabama, Tennessee and north- 
ern Mississippi out of Atlanta. This is in addition to his 
present territory for Star and Victor blades. 


@ McCulloch Corp., Los Angeles—Clyde Fishback, former 
service representative, to the Northwest including Alaska; 


Cameron Loomis, formerly with a McCulloch distributor, to 
the Northeast. 


@ Medalist Hardware Div., National Lock Co., Rockford, 
Ill.—Seymour Hirschel, 15 year veteran in hardware and 
building supplies, to northern New Jersey. 


@ Stanley-Judd Div., Stanley Works, Wallingford, Conn.— 
Lee Turcott, formerly with Gould-Merserau Co., Inc., to 
western regional manager out of south San Francisco. 


@ Colorado Fuel & Iron Corp., Buffalo, N. Y.—Harry B. 
Smith appointed assistant to the sales manager of the 
Realock Fence Department in Buffalo. 





Hardware Wholesaler brush manufacturers. They 
are: Wolfe Brush Co., Pitts- 


Writes Economic Novel burch. Pa. and Raward 2. 


Arthur C. Mangels, own- Robinson, Inc., Newark, 
er of York Paint & Hard- N. J. 
ware Co., York, Pa., has 
embarked on a career as an 
author. He has written a 
novel based on a fictional 


According to an an- 
nouncement by H & G pres- 
ident, Philip H. Thayer, 


economic philosophy. 

The novel, to be released 
Aug. 15, is called “The 
Challenge” and will be pub- 
lished by Rolley & Reynolds 
of Philadelphia. 


Hanlon & Goodman Co. 
Acquires Two Firms 


Hanlon & Goodman Co., 
Belleville, N. J., has ac- 
quired two eastern paint 


both firms will operate as 
wholly owned subsidiaries. 

W. Lee Stewart, general 
manager of H & G’s roller 
division, has been named 
president of Robinson and 
will continue in his present 
capacity. 

G. E. Hartwell will con- 
tinue as assistant to the 
president of H & G and 
also will serve as president 
of Wolfe. 





EXCLUSIVE 
| SHORT-LEVER 
/ stROKE FoR SPEED 


CLOSED POSITION 
EXCLUSIVE 


CONVENTIONAL Lever [I MICRO-GROOVE 
erecta FOR 20-25% 
\\ GREATER 
MARLIN FULL LEVER \ ACCURACY 
THROW ONLY 25° XN 


“ \\ 


THE .22 MAGNUM 


with the most to sell 


Chambered for the revolutionary new .22 Magnum Rimfire cartridge, the Model 57M 
has the added sales advantage of Marlin’s exclusive short-lever stroke. Now you can 
offer a .22 with a power and speed never before available. 


Holding 15 rounds of this great new Magnum ammo, the Marlin 57M fires with a muzzle 
energy greater than a.38 S&W cartridge, and more energy and velocity at 100 yards 
than the .22 high velocity long rifle cartridge develops at the muzzle! 


Only Marlin combines smashing energy and flat trajectory of this low-cost load (less 
than 6¢ a shot) with the hair splitting accuracy of Micro-Groove Rifling. 


What’s more, the 57M has an extremely fast, short-stroke lever action, fastest of any 
lever action rifle. With a stroke of only 25° compared to 90° on ordinary lever rifles, 
the hand never leaves the stock. Automatic side ejection keeps the sights low and in 
line. The final mark of Marlin quality is the stock of burnished, seasoned walnut. 


Stock up on this new Marlin. Nationally advertised to retail for only $54.95. Model 
57M in combination with Marlin Micro-Vue 4X Scope retails for $64.95. 


— WHAT MICRO-GROOVE IS — 
Gas leakage ahead of bullets fired from a 
rifle with ordinary rifling reduces muzzle 


velocity. Deep grooves distort bullet, mar 


trajectory. Result: a miss. Micro-Groove, G we oO ov 
the exclusive Marlin technique that rifles A a Cc a4 oO = 
16 spiral grooves in the barrel, reduces gas 


leakage, bullet distortion. Result: an accu- GREATEST SALES GAINS IN THE 
racy bonus of 20% -25%. INDUSTRY YEAR AFTER YEAR 


Marlin Firearms Co. « New Haven, Conn., U.S.A. 
Want more facts? Circle 173, p. 65 
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NOW! a really 


new...versati/e... 
lawn and garden 


GARDEN GENIE 


e fertilizes 

e sprays 

e kills weeds 
e sweeps 


wee . 4 
® washes G Powered by 
water pressure. 
Attaches to any 
garden hose. 


APPLIES liquid and soluble fertilizers! SPRAYS insecti- 
cides, fungicides. KILLS WEEDS safely, surely. SWEEPS 
lawns, driveways and patios! Nothing to carry, nothing to 
pump. Does the combined work of fertilizer applicator, 
sprayer, hose attachments, garden rakes, sprinklers, soakers. 
Unbreakable gallon plastic jug pre-mixes and delivers up 
to 60 gallons of any liquid or soluble garden-lawn solution. 
Lightweight, sturdy construction; will not corrode or clog. 
Spray-gap prevents backing up in water supply line. No 
spray “blow-back,” no dripping on your clothes. Instant 
finger-tip on-off control provides wide pressure range. 


Dealer Inquiries Invited -« Sawyer’s, Inc., Portland 7, Oregon 


Want more facts? Circle 174, p. 65 





This year...Promote for Profit with... 


ELEY AMMUNITION 


THE BETTER QUALITY 
NATIONALLY ADVERTISED 
AMMUNITION 


Take advantage of: 

Best British Manufacture . . . 

& Standard American Ballistics .. . 

No Fair Trade Restrictions . . . 

By selling ELEY Ammunition! 

ELEY sells for 10% less than domestu 


ammunition. Sell at competitive prices or 
make an extra 10%. The chelee is yours. 


SHOTGUN SHELLS 


25 PACK and New 10 PACK 


And don’t forget the much talked of ELEY Sell ELEY shotshells in pre-ticketed 10 
CB Caps, perfect for indoor target shoot- PACKS for $1.10 . . . or in standard boxes 
of 25's . . . centerfire in fast selling 10 

packs too. 
Wire, write, phone today . . . get your prices 
sages that give You more’ prt i 


Advertised Nationally in 
e American Rifleman 
© Field and Stream 

e Guns Magazine 

© Outdoor Life 

e Successful Farming 


S$. E. LASZLO — House of Imports 
25 Lafayette St., Brooklyn 1, New York, MAin 4-5251 
Want more facts? Circle 175, p. 65 
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ALFRED E. BUSCH 


Busch Succeeds Keuffel 
At Keuffel & Esser Co. 


Alfred E. Busch has been 
elected president of Keuffel 


& Esser Co., Hoboken, N. J. 


He succeeds Carl W. Keuffel, 
who has retired. 
Mr. Busch has been vice- 


| president and treasurer for 


as 


the past six years. He 
joined the company in 1938 
as a salesman and was 
elected to the board in 1945. 
Mr. Busch, who is the firm’s 





Dates Announced For 
Wholesalers’ Shows 


Beck & Gregg Hard- 
ware Co., Atlanta, Ga., 
Fall Merchandise Mar- 
ket, Sept. 3-6, at At- 
lanta Biltmore Hotel, 
Atlanta, Ga. 


Billings Hardware 
Co., Billings, Mont., 
Fifth Annual MHouse- 
wares and Gift Show, 
July 28-30, at Shrine 
Auditorium, Billings, 
Mont. 


Dates of other wholesalers’ 
shows announced previously 
are shown in the Convention 
Calendar on page 94. 











Belveal Leaves RPWDA 


Yates, Foley Named 


Dee Belveal has resigned 

executive vice-president 
of the Retail Paint & Wall- 
paper Distributors of 
America. He was the chief 


administrative officer of the 
association for the past 


four years. 


According to an an- 


-nouncement by president 
William R. Sector, Edward 
_G. Yates has been named as 


interim executive adminis- 


| trator and Thomas A. Foley 


has been appointed chief of 
publicity, education and 
public relations. 


News of the Trade 





CARL W. KEUFFEL 


sixth president, became a 
vice-president in 1948. 

Mr. Keuffel joined the 94- 
year-old firm in 1913. He 
was elected to the board in 
1935, secretary in 1942, vice- 
president in 1946 and presi- 
dent in 1950. Mr. Keuffel, 
an optical engineer, holds 23 
patents in the field and is 
credited with the first suc- 
cessful quantity production 
of high quality optical glass 
in this country. 





Charles Pincus Retires 
From Stanley Works 


Charles Pincus has_ re- 
tired after 51 years with 
the Stanley Hardware Div., 
Stanley Works, New Brit- 
ain, Conn. He was honored 
at an informal dinner given 
by friends and associates. 

Mr. Pincus joined Stan- 
ley from high school in 1909 
as an office boy and billing 
clerk. He was assigned his 
first sales territory in 1914 
and retired as regional 
manager of the New York 
office. He is a_ past-presi- 
dent of the New York 
Boosters Club and a foun- 
der of the Hardware Square 
Club. 


Republic-Transcon Buys 
Western Tire Stores 


Republic -Transcon Indus- 
tries, Inc., Beverly Hills, 
Calif., has purchased all out- 
standing stock of Western 
Tire Auto Stores, Inc., from 
Gamble-Skogmo, Inc., Minne- 
apolis wholesaler. 

Western Tire Auto Stores, 
which has its headquarters 
in Chicago, operates and 
franchises over 100 hard- 
ware and automobile equip- 
ment stores in Illinois, In- 
diana, Wisconsin, and Michi- 
gan. 

The company will continue 
to operate as an independent 
corporate unit and present 
policies and management will 
remain unchanged. 





Big Bolt Plant 


Resea rch it starts with YOU. As a customer you are a key member of 

Sheffield’s research staff. You have a new need that calls for 
action. Sheffield’s research people with big-plant resources can take it from there. * New metals, new 
metal-working methods, new machinery, new applications are all part of a continuing study by Sheffield 
metalurgists, engineers and research experts. Their life-long interest is better bolts. ® Sheffield is one 
of the world’s largest integrated bolt plants. Here you have a complete line from a single source—bolts, 
cap screws, rivets—thousands of standard and special types. Sheffield all the way from furnace to 
finish. Quick shipment. Ask your Sheffield distributor. Sheffield Division, Armco Steel Corporation— 
Houston, Kansas City, Tulsa. 


ARMCO Sheffield Division 


V 


Want more facts? Circle 176, p. 65 
HARDWARE ACE, May 4, 1961 @¢ 119 








Pat. Pending 











Actual Size 
Shown in all 
Diagrams. 



























































Knob Projection %.” 


SMART LOOKING « EASY T0 INSTALL 


Nos. 425 and 426 lend a fresh look to any application. 
Rings are of ample size for one or two finger-grip. No. 
428 has only a 6" knob projection. Practical for lou- 
vered, bi-folding and wardrobe doors. Nos. 425, 426 
and 428 made in wrought brass or bronze, hand pol- 
ished, in standard finishes. See catalog page 50A. 


THE H. B. IVES. COMPANY 


NEW HAVEN, CONNECTICUT, VU. S. A. 


Want more facts? Circle 177, p. 65 
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News of the Trade 


Dominion Elects Miner 
Sales Vice-President 
J. H. Miner has. been 


elected vice-president and 
general sales manager of 


J. H. MINER 


Dominion Electric Corp., 
Mansfield, Ohio. Mr. Miner, 
who has been with Dominion 
since 1946 was sales man- 
ager. 

At the same time Domin- 
ion named Howard E. Bosh 
assistant sales manager. Mr. 
Bosh joined the company in 
1947 and has served in most 
departments. 


Rex Burgdorfer Named 
To Bissell Sales Post 


Rex Burgdorfer has been 
appointed assistant general 
sales manager of the House- 
wares Div. of Bissell, Inc., 
Grand Rapids, Mich. He will 
be in charge of the Eastern 
region in this newly created 
post. 

Mr. Burgdorfer, who will 
continue to headquarter in 
New York, has been with Bis- 
sell since 1937. 


E Z Paintr Appoints 
Geehan to Market Post 


W. V. Geehan has been 
appointed to the newly 
created post of director of 
marketing for E Z Paintr 
Corp., Milwaukee. 

Mr. Geehan, who has been 


| responsible for public rela- 


tions and advertising, will 
coordinate all phases with the 
sales planning and promo- 
tion activities. He has been 


with E Z Paintr for 11 


years in various executive 
capacities. 


| Glenn Hackney Retires 


As éditor of Retailer 





Glendon Hackney has 
relinquished the active edi- 
torial guidance of Hardware 
Retailer, a magazine pub- 
lished by the National Re- 


tail Hardware Assn., and 
will continue as editor emer- 
itus. 

Robert E. Petit, managing 
editor, has been appointed 
editor. 

Wm. G. Mashaw, execu- 
tive vice-president of the as- 
sociation, was appointed pub- 
lisher of the magazine. 


DeWalt Adds Line of 
Single Purpose Tools 


DeWalt, Inc., Lancaster, 
Pa., has completed an agree- 
ment to obtain from the 
Atlas Press Co., Kalamazoo, 
Mich., all designs, tools, jigs 
and fixtures of certain sta- 
tionary woodworking tools 
that were formerly a part of 
the Atlas line. 

Under terms of the agree- 
ment, effective June 30, De- 
Walt will add these new 
models to its existing line. 
Atlas will continue to make 
and market its line of sta- 
tionary metal working tools. 

According to Robert C. 
Tyo, who was recently elected 
president of DeWalt (see 
HA, April 6, p. 166), the 
company is adding about 
8500 sq ft of factory space to 
produce the new machines. 


M. Lober Promotes 
Wallace Schwartz 


Wallace Schwartz has been 
promoted to vice - president 
and general sales manager 
by M. Lober & Associates. 

Mr. Schwartz joined the 
company as sales manager 
in 1958. His new duties will 
include marketing and sales 
programming in addition to 
sales responsibilities. 


Awards to Wholesalers 


Our Own Hardware Co., 
Minneapolis dealer - owned 
wholesaler, has received a 
recognition plaque from The 
West Bend Co. for placing 
orders of more than $100,000 
during 1960. 

Ace Hardware Corp., Chi- 
cago wholesaler, has been 
given an award for pur- 
chasing more than $100,000 
of merchandise during 1960 
from Bissell, Inc., Grand 
Rapids, Mich. 


Two Firms Relocate 


Hamilton-Skotch Corp. and 
Hampden Specialty Products 
Corp., both of 11 E. 36 St., 
N. Y., have moved to larger 
quarters at 295 Fifth Ave., 
Pae: me 








os 


New from Johns-Manville! 





Now! Sell the finest plastic tape... 
in the handiest dispenser! 


THIS BRAND-NEW DISPENSER 
makes handling plastic electrical 
tape far easier than ever before! 
Far safer, too, because the cutter is 
. can’t snag 


permanently shielded. . 
hands or clothes. 

From beginning to end, your cus- 
tomers will save time and trouble 
with J-M Dutch Brand Plastic Elec- 
trical Tape in this great new dispen- 
ser. And they will like all ten of the 


important advantages shown on the 
right. 

But, see for yourself! Get all the 
facts on Dutch Brand® Plastic Elec- 
trical Tape in the handy new dis- 
penser from your J-M Dutch Brand 
man. Or write or wire E. H. Wells, 
Vice President, Dutch Brand Divi- 
sion, Johns-Manville, Box 14, New 
York 16, N. Y. In Canada: Port 
Credit, Ont. Cable: Johnmanvil. 


av, MANVILLE 


DUTCH BRAND ELECTRICAL TAPE 


(>) JOHNS-MANVILLE UY 


Want more facts? Circle 178, p. 65 


TEN IMPORTANT ADVANTAGES! 


1. Permanently shielded cutter! 
2. No moving parts to snag hands, 
clothes! 3. Can’t dull or clog! 
4. “Tape-and-tear” with one hand! 
s. Special “grip-strip” for faster 
starting! 6. Full 66’ of finest plas- 
tic electrical tape made! 7. Pre- 
loaded ... ready to go! s. Protects 
tape against dirt, grease! 9. Big 
center hole for easy handling! 10. 
COSTS NO MORE THAN TAPE ALONE! 





| COUNTERSINK BITS 
WOOD SCREWS 


71 fOQK2 


 Wiacieanind nde 


No. 4 


Drills and Countersinks 
3 depths for flush or recessed screws 


4 drills for the 8 most popular 
screw sizes 

















Automatic stop 
adjusts to 3 depths 


TO ADJUST r> 
STOP Ly For Dowe 
“bent 
Press spring and slide the vy 
step to one of the three 
notches on the bit shank. 
Stop locks automatically. 


FARRER 








MANUFACTURING 


Drill and Countersink Holes 
for Wood Screws 
in ONE Operation 


for 8 Screw Sizes « 24 Combinations 


For drilling perfect flush or recessed counter- 
sunk holes for 8 most common sizes of wood 
screws. 


Depth-a-Dapter adjusts quickly, automatically 
on all four, hardened tool steel bits. 


Easiest way to drill multiple holes, bored and 
countersunk exactly alike. 


Bright yellow-black card attracts and sells. 


Suggested List ST at Oo per set 


Manufacturers of World-Famous Trojan Saw Blades and Frames 





PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U.S.A. 
Want more facts? Circle 179, p. 65 
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‘Promotion Manager 


‘appointed 


News of the Trade 
news in brief of 


MANUFACTURERS’ AGENTS 


@ Moody Machine Products, Inc., Providence, R. I1.—Three 
agents have been named. Eastern Pennsylvania, Washing- 
ton, D. C., Maryland and southern New Jersey to George 
Trimmer of York, Pa.; New England to Jack Reeder of 
Taunton, Mass.; and, Ohio, West Virginia, Kentucky and 
western Pennsylvania to Al Becker of Columbus, Ohio. 


@ Colonial Brush Mfg. Co., Boston — Florida, Georgia, 
North Carolina, South Carolina, Alabama, Mississippi, Ten- 
nessee, Louisiana, Texas, Oklahoma and Arkansas to Marx 
Co., Atlanta. 


@ Turner Corp., Sycamore, [1].—Virginia, North Carolina, 
South Carolina, Georgia and eastern Tennessee to C. M. 
Allen Co. of Atlanta. 


@ E. R. Wagner Mfg. Co., Milwaukee—Oklahoma and Texas 
to Jacobs & Stabile, Dallas; Arkansas, Louisiana and Missis- 
sippi to Charles M. Samuel, Jr., New Orleans. 


@ Hanson Scale Co., Northbrook, Ill.—Michigan, northern 
Illinois and southern Wisconsin to Vincent A. Cox out of 
Hanson’s Northbrook office. 








@ Red Devil Tools, Union, N. J—Rocky Mountain states, 
including El Paso, Texas, to Archibald & Millie, Denver. 


@ John Tarter & Co., Dallas—Harvey Craig has joined the 
agency. 





way; second vice-president, 
Edward J. Koenigsberg; sec- 
retary, John D. Claffey; 
treasurer, James D. Foley. 


NHMA Reelects Kubitz; 
Makes Exhibit Refund 


(Continued from page 114) 


ord for giving refunds to ex- 
hibitors in every show spon- 
sored by it. 

Officers reelected are: 
president, Mr. Kubitz, vice- 
president of Mirro Alumi- 
num Co.; vice-president, H. J. 
McCormick, general sales 
manager of the utensil de- 
partment of Revere Copper 
& Brass, Inc.; and treasurer, 
B. A. Miller, president of 
Magicolor Co. 

Directors reelected for 


JAMES E. DOWNES 
Yuba Names Downes 


James E. Downes has been 
sales promotion 
and advertising manager of 
Yuba Power Products, Inc., 
C'ncinnati. He was in the three-year terms are: M. R. 
advertising department of Bissell, president of Bissell, 
Cincinnati Milling Machine Inc.; R. P. Gwinn, president 
Co. of Sunbeam Corp.; W. M. 

Mr. Downes will be respon- Ringer, Jr., president of 
sible for all promotion and Foley Mfg. Co.; and R. L. 
advertising for Yuba Shop- Waterman, vice-president 
smith, Sawsmith and Yuba 2"4 manager of Consumer 
power woodworking tools, Products Division, Corning 
Choremaster and _ Tillsmith Glass Works. 


till d Mightv : Record buyer attendance 
ie dee ete Moe elec is expected for the NHMA 


Exhibit at McCormick Place 
July 10-14. It was reported 
that the Summer show will 
have a record number of 


Connecticut Salesmen 
Elect New Officers 


Officers for 1961 were 
elected at a recent meeting 
held by the Connecticut Paint 
Salesmen’s Club, Inc. 

They are: president, John 
M. Haskedakes; first vice- 
president, Edward N. Ken- 


about 900 exhibitors. 

The annual reception will 
again climax opening day. It 
will be held July 10 from 
6:30 to 8:30 p.m. in the 
Grand Ballroom of the 
Palmer House. 





hot stuff! 


New Perfection Spacemaker Wall Heater is designed to make 
sales sizzle! Sealed combustion system prevents combustion 
products from entering room for perfect safety. Cuts fuel bills 
up to 30%. Simple installation (no chimney, no ductwork) cuts 
installation 90%. Ultra-thin styling saves space. Ideal for zone 
heating, add-on rooms, attics, basements, farm buildings. Write 
for hot news on this best seller! 


PBordkens 
5 GREAT GLUES 


/\ 
/ 
PERFECTIOQON 


DIVISION HUPP CORP., 1135 Ivanhoe Rd., Cleveland 10, Ohio HUPE 
Manufacturers of famous Regulaire Furnaces, Air Conditioners, Heat 
Pumps, Portable Heaters—since 1888. 
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IF YOU SELL PAINT 
vou neeD STAT 


STAT eenees outa brush cleaning. 


STAT is economical, saves hours of work. 


STAT is perfect for cleaning paint 
from hands, face and even 
hair. ~ 
Winfield Brooks Company, Woburn, Massachusetts 


Want more facts? Circle 181, p. 65 PTT 2WN EW 
peel SOLDERING SALES BUILDERS 


it will pay you to display fast selling 


flux—liquid ! 
re tl Se ieiien cane ma | Stock the line—the selling’s fine! See your supplier or 


chandisers. Get repeat ag Byes = write Elmer, The Borden Co., Dept. HA-51, 350 Madison 
wth ce. wa ow ‘fe ely Avenue, New York 17, New York. (Available in Canada.) 

. « makes strong, neat unions... 
easy to use. 


RUBY CHEMICAL CO. 
58 S. McDowell St., Columbus 22, Ohio 
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New Hardware Division 
Formed by Curtis Ind. 


Curtis Industries,  Inc., 
Cleveland key machine manu- 
facturer, has formed a new 
hardware division to market 
a specialized line of hard- 
ware items. The line will in- 
clude electrical items, fasten- 
er assortments, spray paints, 
fishing equipment, some ma- 
rine items, lawn and garden 
power equipment and other 
products. 

Curtis has already trained 
65 new salesmen, and mer- 
chandising materials and 
methods have been developed 
for the lines. 

Curtis will move into a new 
$1 million office, plant and 
warehouse this year at East- 
lake, Ohio. 


News About Dealers: 





(Continued from page 114) 
Salter originally travelled 
for Loeb Wholesale Hard- 
ware Co. of Montgomery, 
Ala. He bought his store in 
1921 from Y. W. Fudge, who 
had operated it for 40 years. 


Donaldson, Ark.—Waymon 





vice-president of 


—News of the Trade- 


H. Gray has purchased the 
MorRIS HARDWARE store from 
Robert J. Morris. Mr. Morris 
is retiring after many years 
in the hardware industry. 


Allan-Jervis Marine 
Elects Fred Rohrig 
Fred H. Rohrig has been 


elected executive vice-presi- 
dent and general manager of 
the newly united Allan Ma- 
rine, Inc., and Jervis Corp., 
both of Hicksville, N. Y. An- 
nouncement was made by Al- 
lan Gittleson, board chair- 
man of Allan-Jervis Marine, 
Allan Mfg. Co. and T.O.D. 
Mfg. Co. 

Mr. Rohrig, a 20-year vet- 
eran of business and manu- 
facturing management, was 
manufacturing engineering 
manager and factory man- 
ager of Stratos Div., Fair- 
child Engineering & Aero- 
plane Corp., N. Y. 


Garden Equipment Corp. 
Elects Masback, Jr. 
Harold E. Masback, Jr., 


has been elected executive 
Garden 











Shannon Crandall, Sr.—Active at 90 
After 74 Years in the Hardware Trade 


Every morning of every working day the chairman 
of the board of California Hardware Co., Los 
Angeles wholesaler, bounces into the company offices 
to see how things are going. There is nothing un- 
usual about this, except that this chairman, Shan- 
non Crandall, Sr., is 90 years old. 

This young-at-heart nonagenarian has been in the 
hardware business for 74 years and looks forward 
to many more. He celebrated his birthday March 25. 

Mr. Crandall, a native Californian, started his 
hardware career with Huntington, Kopkins & Co., 
San Francisco, in 1887. Ten years later he joined 
California Hardware Co. and has been with the 


firm ever since. 


Mr. Crandall became president of the firm in 
1918 and held that position until he was elected 
chairman of the board in 1949. 

Widely known in wholesale hardware circles, Mr. 
Crandall served as president of the National Whole- 


sale Hardware Assn. for 1936-37 and 1937-38. 


He 


is also past-president of the Los Angeles Chamber 


of Commerce. 


The board chairman stays in excellent health and 
keeps in close touch with company operations daily. 
He visits with every department head during his 
office rounds each morning. 





Equipment Corp., Floral 
Park, New York distributor. 
Announcement was made by 
H. E. Masback, president. 
Mr. Masback will continue 


in his present post as sales 
manager and also will assist 
the president in executive 
and administrative branches 
of the business. 





6 





ONLY 


c mv $3495 


COMPLETE 


NEW SPRAYIT. 600 


& 


first complete pressure-pump 
paint sprayer priced so low! 


Here’s a real break-through for home paint sprayers. . 


. and 


you. A precision-made oil-less diaphragm type outfit, integrally 


powered, ready to spray . 


. . and priced for every homeowner. 


Appealing color display sells it. Backed by the nationally adver- 
tised Sprayit home line at $29.95 up. Full discount on every 


sale . 
more paint from you! 


FREE SPRAYIT 1961 CATALOG . 


.. plus new Sprayit owners who paint more, buy 


. 16 color 


pages, big product photos, easy-to-read specs, 
new features on every page! 


77, 


THOMAS INDUSTRIES INC. 
Sprayit Division—HA5 


207 East Broadway, Louisville, Kentucky 
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53.5)Give ‘em what they want... 
— 


a “4 Give ‘em GUMOUT 


For Faster Starts. 


enmensts 


‘amenen 
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your jobber 


OT 


CRUE RORem mum Onr-na 
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-Lots More Power 


write 


C) a ge 











give your customers the QUALITY they expect 


from products that bear a QUALITY name... 


Millions of Americans have been “con- 
ditioned” to quality dining at Duncan 
Hines “recommended” eating places 
for more than a quarter of a century. 
These satisfied customers can easily 
be YOUR satisfied customers when 
you display Duncan Hines products for 
the home. 





You can offer the same quality that 
has become a national dining tradi- 
tion. The Duncan Hines name on 
kitchen implements, housewares and 
gift items will mean to your customers 
what that famous symbol means to 
discriminating travelers everywhere. 


HINES-PARK FOODS, INC., 408 EAST STATE STREET, dhs taba NtW YORK 
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SHOWER 
CURTAIN RINGS 


cd 


BETTER HOUSEHOLD 
HAROWARE SINCE 1872 


E. H. TATE CO. ® 251 CAUSEWAY ST © BOSTON. MASS. 
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Millions of Women Are Buying REPUBLIC’S 


FREEZETTES. 


DEEZEI 1 CO recez« 
More Freezer Bags EREEST.. “surriies 


Per Package! 


Greater Consumer 


Value! 


Order your Republic 
self-service Island 
Display now for prof- 
itable selling all 
year-round. 


eRepublic’s FR-61 
(shown here). 27” x 





TAL Fil PAINTERS-PAL 
for painting hard-to- 
reach places. Bends to 

: 7 fit. Retail 25¢ 


for 


CRAK-SEAL 


'\ pure white plastic 


AID —A- AR, Strip repairs ugly 


ied _ crack between wall 
KITS >t. and tub or sink. 


Retail $1.69 





Tolle ME daleol’l ammo Plelilit-ts 
wholesalers by Write for catalog showing full line 


THE LEONARD 0. Dept.B, 506 Third St. Des Moines, lowa 


23” x 64” high. Mer- 
chandise Retails for 
$180.64. On same 
order without rack, 
Dealer using 1960 
Republic rack saves 
$5.—Wt. 100 lbs. 
Drop Shipped P. P. 
® Larger Department 
Store Size, DS-61. 
Retails for $331.29. 
Without rack, dealer 
or store saves $11. 
Wt. 200 lbs. Drop 
Shipped P.P. 


ORDER 
NOW! 


© i961 
REPUBLIC MOLDING CORPORATION cuicaco 31, wuNois 
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Executive Changes 
At Washington Steel 


Don Burns, vice-president 
of Ekco Products Co., has 
taken over the presidency 
of Washington Steel Prod- 
ucts, Inc., Tacoma, Wash., 
wholly owned subsidiary of 
Ekco. He continued in his 
other responsibilities. 

The action taken by Mr. 
Burns followed the resig- 
nation of H. E. Anderson, 
president, and James Picha, 
sales manager of Washing- 
ton Steel. 

In another move, 
wood Simpson has 
named vice - president 


Sher- 
been 
and 


SHERWOOD SIMPSON 


general manager of Wash- 
ington. Fritz Haines, vice- 
president of Washington, 
has been appointed sales 
manager. He continues as 
chief executive officer of the 
three wholesale companies 
— Washington Hardware 
Co., Tacoma; Northwest 
Builders Hardware Co., 
Seattle; and Oregon-Wash- 
ington Hardware, Portland. 


Anchor Hocking Glass 
Elects John Gushman 


John L. Gushman has 
been elected president, chief 
operating officer and a di- 
rector of Anchor Hocking 
Glass Corp., Lancaster, 


-News of the Trade 


Ohio. Mr. Gushman was 
vice-president of Owens-Il- 
linois Glass Co. and presi- 
dent of Owens-Illinois In- 
ternational. He has _ held 
these posts since he joined 
the firm in 1956. 

William V. Fisher, who 
has been Anchor Hocking 
president for the past 17 
years, has been named 
chairman of the board and 
chief executive officer. 


I. J. Collins, chairman of 
the board since 1944, was 
elected chairman of the 
executive and finance com- 
mittees. 


Mr. Fisher has been with 
the company since 1919. In 
1937 he became a director, 
vice-president and _ general 
manager. He was. elected 
president in 1944. Mr. Col- 
lins is one of the founders 
of the company and served 
as president until 1944. 


Plumb's Green Retires 
After Fifty Years 


Frank P. Green, executive 
vice-president and director of 
Fayette R. Plumb, Inc., Phil- 
adelphia, retired March 31 
after more than 50 years of 
service. 

Mr. Green started his ca- 


FRANK P. GREEN 


reer at Plumb in 1908 as an 
office boy. 


At the time of his retire- 
ment, Mr. Green was also ex- 
ecutive vice-president and di- 
rector of Delta File Works, 
Inc., vice-president and direc- 
tor of Graham Rotary File 
Works, Inc., and president 
and director of Plumb Chem- 
ical Corp., all subsidiaries of 
Plumb. He will continue to 
serve as director of Plumb 
and its subsidiaries. 

Mr. Green served as trea- 
surer and chairman of the 
finance committee of the 
American Supply & Machin- 
ery Mfrs. Assn., Ine., in 
1953-54. 
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Irving S. Kemp 


Irving S. Kemp, 
tired manufacturers’ 
sentative of Chicago, died 
recently. Mr. Kemp spent 
his entire career in the hard- 
ware field beginning in 1904 
when he joined the Buffalo 
Forge Co. He became sales 
manager of Vaughan & 
Bushnell Mfg. Co. in 1911. 
In 1922 he was elected presi- 
dent of Evansville Tool 
Works, which later incorpo- 
rated into Kelly Axe Co. Mr. 
Kemp founded his agency in 
1930. He retired in 1955. 
Mr. Kemp was a founder of 
the Central States Hard- 
ware Club. 


73, re- 
repre- 


Daniel W. Northup 


Daniel W. Northup, 75, 
chairman of the board of 
Henry G. Thompson & Son 
Co., New Haven, Conn., died 
April 11 in Gaylord Hospital 
following a brief illness. Mr. 
Northup served as presi- 
dent of the firm for 34 years 
until his recent election to 
board chairman. He is a 
past-president of the Amer- 
ican Supply & Machinery 
Manufacturers Association, 
Inc. 


Alfred S. Gronemeier 


Alfred S. Gronemeier of 
Gronemeier Hardware, Mt. 
Vernon, Ind., died recently. 
Mr. Gronemeier was a past- 
president of the Indiana Re- 
tail Hardware Assn. He 
served for two years, in 1933 
and 1934. 


John H. Gesing 


John H. Gesing, 68, a 
wholesale builders’ hardware- 
man for more than 40 years, 
died April 2 at his home in 
Cleveland’s Shaker Heights. 
Mr. Gesing was president 
and founder of Gesing Co. 


Daniel L. Russell 


Daniel L. Russell, 67, re- 
tired Hope, Kans., hardware 
dealer died recently in As- 
bury Hospital, Salina. 


Ralph T. Prall 
Ralph T. Prall, 81, retired 


representative for Warner 
Mfg. Co., Minneapolis, died 
Mar. 22 in Los Angeles. He 
joined Warner in 1933 and, 


at various times, covered all 
of the western and mountain 
states until his retirement in 
1958. 


Samuel L. Jacoff 


Samuel L. Jacoff, 76, pres- 
ident and founder of Great 
Neck Saw Mfrs., Inc., Mine- 
ola, N. Y., died April 11. Mr. 
Jacoff, who was active in the 
hardware field until his 
death, was also president of 
Buck Bros., Inc., a subsidiary 
of Great Neck. 


H. G. Sanborn, Jr. 


H. G. Sanborn, Jr., 63, 
vice-president and genera 
manager of Worthington 
Mower Div., Jacobson Mfg. 
Co., died recently of a heart 
attack. Known as Glen, Mr. 
Sanborn joined the firm in 
1948. 


Nicholas Clusserath 


Nicholas Clusserath, 91, 
retired operator of Pontiac 
Hardware Store, Ft. Wayne, 
Ind., died recently at Luth- 
eran Hospital. He operated 
the store from 1922 to 1945 
when he retired. 


Robert Frost 


Robert Frost, 41, presi- 
dent of Bright Star Indus- 
tries, Clifton, N. J., died 
April 13 at his home in 
Briarcliffe Manor, N. Y. Mr. 
Frost was also vice-president 
of National Pneumatic Co., 
Inc., Boston. 


William E. Lammey 


William E. Lammey, 59, 
retired hardware dealer of 
Memphis, Tenn., died at his 
home recently. Mr. Lammey 
had been with the Lammey 
Hardware Store at Breedlove 
and Chelsea. 


John H. Auld 


John H. Auld, 76, presi- 
dent and founder of John H. 
Auld & Brothers Co., Allison 
Park, Pa., hardware supply 
firm, died April 2 at his Al- 
lison Park home. 


Charles A. Johnson 


Charles A. Johnson, 73, 
owner of Johnson Hardware 
Co., Waterloo, Iowa, died at 
his home after a long illness. 
Mr. Johnson had operated 
his store for 50 years. 





HA Photo Angles 


A report in pictures 
of events in the trade 


; 


Hardware & Supply Co., Chester, Pa., held its first Open House and Tool Show 
in late March and attracted more than 600 visitors and buyers. The evening 
affair began with a buffet supper at 5 p.m. Those in attendance shopped the 
booths of the 4! suppliers until closing time at 10 p.m. 


More than 280 dealers and salesmen were on hand 
for the recent annual sales meeting held by Rock- 
cote Paint Co., a division of Valspar Corp., at 
Wagon Wheel Lodge, Rockton, Ill. A high point 
of the meeting was the introduction of Herbert 
H. Vierck (left) owner of Vierck Hardware store 
in Rockford, Ill. by R. J. Baudhuin, president of 
Valspar. Mr. Vierck, a hardware dealer for 52 
years, was the first dealer to take on the Rock- 
cote line 30 years ago. Merchandising plans for 
the coming year were spotlighted at the two-day 
meeting. 


West Central Sales Division Eastern Sales Division 


; 


Western Sales Division East Central Sales Division 


Four regional sales meetings, instead of the annual national sales meeting, were held this year by Lufkin Rule Co., Saginaw, Mich. The 
Eastern Sales Div. met in Atlantic City, N. J.; East Central Sales Div. met in Dearborn, Mich.; West Central Sales Div. in Rockton, Ill.; 


and Western Sales Div. in Beverly Hills, Calif. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words 
ach additional word 


Positions Wanted 


(Special Rate) set solid, maximum 
50 words 
Each additional word 05 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 


5°%/, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, payable to HARD- 
WARE AGE—Classified Section, not currency 
or stamps. 








REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED REPRESENTATIVES WANTED 





PROMINENT 
HAND TOOL 
MANUFACTURER 


Desires representation from es- 
tablished firm to cover Auto- 
motive, Hardware and Mill 
Supply Jobbers in the states 
of Alabama, Florida, Georgia, 
North Carolina, South Caro- 


lina and Tennessee. When re- 
plying advise lines you now 


handle and a resume of your 
organization. 


Write Box 424, c/o HARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








SALES MANAGER WANTED 


For established Philadelphia Builders 
Hardware Firm. Must have following 
among Legitimate Hardware Wholesal- 
ers. Must travel and supervise sales 
staff. Salary plus bonus. Send full de- 
tails to 
Box 510, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








REPRESENTATIVE WANTED 
EXCELLENT LINE for sales representatives 
calling on the retail trade in hardware, de- 
partment, variety and chain stores. Item has 
excellent repeat business! Good commissions. 
Write, giving territory and background. 


MIDWEST PLASTICS INCORPORATED 
208 Bates Avenue St. Paul 6, Minn. 











WANTED EXPERIENCED SALESMEN 
well acquainted with volume buyers of hardware, 
auto accessory, chain stores, department stores, 
in many sections of the country except Michigan 
and California. We make the most complete line 
of floor and window cleaning Squeegees for the 
home, car, gas stations, stores, factory. "ear 
round selling with good repeats. Protected terri- 
tory to right men. Commission basis. Dorden & 
Company, 18750 Fitzpatrick Avenue, Detroit 28, 
Michigan. 


—_————— 





MANUFACTURERS’ REPRESENTATI\E 
WANTED—hardware or cement and plaster fin- 
ishing lines. Require national distribution. New 
products. For further details, write to Ernco 
Enterprises, Box 422, South St. Paul, Minnesota. 
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National Sales Organization 
WANTED 


The sales organization we want must 
be “in’’ with major stamp plans, 
catalogue houses, and chain stores 
throughout the country. It must de- 
vote almost all its efforts to these ac- 
counts and have a successful record 
of selling them. We are a highly re- 
liable juvenile products manufacturer 
with production facilities to handle a 
wide variety of metal, fabric, and up- 
holstered items. We will feed the 
proper sales organization whatever 
products it realistically needs. This is 
an excellent opportunity for the right 
sales force to team up with a manu- 
facturer willing and able to be flexible, 
aggressive and dependable. Our own 
organization is aware of this ad. 
Please furnish complete sales back- 
ground. All replies will be answered 
and held in strict confidence. 


Write Box 507, c/o HARDWARE AGE 
Chestnut & 5éth Sts., Philadelphia 39, Pa. 











REPRESENTATIVE WANTED 


Manufacturer of quality brush cutting 
attachment that areatly increases the 
usefulness of the chain saw. Most ter- 
ritories open. Write 


GLENFORD MFG. COMPANY, INC. 
GLENFORD, NEW YORK 











MANUFACTURER’S REPRESENTATIVES 
calling on Hardware-Housewares jobbers, chains, 
catalog and discount houses, etc., for line of 
copper tea kettles, tinware and allied exclusive 
items. Protected territory. Most territories open. 
Write giving territory and background. Shuler 
Company, Box 4436, Cleveland 25, Ohio. 


7 = 





SALESMAN, sideline calling on retail stores 
and jobbers. Amazing inside LOXEM SAFETY 
LOCK makes any door SAFE from burglars. 
Exclusive safety-benefits. Now sold throughout 
U.S. Our sales show steady increase. Liberal 
commissions. Choice protected territories. LON EM 
Manufacturing Company, 481 Main Street, New 
Rochelle, New York. 


DISTRIBUTORS WANTED 
Open Territories for Cordless Electric 
Shaver, German. High quality. $12.95 
retail. Attractive deal. Sole distribution 
for U. S. Sample $7.00 prepaid. 


TRANSWORLD TRADING COMPANY 
565 5th Ave., New York 17, New York 
OX 7-8770 








WIRE ROPE 


Distributors wanted for North Central 
United States Nationally known manu- 
facturer. Consigned stocks for volume 
dealers. 


Write Box 6549, Minneapolis 20, Minn. 








NATIONAL MANUFACTURER 


Of good quality, competitively priced paint 
brushes, has several protected territories avoail- 
able. Top commission, all shipments prepaid. 
Splendid ge ge for the right men. State 
full particulars in first letter. 


Write Box 305, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








MANUFACTURER OF SCISSORS 


Opening new sales distribution system, desires 
sales representatives in all territeries. We have 
high quality products, competitively priced. 
Commission basis. Please write stating experi- 
ence, lines now carried, territory covered and 
references to 


Box 501, ¢/0o HARDWARE AGE 
Chestnut & 56th Sts., Phiiadelphia 39, Pa. 








PAINT BRUSH SALESMEN WANTED 


Several protected territories open for men with 
established following now calling on Paint, 
Hardware stores and Lumber Yards, etc. Give 
all particulars first letter, all inquiries held 
strictly confidential. Write Majestic Brush 
Mfg. Corp., 210 W. 29th St., New York |, 
New York. 











MANUFACTURERS’ REPRESENTATIVE 
WANTED for a rubber tired wheel manufac- 
turer, to cover Chicago and state of Illinois. Sales- 
man wanted to call on hardware, auto accessory 
jobbers and specialty jobbers. Commission. Box 
511, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


SALESMAN PLUMBING AND 
SPECIALTIES, sell for established firm 10% 
commission. Exclusive territory. Replies held 
confidential. Akron Supply Company, Inc., 216 
Grand Street, Erooklyn, New York. 


HEATING 





REPRESENTATIVES WANTED ACCOUNTS WANTED ACCOUNTS WANTED 


NEW ENGLAND - Manufacturers repre- 


sentative calling on Hardware, Houseware and 
88 AIR RIFLE SHOT MANUFACTURER Sporting eoede bbhues, Desires additional lines. 
Manufacturer of air rifle shot, steel cop- EASTERN CANADA If I take on your line I will guarantee con- 


4 B scientious coverage of all °. New ay 

pe: coate BB's wants representation.  £: ; States. Write Box 504, c/o Harpware AcE 

bs de Seeds Add 4 Are you really satisfied? Our client, 2] Chestnut g 56th Sts., Philadelphia 39, Pa. 
a an ino successful Rep.-Distributor, with Head 


Box N-28, ¢/o HARDWARE AGE Office in the Toronto area requires an 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








tie ; ; : : NEW ENGLAND STATES—Long established 
additional established line with major Steel and Steel Products Sales Organization is 
; ; : : interested in adding additional exclusive lines on 
potential. Six aggressive full time a commission basis. Presently selling Hardware, 
salesmen calling on the Wholesale Lumber, Plumbing Supply and Building Material. 

: . Jealers ug i . ‘ “Diy 

REPRESENTATIVE WANTED and Retail Hardware Trade. Fall, Win- | Dsaless throughout the suite ares. Do teh cea 
Excellent line of 16 gauge barbed wire. Ava'l- ter line preferred. Write Marquette Norman Ash & Company, Inc., 80 Federal Street, 
able to manufacturers’ representatives calling : Ss Boston, Massachusetts. 
on Wholesale trade. Many outstanding features Marketing Corporation, 3 Old Yonge 


plus less cost per rod. Wrte stating terri 


tories covered and lines handled. St., Willowdale, Toronto Canada 


: | BUSINESS OPPORTUNITIES 
Write Box 502, c/o HARDWARE AGE 


Chestnut & 56th Sts., Philadelphia 39, Pa. 














BELIEVE IT OR NOT. For less than 5¢ 
each you can buy as few as three dozen brass 


key blanks beautifully embossed with your 
REPRESENTATIVES Key blanks. beautifully emboss z 


end address in permanent raised letters 


Manufacturers Representative Wanted Poet” 5M, oo can venga | today for free bulletin #858. HAZELTON 
Who i tly calli holesal ‘eliable aggressive service. We are national | CHAIN CO, (manufacturers of key blanks and 
s currently calling on wholes . eliable aggressive se ‘e, > are ni: ‘ cl - ~ ; 
ware jobbers ~ # distributors,” te. represent FLY. distributors with established actively oper- sash chain). 81 Kemble St., Roxbury 19, Mass. 
AWAY INC. manufacturers of Fly-Aw 100% ating branch offices in New York, Phila- 
—— press and bird repetient. Scientifically delphia, Detroit, Cleveland re gett 
ne for the past 5 years. Write full details first rect. ea invited. W RITE ANC! » Cor- POSITIONS WAN TED 
ime ~ : 22, 
. poration, 7 Wood Street, Pittsburgh Pa. 
FLY-AWAY, INC. . SALESMANAGER OR FACTORY SALES 
104 Massachusetts Ave., Arlington, Mass. tee ee gh ; , beet en 
REPRESENTATIVE in Southwest, headquar 
tering in Dallas. Experience in sales and ad 
. _ . 2s oeenes minis f hard lines and industrial lines. 
SALESMEN WANTED to sell Harris 100% THREE HARD HITTIN ninistration 0 ; 
handmade guaranteed high-carbon steel knives to ‘ ‘ NG Willing ‘* relocate, preferably ee ee oo 
the retail hardware trade. For sixty years manu- sample carrying representatives covering Hard- Cleveland, if position warrants. Per ormance 
facturers of butchers, paring, carving, kitchen ware & Housewares, paint builders supply, compensation and advancement potential more 
boners, skinners steak, sticking, hunting knives. electron and electric wholesalers in Mid-At- important than immediate high salary or guar 
ete A unique ‘quality atte line sade oer ne lantic region eager for additional full line entee. Would consider association with estab 
mission Give details of present on Lt ype compatible with current line. lished manufacturer's representative. Write Box 
, e ’ «< b . < < 508, ) i ry . ae ao - st t e ot Sts.. 
territory. Harris Knife Company, Cedar Rapids, Box 512, ¢/o HARDWARE AGE 8, c/o Hanpware Ace, Chestnut & 56th 


Philadelphia 39, Pa. 
lowa. Chestnut & 56th Sts., Philadelphia 39, Pa. ee 


























SALES REPRESENT ATIVES WANTED sell » wee : ; ‘E S r 2 ons 
full line of imported shotgun shells for rED sel be ANT SALES RESULTS? We get them be ate cereal peg ~ tree wa = — 
frm. Must have following with all types of re ise we concentrate in Michigan, Ohio, Indiana. [*P&rienee | ee ghee rote ao — 
tailers, who handle ammunition. Prefer repre Will handle two additional lines—only highest Dealers, Plumbing Supply jobbers and Dealers 











sentatives with previous ammunition selling ex- grade considered. Write Box A-10, c/o Harp — a ee i ~ meee 7 ee _ 
perience. Choice territories available now. All “*®£, AGE, Chestnut & 56th Sts., Philadelphia eae i eee re Org nineties valli om th 
replies held in strict confidence. Box 320, c/o %°% Pa. turers Representative Organization calling on the 
Hanpwaae Acz, Chestnut & S6th Sts. Philadel sh > Be trade in Florida and Southern States. Head 
hia 39 Pa = ee ~— quarters Pompano Beach. Write Box 509, c/o 
ae ee MANUFACTURERS REPRESENTATIVE Harpware Ace, Chestnut & 56th Sts., Phila 





. mee with 20 years of selling experience with the delphia 39, Pa. 

LIVE AND ACTIVE REPRESENTATIVES Wholesale Hardware trade in the Metropolitan I ET OT ee ee a Sieviens 

WANTED by an established paint brush manu New York and Northern New Jersey area, de 

facturer with excellent reputation specializing in ‘sires additional lines. Write Eox 506, c/« SALES POSITION WANTED for Southern 

over-the-counter paint brushes. Many lucrative HARDWARE AGE, Chestnut & 56th Sts., Phila ( alifornia Over 20 ‘years experience calling on 

territories available. Leads provided. Must have  «¢ ‘Iphia 39, Pa. ~ anti eraan Drug, Variety, and — Department 

en Mice page > pte oo areas and = - ——-- Stores. Also Hardware and Electrical Supply 

currently ing or obbers and Chains. rite “s mA oe tates nay © “s ; 

Box 409, oe i alata nent p gs semen ee NEED REPRESENTATION IN NEW EN- Pe iy OF co i yag Bo 9 iy Somalis tows 

Sts. Philadelphia 39, Pa. GLAND? Four man sales force, established since W Ri. <1 3 o Py ; ae ae A » Ch stent 

1930, covers hardware, housewares, automotive, eo ae ee SS eee GE, estnt 
he a fo55 , party and club plan, rack jobbers, super markets, “© 56th Sts., Philadelphia 39, Pa. 

REPRESENTATIVES W ANTE D to handle jobbers, chains, department stores and large re 


our carpenters’ and mechanics’ hand tools in the tailers. Can promote volume line. Inquiries in 


following territories, Texas-Oklahoma, Arkansas vited from responsible manufacturer. Suite 314, HARDWARE MANAGER OR MANUFAC 
Louisiana, Pennsylvania-New Jersey-New York 43 Leon Street, Boston 15, Mass. TURERS REPRESENTATIVE, 16 years ex 
excluding New York Metropolitan. Old es perience all phases management, selling, buying, 
tablished manufacturer, but progressive. Have Bae ic et Pe ans ———~_—s displays, etc., one year wholesale experience. 
new products and strong manufacturer-agent-dis RESULTS: sales force expanding in the Kocky Ability to act in administrative capacity. Prefer 
tributor-dealer support program in order to build Mountain States. We NEED an additional line West Coast, Northwest or Southwest. Will re- 
strong sales position. Write Box 422, c/o Harp with merit to be sold only through Industrial, locate or travel. Excellent references. Write 
WARE AcE, Chestnut & 56th Sts., Philadelphia Jlardware and Building Supply Distributors. Box 500, c/o Harpware Ace, Chestnut & 56th 
39, Pa. Reply to: P. O. Box 3411, Denver 12, Colorado. Sts., Philadelphia 39, Pa. 
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Want more facts? Circle 190, p. 65 
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NEW EYE-CATCHING VISUA SPLAY 
FLEX-A-PRENE Paint Mask in Plastic Bubble Pack designed 
exclusively for the retail trade. Write us today for details. 


Want more facts? Circle 191, p. 65 





Champte’ SPRINKLERS 


UST PRICE 
ANTI-SYPHON CHECK VALVE an 


Full water-way.No restriction, 3," pipe 


UNION VALVE (Non-Union $2.60) 


Swivel seat for long life, 34 "’ pipe 


POP-UP SPRINKLER HEAD 


Pops up 12” above grass 


REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 


HOSE TO PIPE FITTINGS 


Various sizes available 


HOSE Y 


ideal for Siamese connections 


$360 


$400 


& 
ce 
LZ 


OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 
CHAMPION BRASS MFG. 
NAUD ST. © L@SaANGELES 12, CALIF. © CApito 
Want more ‘acts? Circle 192, p. 65 
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_ Bestwood Corp. . 
| Bethlehem Steel Co. 

| Black & Decker Mfg. Co. 
| Black Technical 


| Borden Chemical 





Index to Advertisers 


|THE ADVERTISERS INDEX is published as a convenience and 


not as a part of the advertising contract. 


Every care is 


taken to index correctly. No allowance will be made for 
errors or failure to insert. 


A 


Ackerman-Johnson Co. 92 


American Chain Div. Amer- 


can Chain & Cable Co... 


American Machine & Foun- 


dry Co. Whee! Goods Div. 2 


Ames Co., O. .. sic ae 


Anchor Wire Corp. 
Arrow Fastener Co., 


132 


Inc. 


Behr Manning Corp. 95 
108 
107 
63 


Industries, 


Inc. 98 
Co. 


Div. of The Borden Co. .. 123 


Cc 


Champion Brass Mfg. Co... 130 


Chevrolet Motor Div. 
General Motors Corp.. 102-103 


Clayton Mark & Co 


Cleveland Mills Co. 


Cohn-Hall Marx Co. 
Comark Div. 


| Coleman Cable & Wire Co. 
Columbus 


Plastics Products, 
a oe ae 
76 


Inc. 


Crescent Plastics, Inc. 


D 


Davol Rubber Co. . 
Duratite Div. of DAP, Inc. 30-31 


Dutch Brand Div. 


Johns-Manville Corp. . 121 


E 


Eastman Chemical Products, 
Inc. 


Elite Sales Corp. . 


6) 


106 | 


F 


| Pane Products, Inc. .. 130 
Flint & Walling Mfg. 
Inc. 


| Ford Motor Co. 
Franklin Metal & Rubber Co. 


Co., 
aa 


G 


Gardner Wire Co. .. 


General Electric Co. 
Wiring Device Dept. . .112-113 


General Wire Spring Co... 13! 
Goulds Pumps, Inc. .. 79 


Graham & Co., Inc., John H. 
G. W. Griffin Co. ...... 


88 


109 


H 


Hanson Co., Henry L...... 23 


Hines Park Foods, Inc. 
(Duncan-Hines_ Institute). 125 
Hodell Chain Div. 
National Screw & Mfg. Co. 133 
Hol Dem Electric Fencer Co. 94 


Hyde Mfg. Co. 





Igloo Corp. 
Irwin Auger Bit Co.... 
Ives Co., H. B. 





86-87 | 


J 


| , 
Jacuzzi Brothers, Inc. 


| L 
Laszlo Co., S. E. .. 


Leonard Co., The 
| Lustre Line Products Co.... 


| 
| M 


_Macklanburg Duncan Co... 


38 | Magic Iron Cement Co., Inc. 





PLASTIC 


MIRROR HOLDERS 


BETTER HOUSEHOLD 
HARDWARE SINCE 1872 


E. H. TATE CO. © 251 CAUSEWAY S1. © BOSTON, MASS. 
Want more facts? Circle 193, p. 65 





Marlin Firearms Co. Sawyer's, Inc. | ; 
Marshalltown Trowel Co. Garden Genie Div. 
McGill Metal Products Co.. 80| Security Storm Lock & Hard- 
_.39, 40| ware Corp. 

Miller Co., Inc., Robert E... 132 Sheffield Div. 


Milwaukee Tool Equipment Apace Stee! Corp. 
Co. AE ee 


Mortell Co., J. W. Southern Fabricators Corp.. II] 
Southern Screw Co. .. 18 
Superior Fastener Co. 108 
N | Swing-A-Way Mfg. Co. 27 


National Screw & Mfg. Co. | Swingline, Inc. 
Hodell Chain Co. 133 | Sylvania Electric Products, 
Northwestern Steel & Wire | Ime, ....... seoeee @ 
eee ee 


Melnor Industries, Inc. 





T 
. | Tap-A-Line Mfg. Co....... 131 
Parker Mfg. Co. 122 | Tate Co., E. H.....125, 130, 132 
Pennsylvania Refining Corp. Thomas Industries 
Gumout Div. ... 124]  Sprayit Div. -. 124 
Pennslyvania Saw Corp. ... 132| Travco Plastics Co., Inc.... 132 
Perfection Industries ... 123| True Temper Corp. 16-17 


Peters Cartridge Div., Rem- | 
ington Arms Co., E. I. | 
DuPont de Nemours & Co. | y 

90-91 | 

Pioneer Gen-E-Motor Corp. 13) Ullman Devices Corp. ..... 92 

Pittsburgh Plate Glass Co. Upland Industries, Inc. . 7I 
Foam Dis ..... . 35) Utica Drop Forge & Tool Div. 

Plumb Shop .. a Kelsey-Hayes Co. 

Portable Electric Tools, Inc. 

9, 80, 98, 108 | 


Puritan Cordage Mills, Inc.. 84. V 





'Vaco Products Co. 
. 'Vichek Tool Co. 


| 
Radiator Specialty Co. ... 88 | 


Remington Arms Co., Inc. | Ww 
E. |. DuPont de Nemours, | 


Inc. ....36-37 | Water Master Co. ...... 80 
Republic Molding Corp.... 125 | Wear-Ever Aluminum, Inc. 
Richards-Wilcox Mfg. Co. 97 | 104-105 
Ridge Tool Co. 92 | Wessell Hardware Corp. ... 15 
Rival Mfg. Co. 61 | Winfield Brooks Co., Inc. 123 
Royal Electric Corp. 26 | Woodhill Chemical Co. .... 81 
Ruby Chemical Co. ....... 123 | 


. Yale & Town Mfg. Co. 
S-K/Lectrolite Tools ... .99, 100; Lock & Hardware Div..... 





a — THING U- 


TAD -A\- LUNE of ay 


FROM 6 INCHES 


mounted on or 
behind work benches, 
in the lab, on test tables, 


TO 10 FEET LONG 
& in lamp or appliance stores — 
provides multiple taps from a single 


power source. Safe — concealed conductors —f 
tight positive contacts — easy to install in ony position. 
Sold by Electrical, Electronic and 
Hardware Jobbers and Dealers 


Tap-A-Line Mfg. Co. 
P.O. Box 563 
Pompano Beach, Fla. 


PRECISE ns 


... at lowest 
bench vise prices 


Takes all the gaff 
workmen dish out. 


Finger-touch control 
of both screw and 
swivel. 


MILWAUKEE MECHANICS VISES 


Effortless finger-tip control of both screw and 
swivel plus massive ruggedness ... . these are the 
wanted features of Milwaukee Mechanics Vises. 
Sell them to garages, service centers, industrial 
plants and home workshops .. . . wherever the 
accent is on precision performance and realistic 
prices. Full 160° swivel. Factory lubricated screw. 
Serrated tool steel replaceable jaws. Three sizes: 
5”, 4” and 314” jaw widths. Write for data. 


MILWAUKEE Too! and Equipment Co. 
2773 S. 29th St., Milwavkee 46, Wis. 
Want more facts? Circle 195, p. 65 











y > Boxed Clean-out sini 
| strong, close wound '%4” 
IN DRAIN Z) ; spring, with rotary 
— handle. Attractive 
- | EAN N G counter display box. 
“was 
TOOLS... 


THE 


LEADER Is 
GENERAL 


All-new Spin-Thru: 
handy, compact house- 
hold tool. Colorful fin- 
ish attracts customers. 
Clean, no-mess opera- 
tion. 10, 15, and 25 
foot sizes. 


Metal T-Grip 
| handle or 

wood grip 

handle, 
atl 


PROFITS, 


SUGM@ Si laae Flat Sink and Drain cleaners: flexible, 
AND with holder and spring boring head. 


PASSE team Also flat sewer rods for larger lines. 


wid : Closet Augers: removes closet 
QUALITY. obstructions quickly and al 


efficiently. 





Ideal for home use. 
Send for full-line details on hand 
and power pipe cleaning tools. 


GENERAL WIRE SPRING CO. 


904 SOUTH SARAH STREET «+ PITTSBURGH 3, PA. 





WHOLESALERS THROUGHOUT THE U.S. AND CANADA 


Want more facts? Circle 196, p. 65 
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AANAAARAARNNNSS 
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Sth’ 


: . , . “A s 
® Were Are the Most Wanted + | : <<. 


A complete assortment in : — 
ou - 
esigned self-selling © 
mat Contains most 4 pte wa 
ire your customers cou ; 
walvanized annealed, eng soi 
nealed, soft copper, soft : eo 
Each colorful spool eo 
size, type and weg". 
ORDER FROM YOUR WHOLESALER 


183-16 JAMAICA AVE 
JAMAICA 23, NEW YORK 


4 


NASSNSSSASANN i 
Want more facts? Circle 197, p. 65 
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“PENN STATE” 


“| SAWS 


ea =) ANI NISD AMA VIP dW ere) 1-10) -7-Wnle)\ im 40)-1. 4m 7-0 
_ Want more facts? Circle 198, p. 65 


ALL PURPOSE UTILITY KNIFE 
DEALER COST 24¢ 


1000 USES IN HOME, FARM AND INDUSTRY 








OVER 








—.~ e” 








Made in U.S. A. 
® RUSTPROOF © 3 POSITION ADJUSTABLE 
® SABER HANDLE L E 
® CONTAINS 2 BLADES 





BETTER HOUSEHOLD 
HARDWARE SINCE 1872 


LUSTRE LINE PRODUCTS 
53 No. 2nd St. 





BLAD vd 
® HEAVY DUTY REVERSIBLE 
e DIE CAST ZINC BLADES 
ASK YOUR JOBBER 
+» Plastic, fiberboard, . d, leather, rubber, tinol ; | 
FOR CUTTING: wall Seard, aeghall, Goreen, online, Sone, ensaheasd, ote. 





E. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. 





Philadelphia 6, Pa. | 
Want more facts? Circle 199, p. 65 
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TRAVCO offers SUC- 
the home 0 CESSFUL IMPULSE q ruc SAVERS 
SELLERS — Staple 


PLASTICS CO. REPLACE-A-PART Te asccuaaicall P line) 








wares attractively 


ee Pr Ask your distributor 
/ bubble packed for "oR sie At about TRAVCO’s profit — 
duets on cl Jk % rofit - profit - profit line 
Ue pro - CE i ee a ME Or rite for free catalog. 
MOOKLYN 3,-NEW YORK the Do-Iit-Yourselfer! ade sie 


Want more facts? Circle 201, p. 65 


DOMES «: 








Furniture Rest — Pintle Type 


p ‘ " y) Cs | a , j é . 
; ~ = . . ; ee _ . f N . 5 : 
— = , ee f - i ; -.. 
a - é whe > Box, Rubber Expander 
. ~ ee sie Carton. Tubular Glide 
RUBBER CUSHION GLIDES ) SS | 

Wonderful for all wood = } Yor s Ya 

and metal furniture. “Om rs 7° : 

Rd tie, |b % 








Glide 
Rubber 
; . Set of 4 
Crutch Tip Bakelite Furniture Rest ~ 


%”, %”, 1”, Tyas", 1%", 142”. 

ie . PROMPT SHIPMENT 

” ae Ask your jobber, if he is not supplied, 
ua ciitale prone nore ROBERT E. MILLER & CO., INC.., 


35 Pearl St.. New York 4, N. Y. 
Want more facts? Circle 202, p. 65 
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A small mint in less than 
2 sq. ft. of floor space! 


 - 
es 

he 
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: pf Ses, es ~ 


SPEER PELE IS CPE I eee eee ) eh her tl - 


Pe eee te ee ee oe ee ee hee 


rues se 3% 


Berets & Saws ty eae ae 
peste teleesreseceesieneses- fo % =. 


You'll sell more dog chains ...and sell them faster... with 
this compact and colorful display. 67” high, dog owners can’t 
miss it. They'll stop to examine the chains, handle them to 
get the feel. Their quality is immediately apparent. Result: 
more impulse sales for you, more sales set up for the future. 
You'll get the fastest possible turnover... with this attractive 
merchandising display and starter set. 
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Here’s how starter stock pays off 


Returns, atretail . . . . . $36.60 
(at suggested resale prices) 
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Dealer’s cost, complete. . . 


corey ae eiy sess BR Ee Ax 
¥ PREPRESS ERS 
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DEALER’S PROFIT 


(Prices subject to change) 


ee ee oe 


‘ Cce tele a 
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36-piece starter stock includes a balanced assortment of fast- 
selling, brightly plated Dog Leads, Choke Chain Collars, and 
Exerciser Chains. You can order individually packaged refills 
of any item, at any time, through your distributor, to keep 
your stock complete and working for you all the time. 
(Shipping weight, complete with display stand, 23 Ibs.) 


” AE a AE LO PE OP OE IM CE 
. c Ere ee Be Oe Fe ED 


TIES 


Complete with 36-Piece Assortment 


Di St 
and Display Stand HODELL CHAIN COMPANY 


A certain sales-maker. Requires only 15” x 18” of floor space. on A 3) oe ee On Le 
Brightly colored sign and sturdily constructed, well-balanced 
stand made of quality bar steel stock, weighs 7 lbs. One screw 
assembly. Plenty of room on racks to display biggest items. 


Write for Illustrated Catalog Sheet ann. Of 3 - / 
Order From Your Hodell DistributorHodell’s 75th year of good products coe 


and good service 


Division of National Screw & Mfg. Co. 





